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{OFFICE APPLIANCES is 
a news and technical trade 
journal, serving the entire 
industry of office equipment. 
It covers the manufacture 
and distribution of office 
machinery, office devices, of- 
fice furniture, office supplies 
and the complete range of 
commercial stationery. Its 
comprehensive news reports 
of the industry and its valu- 
able special articles upon 
subjects germane to its field 
have given it unusual pres- 
tige. It serves a clientele 
composed of managers and 
agents for the various office 
machines, devices and sup- 
plies, commercial furniture, 
commercial stationery deal- 
ers and many of the largest 
corporations in the United 
States. It also reaches some 
dealers in forty-eight other 
countries who deal in Amer- 
ican office equipment. 


{No person, firm or corpo- 
ration either directly or in- 
directly connected with the 
industry the journal repre- 
sents has any share in its 
ownership or voice in shap- 
ing its policy, which has in 
view at all times the best in- 
terests of the field it serves 
It aims to discuss all sub- 
jects fairly, and to furnish 
its readers reliable informa- 
tion concerning the progress 
and development of the of- 
fice appliance industry. It 
will answer any questions 
germane to its field to the 
best of its ability, and it 
asks its readers in all parts 
of the world to aid it with 
inquiries and suggestions to 
which it will give prompt 
and earnest consideration. 
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{SUBSCRIPTION RATES 
in the United States and its 
possessions and Mexico--one 
year,$2.00;two years, $3.00; 
three years, $4.00. Canada— 
one year, $2.50; two years, 
$4.00; three years, $5.50; 
Foreign one year, $3.00; 
two years, $5.00. Remit- 
tances may be made by 
personal checks, drafts on 
New York or Chicago, post 
office or express money or- 
ders, or in American postage 
stamps or currency, if sent 
by registered mail. Single 
copies, twenty-five cents. 
{CHANGE OF ADDRESS. 
Subscribers may have their 
mailing addresses changed as 
often as desired. Notice re- 
ceived before the fifteenth 
of the month will permit 
delivery of next issue at 
new address. Both old and 
new addresses must be given. 
{CONTRIBUTIONS are in- 
vited upon any topic of 
interest to this trade. All 
accepted manuscripts will be 
paid for at space rates. Un- 
accepted manuscripts will 
not be returned unless post- 
age is enclosed by the sender. 
Correspondents should give 
their names and addresses, 
which will be withheld from 
publication if requested. 
{ADVERTISING RATES 
upon application—only ar- 
ticles of office equipment 
or directly related products 
eligible. 

{Entered as second-class 
matter, July 8, 1905, at the 
post office at Chicago, IIL, 
under Act of March 3, 1879. 
“Office Appliances”’ is regis- 
tered in the United States Pat- 
ent Office, Washington, D. C. 
{COPYRIGHT. Contents 
covered by copyright, 1945, 
by the Office Appliance 
Company. 
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BUSINESS OPPORTUNITIES 


Wanted Abroad 








Australian Firm to Expand Office Machine Lines. — iar irers of cal 
culating, adding and duplicating machines seeking t t or increase 
representation in Australia are asked to contact Ge Raitt & ¢ Pty 
Ltd., 467 Collins Street, Melbourne, Victoria, Austra is soon as possibl 
This company, which has 25 years of office equipment experience, is desir 
ous of increasing its range of machines with exclu e agencies for Aus 
tralia. A fully-equipped mechanical department, manned by an experienced 
staff capable of repairing or servicing any type f office machine, is main 


tained 


Concern in London Seeks American- made Products. Caton, Ltd 
89a Black Friars Road, London, 8.1} England, desire the representa 
in London and surrounding area for rubber stationery products of Ameri 


ti 


can manufacture (excluding rubber band and bber erasers) Rubber 
stationery articles would consist of finger pads, typewriter keys and what 
ever other articles there are of this nature suitable for distribution by a 
wholesale stationery house Interested inufacturer ire asked t om 
iunicate directly with Caton, Ltd 

Belgium Firm Wants American ong ie rhe office machine and equip 
ment firm of Commercial Enterprise Be | Rue de Jonecker, Brussels, 
Belgium, desires to represent American manufacturers as their agents in 

elgium, Holland and the Lowlands office machines and 


appliances The end of the war 
of the Belgium firm for the ret 
United States 


ind Japan has spurred hopes 
lishment f contacts in the 





Stockholm Firm Seeking American Products Other articles besides those 


previously mentioned are sought by Frans Svanstrom & Company, Papper 
shandels Aktiebolag, Stockholm, Sweden The neern seeks connections 
with American suppliers for cheap school drawing instruments and 
brushes, tracing paper, architects’ drawing pir map tacks and printed 


paper napkins 


Bulgarian Firm Seeks American 7 ogg tal Pet} Bovadiieff writes that 
he has established his own firm, Pe Boyadjieff Ste Ame, Ul. Moskov 
ska, 3, Sofia, Bulgaria. Organization was completed at the end of 1941 as 
i joint-stock company for import ition and distribution of office machines 
ind office equipment. Contact is sought with American manufacturers 
wishing representation in Bulgaria for their office products and systems 


Representation Offered by Portugal Merchant A. F. Camillo, Avy ) 
D’Outubro, 63-30-30 Dto, Lisbon, Portugal, seeks exclusive representation 
for office supplies and equipment in Portugal for American manufac 
turers. In addition he offers to represent American firms in negotiating 
any business matters in Portugal they desire ich as buying, selling 
or collecting 





Import Business Sought by Brazil wen gle Inter Comercial e Industrial 
Ltda., Caixa Postal 52, Sa Paulo, Br 1 large sale rganization whole 
saling general office supplies and scuba dr ing and surveying sup 
plies and other miscellaneous items, is interested in import business from 
the United States Representation is accepted on commission basis or 


distribution on own account 


Palestine Firm Wants American Products From G | Ahigrimm, man 
iger of the stationery department of Napoleon |} tain-Pen Works I, 
P. O. B. 188, Tel-Aviv, Palestine, comes a request for ntacts with Ameri 
can manufacturers of artists’ brushes, mechanical pencils and stationery 
for the office and school. ‘‘Wholesalers in the Middle East have been our 
permanent clients for more than 25 years tates Mr. Ahlgrimm 


United States Contacts Sought for New traq Concern The newly 
established firm of J J Haddad Damirchi Building Rashid Street 
Baghdad (Iraq) wants introduction to American manufacturers for the 
purpose of transacting business in stationery ffice machines and equip 
ment on commission and representation basis De riptive literature and 


price lists would be welcome 


Swedish Companies Seek to Add to Lines. Nordiska Kartro Aktiebolaget 


Vasagatan 9, Stockholm, Sweden, is anxious to ntact American manu 
facturers of the following: stencil pens, fountain pens, all kinds 

pencils, pencil and typewriter erasers idhesive tapes, leads, stapling 
machines, perforators and reinforcers, numbering and dating machines 


ind stamps 


American Office Supply Lines Wanted for Spain. Manuel Orna Simon 
San Marcos, 36, Madrid, Spain, desires to communicate with leading Ameri 
office supplies who are interested in exporting and 
distributing their products in Spain under an exclusive franchise arrange 
ment 






Mexican Firm Seeks Contact with U. S. Office Machine Manufacturers. 


Equipos Modernos, Orizaba, Vera Cruz, Mexico, is interested in establish 
ing connections with American manufacturer I uppliers of office 
machines and portable typewriter All mmur itions should be ad 
dressed to Alvaro Lorenzo, manager 


Agencies Desires for Portugal and Continent.-- Porfirio Oliveira, importer 


it Rua d’Hu 37, Porto, Portugal, is interest n obtaining agencies for 
office supplies s ‘and eq een for distribution in Portugal and on _ the 
ontinent He desires th responses be written in French, if possible 


Holland Firm Desires American Lines. Kar I H. Bonnekamp, Jr 





inufacturers’ representative ited at Hoogeweg +, Amsterdam, Hol 
ind, 1s interested in representing American manufacturers of office appli 
mee stationery and drawing materials in that 

Brussels Firm Desires to Add Numerous Lines. be Rue 
Joneker, Brussels, Belgium, is interested nt ng American u 
f t ¢ f scho ppli ft ¢ ri ‘ tat 

te } nurnose f tablist ‘ ¢ 

} t ‘ PEERT 


Stationery — Office Appliance Lines Wanted in Greece.— Pan. Chr 





Sophianopoulos, importers located at 4, Ar Street Athens Greece 
ire interested in ‘vannsaitine American mar ifa ture I itionery iter 
ind office appliances in Greece 

Fountain Pens, Other Office Goods Wanted in india—B. K. Patel, 
proprietor of The Baroda General Agency, Barod India, seeks contacts 
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derate-priced fountain pens, mechan 





with American manulacturer 
ical pencils and other mmon office appliances 

Agency for Office Machines Sought in Puerto Rico—F. Gavilan & Com 
pany, Aparta s Juar Put Rico, wants the exclusive agency 
in Puerto Ri for facture f check protector copy holders, and 


Wanted at Home 
ee P. Avery, Oak Park, IL, Seeks ye Line—Wishing to sell 


eitl direct or ale but not b igo and vicinity, Charles 
P oe. 704 N. Ridgeland Avenue, Oak Park Iil., is interested in secur 
ing a specialty line He w nsider a st any article for office use 

ept the heavier « I nt. | erly a buyer, Mr. Avery's purchases 
of office equipment ar pplies have totaled hundreds of thousands of 


dollars 


Bac San Diego Concern grew Trade Connections—With plans drawn to 
ganize a progressive juipment firr Derby Thomas, 4437 Niagara 





Street, San Diego, Calif wants nnect s with manufacturers of steel 
desks and files, wood de teel and wood chairs, reception room furni 
ture, school furniture and equipment fice machines, visible systems 
filing systems and pplies Information is sought regarding post-war 
lines and probable delivery date Mr. Derby says plans are drawn for a 
modern two-story building at San Diego, giving 5,000 square feet of dis- 
play space plus storage 


Brockton, Mass., Firm Seeks Trade Literature—The South Shore Mechani 
cal Service, 48 Legion Parkway, Brockten, Mass., has moved into larger 
quarters at this address and would welcome salesmen and catalogs from 
manufacturers. The firm distributes in five counties for Remington Rand 
Inc., and does maintenance on all office machines. A complete stationery 
line is now being added, says M. N. Schnitzer, manager. 


New Orleans Printing Firm to Add Office Lines.—Franklin Printing Com 


pany, Ine., 627-629 Poy ; Street, New Orleans 12, La., are adding 
commercial stationery, filing cabinets and filing supplies to their printing 
ind maneracturing ictivitic They would like to receive catalogs and 
price lists covering these lin All communications should be addressed 


to the attention of Joseph B. David, Jr 


Veteran, gyre Business in Colorado, Seeks Trade Literature 


Albert E. Giles, a w veteran who is going into business at Colorado 
Springs, Colo., Box 957, desires trade literature and other information 
from well-established fir or mplete lines of office equipment and sup 


plies He is especiall interested in new types of office duplicators, such 
is the offset type 


Eastern Ohio Firm to Add Office Supply Lines.—LHoward A. Gregg, 
Personal Busine ss Service Cambridge, Ohio, has announced that he is 
igain entering the distribution field in eastern Ohio and the adjoining 
irea of West Virginia. He is interested in receiving latest price lists and 
catalogs from manufa rers of office supply items 


Economy Office Supply Company, Cincinnati, Ohio, referred to in these 

umns last month, was listed with an incorrect address. The company is 
still interested in receiving catalogs and price lists from suppliers of office 
equipment and accessory materials. Mailings should be addressed to the 
ompany at P. O. Box 41, Station I, Cincinnati 29, Ohio 

New Omaha Firm Wants Office Furniture Catalogs.—Skans and Sheppard, 
1 newly-organized office furniture firm at 116 South 14th Street, Omaha, 
Nebr., is interested in receiving catalogs and other descriptive literature 
on office furniture 





CORPORATION REPORTS AND 
FINANCIAL NOTES 


ae Adding Machine Senpeny, Detroit, Mich.—-Gross income of 
$17,283,228 and net profit o 4,246 for the six months ended June 30, 
1945, was reported by the "Dern ughs Adding Machine Company on Sep 
tember 4 In the 1944 period, gross was $21,103,194, and net, $1,810,691 
The 1945 period net was clusive of $189,000 estimated net tax refund 





under carryback provisions ind a net of $903,718 in reserves no longer 
required. A. J. Dought president, reported the company had a backlog 
of $25,340,000 in unfilled customers’ orders (Chicago Daily News 
Septembes 4.) 


Western Tablet & Stationery Corporation, Dayton, Ohio. -A_ dividend 
of Sl a share, payab ember is been declared for stockholders of 
ecord September j Pre I uvment was 50 cents on June 30 (New 


York Sun, August ! 





NEW TRADE LITERATURE 


Ever Ready Label Corporation, New York, N. Y., has prepared a revised 





edition of To B f now ready for distribution. The compact 
ind colorful 32-page sto k label catalog gives hundreds of new ideas for 
efficiency and ¢ nomy thr gh the use of labels, available for spot de 


livery. Copies may be btained by writing Ever Ready Label Corporation 
141-155 East 25th Street, New York 10, N. ¥ 


Louis Melind Company, Chicago, tll... has published an attractive 


catalog concerning J e marking equipment for industry and office 
The catalog, complete in information and price lists, may be secured by 
vriting the mpany at f West Chicag Avenue Chicago 10, Til 


—_2o-- 


PRICES STABLE: “MODERN DISTRIBUTION” 


On the average, price ive reached their highs and will hold firm for 
ward, asserts Modern Distribution 
widen its hold on prices, and supply 


several months be 


The law of ipply ind ema | 








will soon be a t except in a few special categories 
Competition is ming back stro ind will keep a curb on prices even 
where supplie aire sl 

Reconversion pr t t produced during the war, will show prices 
ibove pre-war level ind probably above 1942 levels. On the last point 
Modern Distribution that profe nal buyers are confident that 
OPA will have to make pward adjustment 

Products that have been produced } the war in substantial or 
limited quantities will for the tyr way up in quality and dowr 

price—one r hoth ; ' nt 








(( 
gain 
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“THEY FINISHED THEIR JOB—LET’S FINISH OURS!” 


The final step in Victory is paying the monetary costs 


of the war. Lives cannot be restored, but the wounded 
in body and mind can be given care and helped to find 
effective places in the business and social life of our 
country. The cost involved will be but small compensa- 
tion for their sacrifices of health and strength. Other 
costs for material things—munitions, supplies, war goods 
of all kinds—raise the bill to a staggering total. That 
bill must be paid, and it can be paid if all of us invest 
in extra bonds during the Victory Loan campaign, Oc- 
tober 29 to December 8, the last of the war loan drives. 
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Perils of the Une-Man 


Uitice Equipment an 


E DEFINE a one-man office 
Tr cochine store aS a business 
under individual ownership, and 
operating with, at most, a hand- 
ful of employees. We are talking, 
in other words, of the vast ma- 
jority of retail office appliance 
stores. The owner of a one-man 
business need have no inferiority 
complex as he compares himself 
with big retail organizations—the 
mail order houses, the department 
stores and chains. 

There are advantages to one- 
man control. A_ tremendous 
amount of routine and red tape is 
eliminated when the full respon- 
sibility for a business is carried 
by one person. With the small 
business, ownership is very close 
to customers, and that is tre- 
mendously helpful. The one-man 
management can supervise closely 
the work of employees and be 
trouble-shooter for any kind of 
grief that develops. The possi- 
bilities of the one-man business 
have been proved over and over 
in the long financial success of 
many such enterprises. 

However, the one-man business 
is fraught with perils, so much 
so that some fail, while a vastly 
larger number fall far short of 
the possibilities of the trade ter- 
ritory 


Weaknesses of the One-Man Store 


We consider fundamental weak- 
nesses in some detail: 

1. In most one-man stores, the 
owner devotes far too much of his 
time to routine detail. The view- 
point of large business is that 
routine details should be handled 
by well-trained employees on the 
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mechanical, as opposed to the 
creative, or executive, level. There 
is nothing very difficult about 
most detail, but detail has this 
characteristic—it requires a good 
deal of time. The organization of 
large businesses is such that de- 
tail does not interfere with such 
over-all functions of tremendous 
long-range importance as_ re- 
search, experiment, analysis, plan- 
ning, promotion. Retail businesses 
flourish and grow on the basis of 
liberal and continuous injections 
of new ideas. The one-man busi- 
ness typically doesn’t have 
enough fresh ideas, and one of the 
principal reasons is that the 
owner-manager is overloaded with 
detail. 

2. The insulated life of the small 
merchant is opposed to progress 
It is human nature to find the 
line of least resistance, to adopt 
behavior patterns which largely 
eliminate raw, perhaps painful, 
experiences. The owner of a one- 
man business arrives at a way of 
running his enterprise so that he 
gets along. Typically, he _ gets 
more and more into a rut 

For changes involve the threat 
of uncomfortable experiences. In 
the large business the local man 
ager has no opportunity to be 
come contented with easy ways 


+ 


Management is continually set 
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d Supplies 


ting up new plans and programs 
for him. Management compares 
the results he gets with the per- 
centages of similar stores in the 
system. He stays at the head of 
his unit, or is promoted to a larger 
one by virtue of his record. 

But there is no one to tell the 
owner of a one-man show that 
he is falling down badly in this 
or that respect. There is no one 
to compare his record with the 
record which is being made by 
certain other stores with similar 
territories. 

By and large, business is ever- 
lastingly committed to the prin- 
ciple of adjustment, change, 
progress. The little business may 
succumb to any one of dozens of 
negative complexes, each of which 
limits development and profit. 


Single Owner Rarely a Specialist 


3. One-man control is usually 
lop-sided in ability possessed. The 
departments of a retail store, as 
developed in a chain or depart- 
ment store, call for a diversity of 
talents. The comptroller, or finan- 
cial man, thinks wholly in terms 
of dollars. The psychology of the 
merchandise manager is directly 
opposite. In addition, the mer- 
chandise man possesses an infi- 
nite amount of knowledge the 
comptroller lacks. The advertis- 
ing manager has made a profes- 
sion of one function. The service 
manager has a totally different 
approach to retailing. Each of 
these men is thoroughly compe- 
tent in his own department. The 
zeneral manager sees to it that 
these department heads are quali- 
fied, and he looks after their per- 
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formance from month to month 

The big retail organization has 
many other specialists—in window 
display, personnel, credit. 

The head of a one-man business 
is the retail equivalent of a jack- 
of-all-trades. Ideally, he will be 
a first-class credit man, a tip-top 
ad man, a superior buyer 

In practice, however, all too 
likely he is good in certain things, 
decidedly weak in others. Con- 
sider the number of office appli- 
ance merchants, for example 
whose understanding and skill in 
retail credit is almost nil. Con- 
sider the low rating of the ability 
of some office appliance mer- 
chants in advertising. All big re- 
tail organizations have highly- 
developed plans for the training 
of salespeople. On the other hand, 
many office appliance retailers 
have training methods which are 
very limited. 

The weakness of the small office 
appliance dealer in one or more 
important management tasks may 
seriously interfere with successful 
store operation. It is much more 
difficult to be smart in many dif- 
ferent jobs that a one-man store 
demands than to be smart in a 
single phase of retailing. 


Diagnosing Business Ailments 


4. The operator of a one-man 
office appliance business lacks 
perspective. He is so close to his 
work that his ability to interpret 
is threatened. 

Take, as an example, a business 
that is not doing well. The owner 
knows this, is dissatisfied. But 
does he make a correct diagnosis? 
Too often he does not. He may 
blame the condition on poor busi- 
ness in general. It may be due 
to faults of management, but he 
does not know what those faults 
are. Being human, he probably 
rationalizes. Last of all, he heaps 
criticism on himself, where, quite 
likely, it should be put. 

This kind of a dilemma doesn’t 
arise in a chain system. If sales 
of a unit are down, if the store 
ding-dongs along, the manager’s 
personal alibis and ideas as to the 
why and wherefore count for 
nothing. The management has 
an enormous backlog of experience 
with individual stores in hundreds 
of localities. If the local manager 
is falling down on the job, he i 
yanked out, and a new man sent 
And if that new 
man fails, another is sent. When 
the situation is found, after lapse 
of time, to be incurable, manage 
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ment does the wise thing ruth- 
lessly—it closes the store. 

Constant peril of the one-man 
business is that it suffers from the 
inability to analyze properly. That 

very human failing of the 
wner. 

5. The one-man business is far 
too often at the mercy of the 
owner’s health. Ailments are in- 
creasingly common as age brack- 
ets are extended. The owner who, 
in his 30’s, carries most of the 
load of his business, may find at 
50 that he doesn’t have what is 
called for. There are office appli- 
ance dealers who haven’t taken 

real vacation in ten or 15 years 

not because they are opposed to 
vacations, but because they have 
never felt they could safely leave 
the business. 

The foregoing recital of weak- 
nesses in the structure of the one- 
man office appliance store leads 
to a number of sensible conclu- 


One Man Can’t Know It All 


The owner of a one-man busi- 
ness has a special obligation to 
perform with respect to continu- 
ing observation, study, research. 
While he cannot know everything 
about the different features of 
store operation, he can constantly 
add to his knowledge, and he 
should plan to do so. He can 
study the trade papers, observe 
the practice of stores in his com- 


munity, check with other office 
appliance dealers, local and for- 
eign, county and outside. He can 
only properly continue with his 
own education as he organizes 
his store to give him the time to 
do so. He should delegate as much 
authority as possible. He should 
try to supplement his personal 
talents with the talents of em- 
ployees carefully selected, then 
encourage them to study and per- 
fect themselves. Many a small 
store has employees who possess 
far more knowledge of advertis- 
ing than the boss. Many a small 
store has collections in the hands 
of a worker whose skill is greater 
than his employer’s. 


Keep Up With the Times 


This should be a slogan of every 
small merchant. If he isn’t intro- 
ducing new ideas and occasion- 
ally modifying policies, he is be- 
hind the retail profession; he can 
be sure of that. 

And every one-man _ business 
should have a No. 1 man—an em- 
ployee who, trained and prepared, 
can take over the temporary man- 
agement of the store whenever 
one cause or another takes the 
owner away from the office. 

The independent life of a one- 
man store owner is a glorious 
thing only as the individual is 
determined to manage the store 
in live-wire, progressive, long- 
range ways. 





Distance Lends Enchantment 


A CERTAIN manufacturer of cigarette lighters thought he had 
discovered a market where he could gather up a lot of business 
because there was no competition there. 

Farthest fields look greenest in business as well as in pastures and 
this manufacturer focused his orbs on a certain foreign country and 
made plans to invade that territory. He spent money freely in pre- 
liminary preparations and when he was about ready to open his 
campaign he discovered there was a $5 license fee on cigarette 


lighters. 


This was due to the fact that the government controlled the 


match industry and saw fit to protect it from lighter competition. 

The business man who thinks the good opportunities are all some- 
where else, who is always wanting to move, is nothing more than a 
tramp at heart. The tramp printer is always on the go because some 
other place looks better. | have known men who wore out their equip- 
ment moving it from place to place, and all the time there were “acres 
of diamonds” right around the old location. 

Some other day, some other time, some other place. You know men 
who attribute all their misfortunes to the location of their business, 
to the time they started in business, to the business conditions of the 
period. They are looking up alibis for failure when they ought to be 


cooking up schemes for success. 
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“Personal Leather boods’ Section 


Builds Steady Trade 


NOVEL IDEA in leather goods 
A merchandising, which has 
made their sale a year-round fea- 
ture rather than a seasonal spe- 
cialty, is the “Personal Leather 
Goods Shop” at A. Carlisle and 
Company, San Francisco, Calif. 

Already noted for the huge 
amount of leather goods which 
has been carried for many years 
in the downtown store, Carlisle’s 
have gone just a bit farther in 
this bracket of promotion, and set 
up a complete, separate shop, de- 
voted entirely to gift leather goods. 
These are loosely classified by 
Miss Byrl Black, buyer, as “any 
type of leather item which goes 
into the pocket.” As a result, daily 
sales of gift leather items are in 
no way seasonal, and the number 
of customers served over any 
quarterly period far exceeds any- 
thing which the store was able to 
accomplish when all leather goods 
were grouped together. 

The store’s entire main section, 
from the front door toward the 
rear, is largely devoted to leather 
goods of one type or another, 
chiefly business types such as 
catalog cases, ring binders and 
briefcases near the windows, and 
smaller commercial leather items 
toward the rear. The “Personal 
Leather Goods Shop,” however, is 
entirely separate and is set aside 
by a wide aisle from the major 
commercial section. 


Utilize Novel Display Arrangement 


The “Personal Leather Goods 
Shop” is built in an oval which util- 
izes all sides for display, consist- 
ing of central stock cabinets and 
bins surrounded by regulation 
counter-height glass cases. Those 
at either end are angled out into 
the aisle so that seasonal gift sug- 
gestions can be “spotlighted” at 
the point of maximum visibility. 
Each case is directly lighted, and 
is trimmed specifically to give each 
prospective customer plenty of 
gift-buying ideas without moving 
around the entire shop. This 
theme is carried out by showing 
almost a complete selection of 
merchandise in each case, and 
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spacing each item far enough from 
its neighbor to keep away from 
the “mass display” impression 
usually maintained by competitive 
stores. 

“Of course there is plenty of 
segregation of leather goods sug- 
gestions for traveling men, for 
women, and general useful gifts,” 
Miss Black indicated, “but for the 
most part we have found it wise 
to place aS many varieties of gift 
items in a single case as possible 
The average woman who comes 
in to buy a fine leather goods gift 
for a man is a little hazy as to 
what will be welcome besides a 
wallet or keycase—and when we 
can show 20 or 30 desirable gift 
suggestions in a few moments, she 
will invariably make up her mind 
more rapidly.”’ 

Merchandise “which goes into 
the pocket” includes, of course, 
items for ladies’ handbags. In one 
case are shown ration book hold- 
ers, keycases, cigarette cases, card 
cases, comb and _ brush sets, 
leather-covered lighters, note- 
books and personal files. Another 
carries tobacco cases, pouches, 
picture frames, manicure sets, 
jewel boxes, tie holders, travel kits, 
and fitted and unfitted cases. 


Adhere Closely to Top Quality 


Eighty per cent of the merchan- 
dise carried in this shop is in the 
moderate-to-top price brackets, it 
having been Carlisle’s experience 
that the thousands of women 
anxious to buy really presentable 
gifts for servicemen overseas all 
want the best. This uniform adher- 
has gone a long way toward bring- 
ence to top-quality merchandise 
ing in fastidious gift purchasers 
who might otherwise never enter 
the store, Miss Black believes. She 
refers to women who buy two and 
three items at a time with unit 
sales often running up to $30 and 
more at a single visit. 

Although the personal leather 
goods shop and general leather 
goods department are merchan- 
dised contiguously, the smaller 


shop contains all its own stock 


and is entirely independent from 
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that standpoint. Wallets, keycases 
and similar small items are kept 
in flat, sliding drawers in the cen- 
ter of the shop, and larger cabinets 
carry complete forward stocks on 
larger items. A tight stock control 
based on minimum inventory on 
each item is maintained, which 
makes it possible to buy early 
enough to keep up a stock, even 
with war limitations on supply. 
“The war market is the largest de- 
mand we have ever had to meet,” 
Miss Black pointed out, “but by 
spending extra time on buying 
and running down every possible 
source of new merchandise we 
have been able to cope with it 
fairly well. The fact that a lot of 
the merchandise is sold on an im- 
pulse basis, merely pleasing the 
customer on sight, goes a long 
way toward spreading out our 
sales over the complete line.” 

“We have never been content to 
see the major portion of a year’s 
leather goods turnover concen- 
trated around Father’s Day, 
Christmas, and graduation sea- 
sons. Instead, we push leather 
gcods items in the personal classi- 
fication the year around by 
keeping up plenty of vigorous 
newspaper promotion, window dis- 
play, and related displays in our 
other departments. One of the 
chief sales assets has been build- 
ing up neat displays of popular 
leather gifts in our stationery sec- 
tion, office machine department, 
and even in the furniture depart- 
ment—where businessmen can see 
them easily. In every business, 
particularly during wartime, there 
are opportunities for gift sales of 
a congratulatory nature. At the 
same time, mixing in plenty of 
handsome leather gifts in our 
standard display windows along 
with other merchandise stimulates 
walk-in sales.” 

One consistent sales asset which 
has paid A. Carlisle & Company 
rich dividends in leather goods 
merchandising is monogramming 
service which covers a huge range 
of lettering varieties, initials, and 
similar “personalizing” identifica- 
tion. On merchandise over $7.50 
this service is given free, and for 
anything less, the charge is 50 
cents per line. Ability to get mono- 
gramming out rapidly has sold 
scores of leather gifts which other- 
wise hurried customers would pass 
up altogether 
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Increases 


Hy V. N. VETROMILE 


LTHOUGH it is the exception 
A rather than the rule to find 
a modern stationer doing business 
without planned window promo- 
tions, there are still some station- 
ers who could do a more dynamic 
job of window exploitation from 
the viewpoint of employing it as 
a device for stepping up the daily 
customer traffic of their stores 

Window displays may be defined 
correctly as point-of-supply ad- 
vertising. They bring the various 
goods recurrently displayed with- 
in the observer's range of vision 
and, if they are the correct type 
of displays, they exert that strong 
“Come In” suggestion that at- 
tracts the prospective customer 
inside the store and within arm's 
length of the goods 

That retailer, line of trade re- 
gardless, who treats window dis- 
plays as merely supplementary to 
his printed advertisements, can 
never derive full benefit from the 
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Light coloring, large name and product signs, and windows 


between the posts 


designed to permit the spectator to 


and the merchandise displayed, combine to 
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potential traffic-promoting power 
of his window display frontage. 
Such a stationer would do well 
to take pause and reflect that in 
hundreds of small and interme- 
diate-sized cities throughout the 
country, there are successful sta- 
tioners who depend almost en- 
tirely upon window displays for 
the development of a satisfactory 
volume of daily customer traffic. 
Such progressive exponents of 
modern window display policy do 
not regard their window displays 
as merely devices of transient 
power for selling certain goods 
at a certain time, but quite to the 
contrary, as a _ trade-promotion 
medium of accumulative and per- 
manent values for selling the store 
as a whole—all its wares and im- 
plied office equipment services 
to the people of the community. 
They realize that, in order to 
achieve this purpose, their win- 
dow exhibits must not only invite 
visual attention, but excite sus- 
tained interest in the merchan- 
dising activities of their business 
Thus the largest possible per- 
centage of daily lookers-in will 
be comers-in, resulting in a sub- 
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stantial average daily store traffic 
on which strategic interior dis- 
plays and trained salesmanship 
can do their volume-building, 
profit-extracting work. 


Times Change Regarding Display 


In days gone by, it was not 
uncommon to see window displays 
that accomplished little more 
than to identify the nature of 
the general stock of the store, 
with occasionally some scream- 
ing “bargain” that must be taken 
advantage of within 48 hours. 
But scientific merchandising, 
propagated by modern competi- 
tion, has relegated that miscon- 
ception of window merchandising 
to the dark recesses of the vault 
of memory. 

The modern merchandising 
window exhibit packs a real sell- 
ing punch based upon a definite 
and dynamic appeal to the ob- 
server. It is not a virtual bribe 
to visit the store on the induce- 
ment of a bargain price. On the 
contrary, it challenges attention 
and interest on the basis of pre- 
senting wares that are well worth 
the money, guaranteed by the 
pedigree of reputable manufac- 
turers and the reputation of the 
responsible stationer. 

The window displays of the sta- 
tioner should be planned in ad- 
vance, according to a carefully- 
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inconvenient locations is notable in this fro 


and action-compelling front of the store of the Palace Office 
Tulsa, Oklahoma. Overcoming the handi- 
n 
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proved time and again to double 
or treble the sales-pulling power 
of the window feature so supple- 
mented. Window and counter dis- 
plays always benefit from such in- 
terlocking or co-ordination. 


Determining Prominence 


Displays should have promi- 
nence and position in the win- 
dows or in the store interior ac- 
cording to their importance in the 
current week’s merchandising 
program, and also according to 
their probable power not only to 
sell the particular goods with 
which they are built, but to help 
increase customer traffic in other 
sections of the establishment. 

In the variety emporiums, dis- 
play is practically the only mer- 
chandising strategy. In all retail 
salesrooms, however, it is of basic 


l- NEW STORE FRONT OF FEDERAL STATIONERY COMPANY, BOSTON, MASS.— importance and better, rather 
¥34 An example of the power of the right kind of sign for putting vigor into a modern than more, interior display units 
It store front. The sign is visible two blocks away and from two directions. would probably increase the sales 
of the average store by at least 
ig 30 per cent. The surprising fact 
|- is that in some outlets the qual- 
e ity of the interior displays is not 
)- equal to that of the window ex- 
e hibits. 
h— When a good display unit has 
e been planned, it should be placed 
n in that section of the sales floor 
- where its buying-induction power 
h can exert influence on the prob- 
ie able sale of associated-use articles 
- or supplies. 
e “Well displayed,’ it used to be 
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said, “is half sold.” That state- 
ment is still true, provided what 
is displayed is well known and 
attractively described at point-of- 
purchase by “talking cards” that 
tell more than name the goods 
and the price. In the case of an 
appliance, the price of which runs 
into considerable money, the plac- 
ard promoting the display might 


A SINGLE EMPHASIS WINDOW.—When Horder’s Inc., Chicago, used this display 

featuring paper products a few years ago, results were excellent. Use of northern 

spruce tree attracted attention which was continued by showing rags in various 

stages leading toward the finished product—paper. This window has the kind of 
dynamic appeal referred to in the accompanying article. 


well invite the observer to have a 
personal demonstration without 
obligation. Very seldom will any 
person who has no buying interest 
whatever trouble a salesman to 





P 


arranged yet flexible program, 
fully as much as a schedule of 
printed advertising. As is true of 
all methods of advertising, the 
correlative and accumulative im- 
pression of all the stationer’s win- 
dow displays throughout the year 
should be considered with careful 
regard for the over-all ultimate 
effect in trade-stimulation and 
prestige-building as differentiated 
from the immediate day-to-day 
traceable results in specific sales 
The supreme purpose is to get 
buyers into the store and keep 
them coming, and this is best ac- 
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complished by striving always for 
the composite impression of pro- 
gressive leadership in stationery 
merchandising. 

In view of the fact that only a 
comparatively few items or lines 
can be window-merchandised at 
any one time, the importance of 
smaller interlocking departmental 
display units within the store to 
increase the day’s sales of other 
than window-displayed goods can 
hardly be questioned. In fact, a 
small interior display of some spe- 
cialty being merchandised con- 
currently in the windows has been 
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make a demonstration, and by the 
same rule the man who is in- 
terested in a demonstration is 
usually close to the point of buy- 
ing, if the price satisfies his idea 
of value and the demonstration 
is handled interestingly and con- 
vincingly. 


Must Emphasize the Facts 


More study and interest in the 
fine art of putting a strong desire- 
appeal or buying motive into the 
placards or sales mounts that 
identify displayed goods will in- 

(Turn to page 136, please) 
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Post-War Machinery boes into 
High bear in Atlanta sees 22% 


this program will be operated on 
an educational theme,” stated Mr. 


Ball. 
sale of these items during that The sequence of procedure for 
By RUBY BENTLEY month,’ added Mr. Ball. merchandising loose leaf and 
“The purpose of this procedure bound book products was as fol- 
is to set up the machinery which lows: 
will handle the sales promotion 1. A printed announcement was 
of such items when we can get mailed to a selected group of 500 


thought to the future, to the 
rush of the demands of the post- 
war period, and to the best means 
of taking advantage of conditions 
and meeting increased competi- 
tion, Ivan Allen-Marshall Com- 
pany, Atlanta, Ga., has laid its 
groundwork for those days ahead. 
In fact, the “machinery” for such 
groundwork has already been set 
in action by this company. 

This outstanding “merchandis- 
ing procedure” has been worked 
out in every detail, and already 
the salesmen have started the 
wheels turning for this program 

Here’s how the Ivan Allen- 
Marshall Company has set up a 
definite plan which is being car- 
ried through from month to 
month: Some special item, or re- 
lated items, is selected for mer- 
chandising emphasis each month DESIGNED TO SELL—Surveying equipment is featured in this display to tie in 

in advance. For the month of with Ivan Allen-Marshall Co.'s merchandising procedure planned for November. 
June, the spotlight was turned on 
loose leaf and bound book prod- 
ucts; for July, duplicating sup- 
plies; August, filing supplies; Sep- 
tember, printing and lithograph- 
ing products; November, techni- 
cal supplies, drawing materials, 
surveying equipment. And as soon 
as office furniture and equipment 
are available again, they will be 
added to the company’s list for 
monthly merchandising emphasis. 
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Co-ordinate All Activities 


“This plan was inaugurated to 
co-ordinate direct mail, store 
display and personal contact with 
our customers,” says James Ball, 
Jr., of the Ivan Allen-Marshall 
Company. “The loose leaf and 
bound book section of our sta- 
tionery department was the first 
group in this plan, which was 
placed in effect in June. Store 
displays were set up on our floor 





featuring these items and, of ; : 5 
‘ourse. direct mail and persona! FOR SPECIAL MERCHANDISING—These attractive displays of technical supplies 
ee ee a eee and drawing materials will be featured by Ivan Allan-Marshall Co., Atlanta, Ga., 


contacts were tied in with the for the special merchandising of these items by the salesmen during November. 
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accounts, including the list of cer 
vuified public accountants in the 
classified section of the telephone 
directory. Advertising material 
from the manufacturer was in- 
cluded with the announcement. 
The sales personnel addressed the 
envelope to the firm and to the 
individual within the firm to les- 
sen the possibility of wasting the 
material. 

2. Advertising material from 
the manufacturer was included in 
packages of merchandise to the 
customer. 

3. Four display tables were ar- 
ranged diagonally in front of the 
loose leaf and bound shelf stock 
The angles of these tables were 
such that they demanded full at- 
tention from the store traffic 
Each of these tables emphasized 
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a specific group of items made bj 
National Blank Book Company, as 
follows: 

(1) Ring books, sheets and 
indexes. 

(2) Post binders, sheets and 
indexes. 

(3) Visible ring books, sheets 
and indexes, vertical visible 
tray and sheets 

(4) Special purpose books 
(time books, receipt books, note 
books and order books), analysis 
pads and endbound account 
books. 

4. The street display window 
included substantially everything 
that was shown on the four tables 
in the store. 

5. Sales meetings were held 
each week during June. These 


meetings were conducted by the 
men and the theme was entirely 
educational rather than sales pro- 
motional 

This same merchandising pro- 
cedure was followed through in 
July on duplicating supplies, and 
in August filing supplies were the 
items the salesmen emphasized. 

“The proper displaying of mer- 
chandise is of great importance 
to the extraordinary success of a 
retail firm. Interesting and edu- 
cational display not only develops 
customer interest,” says Mr. Ball, 
“but always contributes to the 
confidence and enthusiasm of the 
salesmen to a substantial degree. 
It is our plan to include salesmen 
in the preparation of these dis- 
plays, thus increasing educational 
potentialities of this schedule.” 


ont Have “Phony” Sales! 


Hy L. A. BEATING 


or another staged a sale of 
stationery items and _ considers 
this a good part of legitimate 
store advertising. 

But one thing that must be 
watched in putting on a sale of 
any kind is to offer customers 
real bargains so they cannot com- 
plain afterward that you staged 
a “phony” sale. 

What is a phony sale? 

It is a sale whereby the sta- 
tioner, through advertising and 
other ballyhoo, creates the impres- 
sion that for a limited time he is 
offering goods to the public which 
are bargains, but which later 
prove no bargains in price or 
quality. 

Such a phony sale can harm 
the best-run store. The dealer is 
better off not to stage any sales 
Whatever than to have even one 
which antagonizes customers. 

Rather than create ill will by 
foisting unwanted goods on the 
public at too-high prices during 
a phony sale, you would do better 
to throw those goods away. Il 
will is easily won and few persons 
who distrust a merchant ever can 
be won to dealing with him again 
Good will is so tediously built up 
that it is too precious to put in 


eg DEALER has at one time 
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jeopardy for what seems a mo- 
mentary gain. 

So, no phony sales! But there 
is another way to dispose of odds 
and ends, ersatz articles soon to 
be replaced by genuine, but slow- 
moving items. That way is 
through candor, frankness, hon- 
esty. Hold a “Left-Over Sale” or 
label these goods “Broken Lines” 
or “Odd Lots.” You can include 
all merchandise which has been 
gathering dust on your shelves. 
When you label a sale for what 
it actually is, you are playing 
fair. 

Some Good Rules for Sales 

Here are a few good rules to 
bear in mind when you put on a 
sale of stationery odds-and-ends: 

1. Make no mistake about the 
drawing power of sales. The de- 
sire for bargains is in all of us 
all the time. You can cash in 
on it just as hundreds of dealers 
do regularly. 

2. Back your sale with suitable 
displays. Use window and store 
interior displays. Make the public 
feel that you are offering real 
specials. And because your store 
may become crowded, have all 
your specially-priced goods in the 
body of the store, easy to see and 
easy to reach. Remember that 
your standard-priced goods will 
also move faster on sale day; 
therefor arrange the low-profit 
items so they will require a mini- 
mum of your time to wrap and 
deal out. 
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4. If you have some new item 
to promote, feature it on special 
sale day. Make its standard price 
plain. Take advantage of the 
more-than-usual number of cus- 
tomers coming into your store to 
give your new product the send- 
off promotion it deserves. 

5. Advertise your sale suffi- 
ciently. Experience in previous 
sales will guide you in deciding 
how much money to spend, and 
how. There are sO many events 
clamoring for public attention 
that you may be wise to give your 
sale a little extra impetus. Don’t 
go off half-cocked and then be 
disappointed. Prepare carefully. 

6. If you are in a small com- 
munity, mention the sale two or 
three weeks ahead. As the time 
nears, increase your ad space de- 
voted to the sale. It may even be 
feasible to do some direct mail 
advertising, especially in districts 
from which you ought to draw 
buyers, but do not at present. 
Work this out carefully and you 
should attract new customers, 
many of whom will become regu- 
lars. 

On completing your sale, ask 
customers you know well and also 
your clerks how they think it 
went. They may have valuable 
suggestions for your next effort. 
Was the sale timed right? Were 
quantities sufficient to warrant 
advertising? Did the sale last 
long enough? Were the prices 
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Anatomy 


tHE ODDS against the poorly- 
Daas retailer are tremen- 
dous, point out Landers, Frary & 
Clark of New Britain, Conn., pro- 
ducers of Systemeering for 
planned and controlled retailing 
“Studies show that over 16 per 
cent fail within the first year 
Over 50 per cent are out of busi- 
ness by the end of the third year, 
and only one out of six succeeds 
in getting established perma- 
nently on a profitable basis,” says 
Systemeering. 

Developing this thesis, the plan’s 
sponsors declare. 

“The challenge to make a retail 
profit and to keep it penetrates 
beyond the pattern and strategies 
of your merchandising. It involves 
the working machinery of your 
retail operation—the gears, pin- 
ions and balance wheels of busi- 
ness, without which your business 
would not ‘tick.’ 

To run a retail business success- 
fully, it is pointed out that the 
retailer must: 

1. Maintain a well-planned, 
convenient, and attractive store. 

2. Operate and control his store 
efficiently. 

Collaborating in the develop- 
ment of Systemeering for modern 
store systems, methods and equip- 
ment are the staffs of experts 
from Burroughs Adding Machine 
Company, Moore Business Forms, 
Inc., and Shaw-Walker Company. 

From their experiences are de- 
veloped these truisms on success- 
ful operation, buying, selling, and 
management: 

BUYING—tThere is no mystery 
involved in intelligent buying. The 
essential records which will help 
an office supply and equipment 
store merchant to do an intelli- 
gent buying job are a simple 
want-slip form, purchase order 
form, a receiving record, a perma- 
nent accounts payable record. 

SELLING—tThis is the most im- 
portant function in any retail 
store, with the activities consist- 
ing of: 

1. Advertising and display. 

2. “Over the counter” or per- 
sonal salesmanship 

3. Telephone and mail order 
sales. 

4. Office demonstration selling 

5. Service department selling 

To assist in the selling job, it is 
suggested that the forms neces- 
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ANATOMY OF RETAILING—Uni- 

versal’s Systemeering begins with Re- 

tail Anatomy, which resolves retailing 

to the fundamental premises of (1) 

capital, (2) store and equipment 

geared to efficiency, and (3) profit- 
wise management. 
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RETAIL PROCEDURE — Systemeering 
moves from the “anatomy of retaining” 
to its procedure involving an over-all 
picture of buying, selling and operat- 
ing with income channelled to out- 
going investment and expenses. Net 
profit results through proper control. 





THE OPERATING FUNCTION — Sys- 
temeering pictures retail operating 
as the control factor in successful re- 
tailing, analyzing and acting upon 
vital information recorded from buy- 
ing and selling procedures; controlling 
the receipt of gross income and its 
disbursement with resultant net profit. 


sary include sales record, prospect 
record, the sales check system, 
cash registers, system for record- 
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ing and posting collections, lay- 
away or “will call” sales system, 
telephone sales orders, and mail 
sales orders. 

OPERATIONS JOB—The opera- 
tions job involves responsibility 
for all non-selling and selling 
services, including receiving pack- 
aging, floor services, delivery, cus- 
tomer complaints, and store pro- 
tection and maintenance. Sys- 
temeering shows how, through 
proper systems, forms, procedures 
and equipment, these jobs can be 
done with maximum efficiency. 

The proper planning involves 
forms such as a receiving report 
on every incoming shipment, pur- 
chase orders to act as authoriza- 
tion for the receiving platform to 
accept merchandise, proper pric- 
ing, marking and checking. In 
addition, forms are needed for 
payment of employees in cash, 
U. S. Government withholding tax 
forms, returns to vendor, service 
and repair sales orders, delivery 
records, adjustment records, and 
supply requisitions. 

The chief jobs involved in ad- 
ministration and control are listed 
as: 

1. All general planning, includ- 
ing merchandise and _ expense 
budgeting. 

2. All personnel administration 
and control. 

3. All general accounting, in- 
cluding accounts receivable and 
accounts payable. 

4. All general store financing, 
including the preparation of all 
financial statements. 

The basis of efficiency in all 
these jobs is a system of adequate 
and complete records, so that the 
merchant can analyze accurately 
his operation, strengthen his weak 
points, and chart the course for 
more profitable merchandising. 


MINIMUM ESSENTIALS—For a 
profitable operation of a retail 
store, business must at all times 
be kept under control. Every day, 
the merchant must know where 
he stands, what has come into 
the business, what has gone out. 

The two tools to help the mer- 
chant get and hold control of his 
business are listed as organization 
and records. Concerning records, 
the minimum essential ones 
needed are those enabling the 
merchant to: 

1. Pay his bills promptly and 
get his cash discounts. 
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TAe BUYING FUNCTION 


ON 


THE BUYING FUNCTION—Systemeer- 

ing portrays the buying function 

where well-advised, careful planning 

provides the retailer with the “food” 
for his business. 


2. Collect from customers 
promptly. 

3. Measure the individual pro- 
duction of the employees. 

4. Control the expense. 

5. Prepare accurate balance 
sheets and profit and loss state- 
ments. 


IN GENERAL—It is pointed out 
that adequate records help pre- 
vent failure, they also help earn 
a greater profit on the same 
amount of sales. A simple system 
of recording transactions should 
reveal answers to these questions 
daily: 


THE SELLING FUNCTION—The retail 
selling function is looked upon 
through Systemeering as combining 
an effective “selling plan” and its re- 
sultant income from sales with the 
importance of proper control of cash, 
credit and efficient, intelligently-used, 
records and operation information. 


1. What is the amount of my 
sales? 

2. How much of my business is 
cash, and how much charge? 

3. How much do my customers 
owe me? 

4. How much is owed to credi- 
tors? 

5. How much cash is on hand 
and in the bank? 

6. What is the amount of in- 
ventory? 

7. What is the gross margin 
earned? 

8. How much are total ex- 
penses? 
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MINIMUM ESSENTIALS — The No. 1 
necessities of profit-wise retailing in- 
clude the purchase order, an operat- 
ing ledger, a sales check for control- 
ing cash and credit sales, and files for 
safely housing and indexing records. 


9. What is the amount of my 
net profit? 

10. What will be the amount of 
income tax? 

11. What is the worth of my 
ownership in the store? 

12. How is the store progressing 
in regard to sales? 

13. How does the store compare 
with those of competitors? 

In brief, practical and adequate 
records are held necessary in the 
proper function of retail business, 
which to be run profitably means 
that the owner must: 

1. Buy intelligently. 

2. Sell effectively. 

3. Control efficiently. 





mensurate with demand. 





Fortieth NSA Convention + September 30), October 1, 2 & 3, 1946 


NDER date of October 3, 1945, Charles P. Garvin, general manager of the National Sta- 
tioners Association, released the following statement to NSA members: 
NSA’s FORTIETH NATIONAL CONVENTION 
and TENTH MERCHANDISE EXHIBIT 


will now be held 


SEPTEMBER 30, OCTOBER 1, 2, & 3, 1946 


Shortly after the first of the year we will announce 
a series of REGIONAL MEETINGS, which are now 
being planned in every District. 


Late in August of this year, Mr. Garvin conferred with NSA President R. D. Latsch and 
members of the executive committee and board of control about the possibility of staging 
a convention in the spring of 1945. A thorough investigation revealed that facilities for a 
full scale convention and merchandise display were not available. Subsequently arrange- 
ments were made to hold the fortieth national assembly in Chicago on the dates given 
above. By that time the manifold reconversion problems now plaguing all industries will 


have been solved and post-war lines ready for display and distribution in quantities com- 
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Help Customers Make Plans and Put 
Them to Work NUW 


Hy BERT MERRILL 


tHE TIME for planning efficient 
| office management, particularly 
from the standpoint of office ma- 
chines and equipment, is “now,” 
according to the Office Appliance 
Company, San Francisco, Calif. 

This new office machine organ- 
ization, which opened up in down- 
town San Francisco last Decem- 
ber, is already hard at work re- 
placing inefficient and war-worn 
equipment throughout its own dis- 
trict. And as quickly as possible 
arrangements will be made for 
similar service throughout a fu- 
ture distributor territory of 53 
California counties north of Los 
Angeles. “We believe, with relax- 
ing of manufacturing restrictions 
and the beginning of conversion 
in all types of industry, that it is 
safe to go ahead with full-time 
sales promotion,” T. F. Streuli, 
sales manager, indicated. “In 
other words, we think Peace is 
far enough along that the office 
machine dealer can regard sum- 
mer of 1945 and the period fol- 
lowing as his ‘post-war’.”’ 

The Office Appliance Company 
opened up with an imposing array 
of talent for the big job ahead. 
Salesmanager Streuli was with 
Remington Rand for 15 years; 
H. I. Nicoll, special representative, 
was district manager for Allen 
Wales in New York State and San 
Francisco; while E. A. Lawlor, 
service manager, spent 21 years 
with Burroughs, Victor and Allen- 
Wales. W. L. Woempner, manager, 
has nearly 30 years of experience 
with Burroughs, Allen-Wales, 
Sundstrand and Victor. Other per- 
sonnel in the San Francisco office 
are similarly backed by a wealth 
of office machine experience. 

Now compactly organized to 


cash registers and duplicators in 
the machine field, and furniture, 
files, desks and supplies in gen- 
eral. For an example of how pro- 
gressively the firm went into the 
San Francisco field, during May 
and June the main office windows 
were blazoned with inventory sale 
posters—probably the first sale on 
any type of office machines since 
the dark days of 1941 and Pearl 
Harbor. The company saw an op- 
portunity to attract a lot of atten- 
tion with the return of calculators 
and desks which had been rented 
for four months, and consequently 
opened staid San Francisco’s eyes 
with a full-scale sale on them. 


Replacement Is Big Job 


“Our entry into the market is 
going to cover all phases of the 
office machine industry,” Mr. 
Streuli explained. “The main job 
ahead is going to be replacing the 
thousands of worn-out office ma- 
chines which have been handling 
wartime industry in the bay area, 
including branches in Oakland 
and San Jose. Then there will be 


a full-scale service operation to 
recondition all those which are 
still fully useful, a large export 
business already showing returns, 
and dealer organizations to be set 
up throughout our territory.” 
For the local market, as well 
as future dealers to be franchised, 
Office Appliance Company is mak- 
ing a heavy play on its slogan 
of “Consultants on Mechanical 
Accounting.” “Combined experi- 
ence of our personnel will make 
it simple to set up efficient office 
systems for the average cus- 
tomer,’ Mr. Streuli said, “and 
there is no doubt that there is 
plenty of market for this. We 
have found that almost every 
businessman is anxious to mod- 
ernize his office and its methods, 
and will replace everything right 
down the line provided he can 
be shown how it can step up effi- 
ciency and lift part of the load.” 
To all such prospects Office Ap- 
pliance Company has addressed a 
clever direct mail folder which 
lists all office machines and sup- 
plies stocked, and invites the 
office head to ask for a survey 
to be made of his office. “In each 
case we will make an analysis of 
the office, starting with calcula- 
tors and going all the way 
through typewriters, files, furni- 
ture and methods,” Mr. Streuli 
explained. “If the customer asks, 


i Office! Appliance.Co. 
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A TRAINED STAFF PREPARED FOR POST-WAR SELLING—The Office Appliance 

Co. of San Francisco, Calif., is handling distribution and service for office ma- 

chines over a large area of California through this staff of workers. Left to right: 

W. L. Woempner, manager; L. L. Johnson, salesman; H. S. Nicoll, salesman; 

W. E. Ruffner, salesman; R. H. Rhoton, service manager now replaced by Glen 

O. Gallaher: Miss Judy Knight, secretary; Mrs. Vivian Crandall, office manager; 
Ed Lawlor, service department; and T. F. Streuli, sales manager. 


serve the largest portion of the 
state, Office Appliance Company 
is vigorously pushing adding ma- 
chines, ealculators, typewriters, 
bookkeeping machines, addressing 
machines, dictating machines, 
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we will set up a complete system 
of handling his paper work for 
him. Our idea at present is to get 
as many such office managers as 
possible on the books through 
offering the most complete pos- 
sible aid.” 

In order to handle the huge 
volume of new sales, repair work 
and dealer service expected, Office 
Appliance Company is building up 
its personnel almost entirely with 
returned servicemen—and will 
use aS many of these as it can 
train for various posts. Begin- 
ning with a force of nine, Mr. 
Streuli expects to use from 15 to 
20 men on outside sales work, and 
10 or 12 in repair and mainte- 
nance work. “We will be han- 
dling a great deal of used equip- 
ment, as well as dealer service and 
repair work,” he pointed out. 
“Therefore, we expect the service 
shop to be one of our greatest 
assets. Thus the job as it stands 
right now is training new people 
fresh from military service, and 
setting up each department to 
function under full-time busi- 
ness.” 

Train War Veterans for Jobs 

Typical of ex-service personnel 
is a retired lieutenant commander 
from the Navy who is training 
now for engineering work in the 
Office Appliance Company service 
shop. Two more will be supplied 
soon by the Veterans’ Bureau in 
San Francisco. “We will spend 
many months training repairmen 
and service mechanics,’ Mr. 
Streuli added, ‘‘aand more on sales 
personnel. New men on sales jobs 
will start out on the apprentice 
system, working in teams with 
experienced men until they learn 
the ropes, canvassing offices, help- 
ing with analyses. Ninety days 
minimum on this system will be 
spent before we will turn a new 
man loose on any job.” The huge 
number of office men who have 
requested a visit from the firm 
for consultation is offering plenty 
of quick education for new men 
as they come on the pay roll. 

All Office Appliance Company 
facilities, including consultation 
and the service department, will 
be open to dealers in the Cali- 
fornia counties through the San 
Joaquin Valley and north to Ore- 
gon, which the main office will 
cover, according to Mr. Streuli. 

“With our appointment as dis- 
tributors for several lines, we plan 
to set up dealers in all but speci- 
fied key cities,’ Mr. Streuli indi- 
cated. “These dealers will be 
given an exclusive contract for 
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heir particular trading area, free 
frosn salesman competition or 
competition from branches or 
other sources. To give each 
dealer the best possible help, we 
will supply a full line of ma- 
chines, including reconditioned 
equipment where his market re- 
quires it, and an efficient service 


department with dealer priority 
service which will enable every 
dealer to offer full-scale overhaul- 
ing service, as well as warranties 
on his new machines. We will 
also give consultation service on 
periodic trips through the terri- 
tory and assist each dealer in any 
way needed.” 


Island Uisplays Prove Effective 


THERE IS MUCH more to the 
| question of displaying station- 
ery items than many a retailer 
thinks. The Hutch-Line Company 
of Hutchinson, Kans., has found 
that out by the recent change 
which this firm made in its store 
arrangement. Formerly, a long 
counter was used, running from 
the front of the store to the rear. 
The counter served for display 
purposes to some extent as many 
counters do in stationery stores. 
But the shelving running the 
length of the store and located 
behind the counter was so out of 
reach that business in those items 
was limited. 

With the war came the short- 
age of labor, clerks included, with 
the result that people were ex- 
pected to wait on themselves more 
and more. 

So the long counter was re- 
moved and a number of island 
displays installed. Instead of in- 
stalling them at right angles to 
the long tier of shelving, they 
were installed at an acute angle, 
that is, they were run at about 
a 45-degree angle to the shelving 
Plenty of space was left between 
the shelving and the nearest end 














of each island display so that 
customers could wander around 
at will and inspect the merchan- 
dise on the shelves. 

Almost immediately, the sales 
of the items on the_ shelves 
showed a marked increase. The 
loose leaf numbers, paper, carbon 
paper, ribbons, bookeeping books 
and books of account—all of 
these items comprised the stock 
on the shelving—took a jump up- 
ward. What is more, the increase 
is being maintained and bettered. 
In fact, this new arrangement has 
been so successful that this firm 
plans on continuing it regardless 
of how many clerks can be hired 
in the post-war period. People 
have shown that they like to 
wander along by the shelving and 
look at the merchandise them- 
selves without benefit of clerks. 

Besides these advantages of the 
new arrangement, the island dis- 
plays, which actually do not hold 
very much merchandise, give the 
impression of holding a large 
quantity. This gives the customer 
the idea that he is in an unusu- 
ally well-stocked store. This, too, 
has its advantage in business. 
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PENNED OWN CAREER—Carey G. Gregory, 
the inventor of hydrostatic type of writing sets 
and founder of the Gregory Fount-O-Ink Com- 
pany at Los Angeles, Calif., gained a fundamental 
start on a career when, in 1918, he operated a foun- 
tain pen repair department in conjunction with 
his novelty jewelry stores in Newport News, Va. 
He later operated stores in Detroit, Mich., and Los 
Angeles. When the depression of the early 30’s 
came along and wrecked his business he concen- 


trated on the idea of a desk pen set in which the air would be ex- 
cluded from the ink supply. Conquering evaporation and oxidation, 
he devised a pen to fill with capillary action, one ready for use when 
taken from the fount. He had realized inventive ambition through 
tenacity and the creation of a manufacturing concern was a logical 


result. 
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otart Holiday Publicity Early 


By W. B. STODDARD 


OR TWO REASONS holiday 

publicity should be _ started 
early—October is none too soon. 
First and foremost is the fact that 
many of the purchases will be for 
men and women in the service, 
most of them overseas, and their 
packages must be mailed a month 
early. Second, when the purchase 
of a desk, a typewriter, or an 
office ensemble is contemplated, 
the majority of people must 
budget their expenditures. 

Anything that gets people to 
thinking of buying early is bound 
to increase trade in all lines, so 
the plan of Hermosa, Calif., is 
recommended to every commu- 
nity. Early in the fall, on a plat- 
form wreathed with garlands of 
evergreen, in the heart of the 
shopping district, the Chamber of 
Commerce caused to be erected a 
tall Christmas tree, decked with 
tinsel and glittering ornaments, 
and lighted at night with myriads 
of colored bulbs. At the top was 
a huge white V, spotlighted after 
dark. Beside it was a signboard 
with big letters “Service Men’s 
Christmas __ Tree. Send Them 
Gifts.” Below this was printed 
the names of all the boys who 
had gone from Hermosa. At the 
bottom was printed, ‘Above is a 
list of all hometown boys in the 
service. Many of them are in 
foreign lands. Of course you’ll 
remember your own boy—but re- 
member your neighbor’s son as 
well.” And in especially promi- 
nent letters was enscribed, “Let’s 
see that every one of them re- 
ceives a gift.” Tacked to the 
board was a list of gifts most 
desired by boys in every branch of 
the service and in all climes, 
which served as a guide in the 
choosing of appropriate gifts. An- 
other card gave the latest dates 
for mailing overseas, both for 
Army and Navy. This dramatic 
presentation served as a stimulus 
to all who had friends or rela- 
tives serving Uncle Sam. Like- 
wise many were induced to buy an 
extra gift or two and take it to 
the committee who were acting 
to see that every local boy re- 


22 





ceived a Christmas remembrance surrounded by abundant white 
from his own home town. space. The ad was captioned, 

Of course you can’t send a desk “The Answer to ‘What to Give?’ 
or typewriter overseas, but there Everybody is thrilled with a mod- 
are many items stocked by office ern, efficient desk. This one is 
supply firms that do make much solid oak—$69.50.” One of their 
appreciated gifts. Fountain pens windows was fitted up as an office. 
and pencils are high on the list; On the wall was a large framed 
also light-weight stationery, and card with letters of red, frosted 
countless small leather articles. over, “Merry Christmas.” At one 
So the earliest publicity should be side was the desk mentioned in 
directed to the boys in the service. the ad. A paper basket on the 

C. H. Lears, office furniture, desk, and a wire waste paper 
Baltimore, Md., came out with a basket on the floor beside it were 
big ad showing a modern desk filled with packages wrapped in 





TWO HOLIDAY WINDOWS THAT ATTRACTED CUSTOMERS.—At the top is a 

colorful display used by the Stockwell & Binney Company, Riverside, Calif. Blue 

and silver cutouts and shelving paper contrasted nicely. A revolving platform 

on which merchandise was mounted added to the effectiveness of the display. 

The lower picture shows a typewriter window used by the E. W. Hall Company, 

Seattle, Wash. A cutout of Santa Claus, cotton snow, pine branches, and poinset- 
tias provided the holiday atmosphere that stopped pedestrians. 
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nolly paper, supposed to contain 
office supplies. On the wall was 
a large map of the world, and on 
a pedestal, a globe; both of them 
were tied with red ribbons with 
holiday greeting cards attached. 
New typewriters are still un- 
available, but so many are needed 
that most people are now de- 
lighted to receive a rebuilt one, 
so the E. W. Hall Company, Seat- 
tle. Wash., arranged a colorful 
display of these machines of vari- 
ous makes. The window was de- 
vised in a series of steps covered 
with artificial snow and, on this, 
the machines showed up to splen- 
did advantage. There was a large 
cutout of Santa in the traditional 
red-and-white costume, and at 
one side was a pine tree decorated 
with cones—gold, silver, and au 
natural. Scattered through the 
window were typewriter accesso- 
ries—erasers, brushes and ribbons, 
done up in gay papers—suggested 
as gifts that youngsters could give 
their elders. A number of brilliant 
poinsettias added to the setting. 


Concern Uses Modernistic Setting 


A modernistic setting was used 
by Stockwell & Binney, Riverside, 
Calif., to call attention to their 
desk and office supplies. The win- 
dow was a symphony in blue and 
silver. Boat-shaped fixtures of 
these colors contained three long 
shelves, and above them were two 
stylized Chrismas wreaths. On the 
open shelves and on the floor was 
a wide array of desk and office 
accessories, many of them with 
cards giving the name and price. 
Anything in motion always at- 
tracts, so down front was a slowly- 
revolving circular fixture on which 
were placed a number of station- 
ery accessories. 

J. Blache & Sons, Birmingham, 
Ala., secured excellent results 
from their photo stationery. The 
picture could be a personal photo, 
residence, or any picture fancied. 
For the first 50 sheets of either 
note or letter stationery, $2.50 was 
charged (the patron supplying the 
picture). An extra 50 cents was 
charged if name and address was 
also desired. For each additional 
50 sheets there was a charge of $1. 
The firm sent the orders to a 
photo-litho house, and deliveries 
were on a two-week basis. 

Filene’s, Boston, early in Octo- 
ber started their publicity for 
Overseas mailing. Wires extended 
from the balcony, converging on 
a point in the stationery depart- 
ment on the main floor. Here was 
a big mail box on a platform sur- 
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rounded by barbed wire, the floor 
being covered with sand, cactus 
and sagebrush. Attached to the 
wires were a number of parcels 
with wings, thus simulating birds 
in flight. Each package bore the 
name of some point on the fight- 
ing front. Surrounding the plat- 
form were tables holding station- 
ery, leather kits, belts, memo 
books, toilet cases, small games, 
and pen and pencil sets, all of 
which were listed as especially ap- 
propriate overseas gifts. 


Hudsons, Detroit, had on the 
main floor a long counter and be- 
hind it a wall cabinet. Above the 
cabinet was a long strip sign in 
red, white and blue, “The Gift 
that They Want Most—Service 
Stationery.” Under glass-topped 
counters were shown cards and 
letterheads with the imprint of 
the insignia of the different 
branches—Army, Navy, Air Forces, 
Marines and Coast Guard. A long 
table held V-mail stationery, some 
of it packaged, ready for mailing. 


Better Profits From Suggestions 


By GEORGE M. DODSUN 


THE OFFICE SUPPLY and 
| equipment dealer may have 
been content with the general re- 
sults achieved by his system for 
collecting suggestions from his 
helpers. It has given him an op- 
portunity to reward employees 
who have demonstrated interest 
in the business, at least to the ex- 
tent of discovering good ideas for 
improving it. The dealer’s sugges- 
tion system has no doubt done its 
part as a morale builder, and a 
creator of sustained enthusiasm. 

Now, however, as he prepares 
for a more highly-competitive pe- 
riod, the office supply and equip- 
ment dealer wants ideas and plans 
that can be translated into in- 
creased sales, better profits, or 
other results more tangible than 
those which at first satisfied him 
Fortunately, a minor change in 
the suggestion set-up can be a 
distinct aid in producing more 
ideas directly related to profits 

Try this variation: Offer a 
bonus or substantially higher re- 
wards for workers who turn in 
suggestions along the line of their 
own duties. If an employee sees 
a way for someone else to bring 
about an improvement in the office 
supply and equipment store, he 
deserves a Suitable prize or re- 
ward. But when he finds a better 
method to fit in with his own 
position, it’s worth a lot more to 
the dealer. 


Such a Plan Offers Benefits 


Consider a few of the benefits 
gained when the emphasis is 
placed on the helper’s own tasks. 
He may turn in fewer’suggestions, 
but a larger part of them will be 
practical: he knows from experi- 
ence what will and what will not 
work. If you have been turning 
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down many suggestions because 
the employee who offered them 
simply did not know all the details 
that kept his plans from being 
practicable, this problem will solve 
itself when he is encouraged to 
think more about his own partic- 
ular duties. 


After the idea has been accept- 
ed and given proper recognition, 
the worker who suggested it will 
be the person responsible for its 
success. It concerns his job, so 
it’s up to him to show it can be 
put into practice. No need to sell 
Worker A on the merits of Worker 
B’s suggestion. If Worker B 
thought it up as an improvement 
in the position he is filling, then 
the next step of making it succeed 
is also up to him. 


A Way to Buy Concentration 


The office supply and equipment 
dealer who makes it most profit- 
able for the worker to dig out im- 
provements in his day-by-day 
duties, is really buying concen- 
tration right where it will do the 
most good. This renewed interest 
in the operations connected with 
his regular employment will add 
to the employee’s efficiency. Then 
the value of focusing attention, 
instead of allowing it to cover too 
wide a range, will be plainly seen. 

As a part of employee relations, 
suggestion systems are worth the 
very moderate expense involved. 
Nevertheless, by using them as a 
more definite aid to profits, the 
office supply and equipment dealer 
can easily turn the rewards for 
suggestions into one of the best 
investments in his entire budget. 
Getting workers to seek out every 
opportunity in their own jobs first 
is the straight line to that goal 


23 


















he ? 


/ FIFE F 





ee ree te 





Ss 
ee Ne tT 14 





hat the Well-[ressed (ftice Wears 


By ELIZABETH HELDERLE 


Mead & Wheeler Company, 
Chicago, ILL. 


(Reprinted from a recent issue of 
Globe-Wernicke Profit Pointer, 
published by The Globe-Wern- 
icke Co., Cincinnati, Ohio) 


TOP, RIGHT.—Entrance and foyer of 
the Bastian-Blessing Company plant 
in Chicago. The offices of this large 
manufacturers of soda fountain equip- 
ment were planned and furnished 
throughout by Miss Helderle. BOT- 
TOM, RIGHT.—General office of the 
Bastian-Blessing Company, with desks, 
chairs and accessories in orderly 
array as planned by Miss Helderle. 


HERE IS ADVENTURE and 

fun in planning and building 
modern business homes. Mr. 
Head-of-the-Firm of American 
Business, together with his board 
of directors, decides to move the 
offices to new quarters or to re- 
habilitate the present suite. Soon 
he realizes that he and his staff 
are busy with their regular busi- 
ness and that building and equip- 
ping the new place is a bit out of 
their line. Someone who does this 
work professionally is called in. 
After a survey of the needs of the 
specific office has been made, the 
real work begins. 

These surveys of different types 
of offices, clinics, laboratories, res- 
taurants, religious establishments, 
and so forth, are like the pages 
of a very interesting book. Cer- 
tainly these studies portray a 
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reflects the business it represents 
as well as its occupant. This 
means that an office equipped for 
an advertising executive probably 
would not be suitable for a phy- 
sician or a manufacturer. 


Character of Furnishings Vary 
With Type of Office 

The general or stenographic 
and bookkeeping departments 
require an entirely different treat- 
ment from the executive suite, 
although many of the mechanical 
devices used will be the same. A 
few years ago office furnishings 
consisted of a desk, a chair, some 
sort of a file. Now a chair has 
become something much more 
than a device to hold one in a sit- 
ting position. It must fit the in- 
dividual. Correct posture has 
become one of the “musts” in 
large offices throughout the coun- 
try. Modern machines require spe- 
cial desks and each one must be 
fitted to its particular use. Filing 
has become a fine art. Large in- 
surance companies, banks, and 
industrial institutions pay the 
closest attention to minute de- 
tails which increase comfort, les- 
sen eye-strain, reduce absence be- 
cause of illness, and cut down 
labor turnover. Yes, today’s fur- 
niture not only fits the business, 
each chair and desk fits the per- 
son who uses it. This is good, 
hard-headed, American business 
progress. 

Office Designing From Floor Up 

Much of the work of the office 
designer or consultant has a very 
human side. Usually we are called 


in before the walls of the rooms 
have been determined and some- 
times before the final plans of the 
new building have been com- 
pleted. When this is done, we can 


TOP.—Leo Cavanaugh, president of the Federal Life Insurance Company, Chicago, 
in his private office, designed and furnished by Miss Helderle. Wood-paneled 
walls, window hangings, floor covering, desks and chairs all harmonize in color 
and design. BOTTOM.—A view of the other end of Mr. Cavanaugh’s office. The 
glass brick wall, admitting light yet preventing inspection from outside, provides 
a particularly pleasing effect. 
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cross section of American enter- 
prise. 

Every business or professional 
woman is interested in an effi- 
cient, finely appointed office, yet 
the profession of planning, build- 
ing, and equipping public build- 
ings and places of business has 
been largely conducted by men. 
To me this work has been very in- 
teresting and for the past 15 years 
it has made up the greater part 
of my work. 


Every Detail Planned 


Today’s offices are planned 
down to the smallest detail. Each 
item of equipment and furnish- 
ing is scientifically designed to 
give the worker the greatest 
amount and efficiency in the 
smallest possible space. To do this 
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planning one must be familiar 
with office routine in order that 
offices and workers will be so 
located as to permit work to fol- 
low the proper sequence. 


Because of the general use of 
acoustical treatment, air condi- 
tioning and special lighting in 
modern offices, the designer must 
be familiar with these fields and 
have a knowledge of the building 
codes of the city. Floor coverings, 
wall and window treatment also 
are important. Color is another 
important factor, but it should be 
used with care and never be too 
severe or uninteresting. All rooms 
should have an individually tail- 
ored, clean-cut, but friendly ap- 
pearance, which only good qual- 
ity in materials and design can 
give. Every well-decorated room 
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can assist greatly in the efficiency 
of the plan. We take the open 
floor of a building without divid- 
ing walls and superintend the 
erection of the partitions, ventila- 
tion, lighting, and _ acoustical 
treatment. Here we meet not only 
the executives but the mechanical 
force as well. Frequently we con- 
tract the entire job, hiring our 
own labor. 

This service of building the 
quarters for modern business re- 
quires a knowledge of merchan- 
dise, architecture, design, and 
salesmanship, as well as creative 
ability and the knack of getting 
along with many classes of people. 
Many times it is downright hard 
labor, but it gives in return the 
satisfaction which comes from 
having completed a tangible piece 
of work 
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3, 3, 38 we 


Business Builders 


Broadcast over Station 
S-A-L-E-S operating 
on a wave length of 


CONFIDENCE . . . COURAGE 
..- CO-OPERATION 


MPORTANT, indeed, is our 
| guest Business Builder, whom 
it is our extreme pleasure to bring 
to OFFICE APPLIANCES “mike” for 
the October, 1945, broadcast of 
our inspirational “Better Busi- 
ness” spurs. 

This gentleman is Harry Sim- 
mons, director of sales education 
and trade relations of Calvert 
Distillers Corporation, 405 Lexing- 
ton Avenue, New York, N. Y. We 
mention specifically his address 
because when you're able to visit 
with him he is intensely inter- 
ested in exchanging BUSINESS 
BUILDERS with you. We had the 
good fortune to hear Mr. Simmons 
just the other day at the Adver- 
tising and Sales Association meet- 
ing in Spokane, Wash., where he 
spoke on “Reconversion Blueprint 
for Sales Management.” 

In his timely and effective ad- 
dress, this sales-training artisan 
advanced many points in orderly 
fashion. On our program we will 
emphasize only one, because of its 
freshness and striking importance 
and its invitational opportunity 
to use this effective BUSINESS 
BUILDER tool. 

This definite suggestion of Mr. 
Simmons was for each of us to 
read trade journals in every field 
obtainable. In so doing, we will 
obviously get an influx of fresh 
viewpoints of business men and 
women that will provide stimu- 
lants to our individual progress 
in our own businesses that we are 
so anxiously trying to keep guid- 
ing aright. 

Just another word or two re- 
garding this unusual individual to 
give you additional reasons for 
reading his business. writings: 
Harry Simmons is a graduate of 
the University of Chicago. For 
several years he taught modern 
business administration at Mar- 
quette University, Milwaukee, Wis., 
and at Woodbury College in Los 
Angeles, specializing in advertis- 
ing and selling, sales manage- 
ment, public speaking, executive 
procedure, and so forth. 

He has had 25 years of practical 
business experience as advertising 
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manager, advertising agency B.—On a wall in an office furni- 





owner, district sales manager, ture designer’s office was embla- 

general sales manager, general zoned this cryptic thought: 

manager and sales consultant. 

AS OFFICE OUTFITTERS IT IS If you worry about what 
NOW OUR WORK TO HELP people think of you, it shows 

IMPLEMENT PEACE! that you have more confi- 

rt ae ere oe, Cae dence in their opinion than 
Please renote the above 12-word you have in your own. 

commercial put to us in a most 








forceful statement by a New Eng- 


land stationer. You, too, should C.—Mark well these four points 
keep counsel and ideas coming to in lining up your prospects, sug- 
us at Box 2153, c/o Shaw & Bor- gested the general sales manager 
den Company, Spokane 2, Wash. of a large office-outfitting organ- 

I I ie ‘ the Atlanti egos 

n a hurried trip to the antic s ie 
seaboard the other day in the few ti tN gts ae SOM Supe 
hours allotted from our personal <i Has the AU . 
mission, we made it a point to gH » tas the AVENORETY 

to Buy It? 


contact as many office-outfitting 


career men and women as pos- 3. Who Has the MONEY to Pay 


sible. Permit us to mention a few for It? a 
points discussed, in order to pro- on Who Is in EARNEST about 


vide your own share of BUSINESS 


BUILDERS right now in these im- . . . And, continued this sales 
portant times: executive, “I learned this from 


A.—One manufacturer stressed an excellent article I read in the 
the value of product display in August, 1938, “ ‘The Red Barrel’ of 
the stationer’s store. He stated he Coca Cola.” 
was ready to release real adver- Office - efficiently, enthusiasti- 
tising helps for point-of-sale use cally yours, 
right in our office furniture de- 
partments. This is one of the im- 
portant steps all alert manufac- 
turers will take in modern mer- 
chandising. 


RALPH B. ORTEL 











TIME-SAVING INSTALLATION—The Shaw-Walker Tailor-Made Controlling Index 
pictured was installed in the offices of Gospel Trumpet Co., Anderson, Ind., by the 
C. H. Blake Co., Marion, Ind., exclusive Shaw-Walker representatives. “After 
using the index for five years the office manager told C. H. Blake, “The simple 
and complete headings on every guide have enabled our file clerks to locate, 
remove and return papers twice as fast as before. ... We have saved additional 
time because the direct method of this index did away with coding and resorting.” 
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Export Controls Eased; OPA Plans Aid 
for Small Business; WPB Releases 
Office Machine Distributors’ Figures 


FEA CUTS BACK CONTROLS ON EXPORTS 


The Foreign Economic Administration on Septem- 
ber 11 announced the relaxation, effective immedi- 
ately, of many of the export controls necessitated 
by the war. 

The cutback on export controls, detailed in Current 
Export Bulletin 276, represents a release from licensing 
of approximately 80 per cent of those commodities 
that formerly required licenses for export. Less than 
1,000 items will now require individual licenses as 
compared with over 3,500 commodities formerly under 
export control. 

Export controls have been removed from the maxi- 
mum number of commodities that can be released 
at this time. Items, still restricted for export, are 
those in tight supply, those needed in defense of the 
United States, those necessary for domestic recon- 
version and those needed to fill prior U. S. commit- 
ments. 

No commercial shipments may be made to either 
Germany or Japan. With the exception of Germany 
and Japan and those countries classified as Group E 
countries, exports may now be shipped to all other 
countries under general license, provided such ex- 
ports do not include the few commodities remaining 
under control that require an individual export 
license. Small amounts of the controlled commodities 
may be exported without individual licenses, provid- 
ed the value of the shipment does not exceed the 
ceiling valuation placed on the particular item in 
Current Export Bulletin 276. 

Under the general licensing procedure, exporters do 
not need to submit applications to FEA for an export 
license, but are only required to fill out custom 
declarations for their shipments. 

Individual licenses, however, must be obtained for 
all commodities exported to Group E destinations, 
except for small individual shipments of commodities 
on the positive list, ranging in valuation from $1 to 
$25. Any commodities not on the positive list may be 
exported under general license to these countries if 
the valuation of an individual shipment does not 
exceed $25. 
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Group E countries include: Argentina, Austria, 
Bulgaria, Caroline Islands, Hungary, Italy (including 
the Aegean Islands, Elba, Sardinia and Sicily), Korea, 
Marcus Islands, Marianas Islands, Marshall Islands, 
Rumania, Spain (including Fernando Po and Balearic 
Islands.) 

The groups of commodities in the stationery and 
office equipment field that require individual licenses 
include leather and leather manufactures, and paper 
and related products. 

The relaxation of certain export controls by FEA 
does not affect in any way the import requirements 
of various foreign countries. A number of liberated 
governments still retain restrictions upon export trade 
through commercial channels. Until private trade is 
restored with these areas, FEA cannot consider export 
license applications for shipments to these destina- 
tions. 


© 
OPA ANNOUNCES SMALL BUSINESS AID PLAN 


Details of an Office of Price Administration action 
to assist new small businesses to get under way during 
the reconversion period have been announced by that 
agency. 

The action was taken under the general consumer 
durable goods regulation and provides two special 
pricing methods for new small volume manufacturers 
of most consumer goods other than clothing. 

This move opens the way for immediately profitable 
operation by beginners in this broad field, a group that 
will include many returning veterans and ex-war 
workers, OPA said. Since this group will in general 
be starting without sufficient capital to absorb the 
present abnormally high cost of setting up a business, 
they will be permitted the option of in-line prices or 
temporary ceiling prices calculated on the basis of 
current costs plus a specified profit margin. 

If a new manufacturer elects the cost method, he 
will submit estimates of total current costs, including 
materials, labor, other factory expenses, and selling 
and administrative costs. To the sum of these the 


(Turn to page 94, please) 
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EDITORIAL 





The CED Forecast for 1947 


@ BECAUSE of its painstaking studies and 
non-partisan recommendations to business, la- 
bor and Government, the Committee for Econo- 
mic Development has earned our praise and 
commendation in these columns on past occa- 
sions. Last month the CED completed its most 
notable work, “‘American Industry Looks Ahead,” 
a business estimate of post-war markets for 
manufactured goods. 

David C. Prince, vice-president of the General 
Electric Company and vice-chairman of CED’s 
field development division, brought together 
more than 50 of the country’s leading market 
research experts and business economists to 
make the study. For a year and a half the mar- 
keting committee of CED, under the chairman- 
ship of T. G. MacGowan, manager of the mar- 
keting research department of Firestone Tire 
& Rubber Company, has been getting American 
business to do a job of forecasting. The com- 
plete market appraisal is a composite view made 
by manufacturers of all kinds of equipment and 
supplies, including office machine, office furni- 
ture and commericial stationery. 

As far as our particular fields are concerned 
high optimism for 1947 is justified, assuming 
that the CED is correct in picking that year as 
the first peacetime year of high level production, 
sales and employment. 

The CED underscores the necessity for some- 
thing more than plans to make the post-war 
years prosperous ones. The plans must be put 
into effect by manufacturers, wholesalers, re- 
tailers, importers and exporters—plans for 
better merchandise, better design, better color 
co-ordination, better styling, better packaging, 
better display, better advertising and above all, 
better salesmanship. 


"They Finished Their Job— 


Let's Finish Ours.” 


#4 UNDER THE SLOGAN quoted above, the 
Victory Loan campaign will go into full swing 
on October 29 and continue through December 
8. Because the war is over, from a military 
standpoint (although the necessity for occupa- 
tion forces reminds that even the purely mili- 
tary task is not complete), some people are 
likely to be apathetic. Yet the need is great, 
almost as great as it was before peace was de- 
clared. 

Here are some of the reasons why it is neces- 
sary that the people of the United States invest 
in 11 billion dollars worth of Victory bonds: 


(1) Care of the wounded and rehabilitation of 
veterans. This job is going to be one of the nation’s 
biggest expenses for years to come. Mustering-out 
pay, education, loans, and general administration 
of the G.I. Bill of Rights must be added to care of 
the wounded. 

(2) Cancellation and termination of war contracts. 
Huge sums are still required to pay for war ma- 
terials which were ordered, produced, and delivered 
months ago. Where contracts are canceled, pay- 
ment must be made to contractors for losses suffered, 
and as contracts are terminated, companies drop 
out of the excess profits bracket and our taxes go 
down, thus decreasing Federal tax receipts. 

(3) Inflation. While unemployment will rise dur- 
ing the reconversion period, the big bulk of Ameri- 
can wage earners will still be earning high wages 
and will have the most money accumulated that 
they’ve had for years. Present figures indicate that 
the “inflationary gap”— the difference between pur- 
chasable goods and services and income—will be 
about $40 billion this year. In addition, Americans 
have accumulated about $100 billion in savings since 
Pearl Harbor. 

If this extra money is saved, it can provide a back- 
log of buying power and a steadying influence for 
years to come. Conversely, if people should try to 
spend it now before many consumer goods are avail- 
able, chaos can result. 

(4) Bringing men home. It’s just as expensive 
as sending them over, and the process will go on for 
an indefinite period. 

The Victory Loan is the last of the war loans. 


Let’s make it the most successful. 


HERE AND THERE 





JAP OFFICE MACHINES NO from the usual American machine. Md., found a Japanese version of 

MATCH FOR MODERN BUSINESS, | don't know how they ever got a duplicator less difficult. 

SAYS MARINE AT YOKOSUKA much work done,'' Corporal Dom "It's just like one of our very early 
Yokosuka Naval Base, Japan (De nguez said. ‘It's got about a model duplicators,’ Gimpel said. 

ayed)—Marine administrative per- thousand characters and only one There are a couple of parts miss 


sonnel found plenty of office space key. 
1 t- 
when they took over this naval base 


You have to push the paper 
carriage around until you 


ing, but if | can find them | can put 


find the this thing to work for us. 


" ' . — f 1 al Le ye _ . 
on Tokyo Bay, but some of the right character and then hit the key. The Japs left us ink and stamp 
lar aca aniiinment aicand cam 1+ Wac et+ia ar ' + ’ L ‘le +}, | | . 

Japanese equipme isea 1s a littie arm that PICKS up the pads, but no pencils or pens. All 

plications. piece of type and slams it against the desks were left in the building, 
\ Dp 1 WE ge L. UD J Que Dape ana they re coming n handy for 

29, of Clayton, N. Mex. Tound a Marine Platoon Sergeant James ur work here.” 

Japanese typewriter much different WV. Gimpel, 4 of Catonsville (U. S. Marine Corps Release) 
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IVAN ALLEN JR. NAMED AIDE 
TO GOVERNOR OF GEORGIA 

Maj. Ivan Allen, Jr., of Atlanta 
Ga., who in civilian life has served 
as secretary-treasurer and general 
sales manager of lvan Allen-Mar- 
shall Company, office equipment 
and supplies dealers of Atlanta, has 
received an appointment as the new 














sion, "Youth is not a time of life 

. but a state of mind.” 

James Daniel Lowman came to 
Seattle in 1877 as a lad of 20. In 
1881 he established a partnership 
to sell stationery, founding the sta- 
tionery house of Pumphrey and 
Lowman. Three years later he pur- 
chased his first partner's interest 
and the firm became the Lowman 





>, the executive secretary to Governor “aoe 
swing Arnall of Georgia. His father, Ivan & Hanford Stationery & Printing 
lier Ben Sr. is a member of the Small Company—now Lowman & Hanford 
litary Business Advisory Committee for ae on napa Psa 
the Secretary of Commerce. THE ‘BOSS’ TOSSES OUT THE FIRST A Se re ee 
—— Now 34 and a major with the BALL.—One of the most enthusiastic A ones known in honor of 
mili- Fourth Service Command assigned of the entrants participating in the its founder, became one of the 
Ou Gg eatin je ° 
> are to the Selective Service System, recreational activities at the Louis city's foremost business enterprises, 
a t Mai Wiles i tegtan Aletha Melind Company is President Louis while the civic-minded | stationer 
reat, ajor en is being arscnarge Melind. He is shown above as he stood out as one Of Seatlies eae 
s de- from the Army to accept appoint- pried the lid off the 1945-46 bowling ier 
ment as the government's aide. season. Incidentally, he barely missed ers. ere ie. 
A close friend of the governor, a strike, but annexed several during As one phase of his activities in 
eces- Mator Allen is no stranger to state the evening. The Melind bowling the early days, he built some 20 
‘ ajor g ; league is comprised of eight teams busi } } h the L 
nves administration, having served as a and bowls once a week from fall to UNOS Seer ary Sear a ee 
5: member of the state board of edu late spring. man Building, where he still main- 
a as cation, secretary-treasurer of the tains investment offices on the third 
tion’s state hospital authority, and lieu- floor, the Lowman & Hanford Build- 
7-out tenant colonel on the governor's JAMES DANIEL LOWMAN, SEAT- ing at First Avenue and Cherry, the 
ation staff during a preceding administra TLE'S STATIONERY PATRI- Mutual Life Building at First Avenue 
re of Hon, He wos president of the ARCH, ACTIVE AT 89 South and Yesler Way, and several 
racts. Georgia Young Democratic clubs Approaching his 89th birthday other structures around that colorful 
ma- from 1939 to 1941. on October 5, James D. Lowman, totem pole of Pioneer Square, 
vered Seattle's oldest pioneer in the sta- which is like a monument to early 
a. tionery field and founder of Low- enterprise and opportunity in Seat- 
drop FRED PITT ISOLATED FOR FIVE man & Hanford Company, still goes tle. 
2S gO WEEKS IN WYOMING ROCKIES to his office almost daily between When he was president of the 
t ’ 
fii ees scllng: he cetling tor —— of eleven and one. Seattle Chamber of Commerce 
tonal i a He Hicaetaine ahd evieey feo nd despite his near approach shortly after the turn of the cen- 
ages fe elites: bh vale His: enceal of to nonagenarian status, this patri tury, he managed and accompanied 
that ages arch of Washington stationers i a delegation of 53 industrial leaders 
that a vacation rest, says Fred Pitt, affa- . nage tag ‘ f . 
pur- ble president of Wilson Jones Co. agile enough for the abundant en f Japan on a tour of the United 
¢* OE TE iE Re RP joyment of life. States. He helped open the door 
cans lice wnabis: “ttl. Mie. Canndl Yo Hobby-minded ail his life and to greater export business with 
ince tien veieaibctens: ti polio pr devoted earlier to travel, particu- Japan from Seattle, trade which 
si ein Puducnnen dik wa lean larly in the Orient, and to golf stepped up from 37 million dollars 
for gaara at deed rage Sg and fishing, Mr. Lowman is an ex to more than seven times that figure 
y to droves. down t0 pick-up his daughter, ponent of that well-known expres- during the following decade.—CML. 
who joined the family by train. 
4 "In fact,’ stated Fred, "| heard 
a nothing about the atomic bombs 
ins. until ten days after they had been 
dropped. 
ADD TO MANY ACTIVITIES OF 
GEORGE HOLT—SCOUTING 
ion In the August edition, OFFICE 
APPLIANCES told of the varied ac- 
| of tivities of George Holt, general 
sales manager of the W. A. Sheaf- 
arly fer Pen Company, Fort Madison 
aid. lowa. The "Inner Circle" article 
i however, failed to speak of the fine E 
put work that he is doing with the Boy — =; 
Scouts in the Southeast lowa Coun- Sc a ee . 
mp cil. George Holt's friends have MEETS AN OLD FRIEND IN IRAN—Pvt. Wendal McWatters of the United States 
All called attention to the fact that he Army met an old friend of his, a Gunlocke chair, when he opened a packing case 
ne has been a vital force in Scouting at his post in Iran. “Man, it sure did seem good to sit down in that chair and 
. relax (as he does in the picture), but I'll confess that I felt a bit homesick when 


ha contributing his enthusiasm and his 
energies, and assisting on the fi- 
nance campaigns. 


I did it,” says Pvt. McWatters. Before putting on the uniform, he was an employee 
of the W. H. Gunlocke Chair Company in Wayland, N.Y., where he worked on 
chair contracts for the Army and Navy. 
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(National (ffice Machine [Dealers Association) 


Members of the National Office Ma- 
chine Dealers Association are urged 
to send in suggestions for the better- 
ment of the industry. Tell about your 
sales experiences. Offer ideas on how 
the association can operate more suc- 
cessfully. A short question-and-answer 
column devoted strictly to inquiries 
relating to the office machine industry 


OFFice 





can be developed. Answers will be as 
prompt as possible and every effort 
will be made to assure accuracy. An- 
swers and other trade information 
which cannot be published in OF FICE 
APPLIANCES will appear in the reg- 
ular NOMDA bulletins. Address your 
correspondence to John Dannenfelser, 
133 E. Spring St., New Albany, Ind. 


The Case for Hetailing 


Note.—The appended material is reprinted at the 
suggestion of Gene E. Taylor, president of the National 
Office Machine Dealers Association, from “Retail News 
Briefs,” of September 6, 1945, published by the Illinois 
Federation of Retail Associations, 140 South Dearborn 
Street, Chicago 3, Illinois. Permission to reprint was 
granted by Joe Meek, executive secretary of the Illinois 
Federation, who prefaced the “Briefs.” 


MPORTANT: The 28 points following are taken 

from the presentation made by retailing before OPA 
the week of August 27... They take up ALL the Briefs. 
Why? Because we consider them the most important 
defense of retailing’s position on price squeezes we 
have yet seen! ... Because they are the answer to 
critics of your position! Because they tell a story so 
excellent that their source will become classroom ma- 


terial! . Because, through YOU, they must reach 
ALL legislators ... ALL Congressmen... ALL thinking 
consumers! 


The full report—120 pages—which went before Mr. 
Bowles and his assistants—will be sent you upon re- 
quest. It will be presented to your congressman— 
personally—by the writer of the Briefs. It will be sent 
to your newspaper and to your local organization. If 
it so happens that Mr. Bowles does not budge from 
his “hold the line” theory—regardless—these 28 points 
—and their source (the report) will soon be tremend- 
ously important! 

We salute the Central Council—Dr. Jules Backman 
and Dr. Martin Gainsbrugh—for this analysis of re- 
tailing’s position, analysis of effect of OPA’s absorption 
policy, and a preview of changed conditions under 
which retailers must work in the near future. 

1. OPA’s price control program for the transition 
period rests upon a series of unwarranted assumptions. 
Flexible control over prices of basic cost of living items 
might act as a brake upon runaway price rises. But 
the policy of rigidly controlling almost all prices will 
impair the incentive to produce and thus adversely 
affect the number of jobs as well as the supply of 
civilian goods. 

2. A policy of rigid price control while wage in- 
creases are permitted or encouraged is doomed to 
failure. 

3. Retailers have been asked to absorb an increasing 
number of pre-retail price increases. 

A. Of the 54 general price increases granted to 
manufacturers in the first seven and one-half 
months of 1945, full absorption was required in 51 
instances. For the full year of 1944, 54 general price 
increases were granted to manufacturers. Retailers 
were asked to absorb the entire increase in 35 cases. 
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B. Price adjustments for individual manufac- 
turers, also involving retail cost absorption, have 
been increasing in number. During the first seven 
and one-half months of 1945, there were 3,911 such 
adjustments as compared with 2,066 for all of 1944! 
4. Cost absorption has already been substantial in a 

number of instances. [Illustrations include cotton 
blankets, 6.28%; furniture, 5%; pianos, 13%. 

5. Although cost absorption standards were described 
to Congress and announced in a press release in March, 
1945, they have not been embodied in any formal order. 
Many retailers, particularly low-cost operators, there- 
fore, have been forced to sell products below their ex- 
pense rates. 

6. Wartime earnings, before tares, for incorporated 
retailers have increased less rapidly than in other in- 
dustries. They rose 268% from 1939 to 1943; for un- 
incorporated retailers the increase was 99%. This was 
substantially below the 329% increase for all corpora- 
tions and 354% for all manufacturing corporations. 

7. The magnitude of the rise in earnings before 
taxes is exaggerated, because more than half the trad- 
ing firms operated at a loss in 1939, thus making the 
base year a low one for comparative purposes. In the 
hardware trade, for example, the national average 
earnings, before taxes, rose from 2.89% of sales in 1939 
to 10.68% in 1943. If only the profitable concerns are 
compared, the rise is from 5.45% to 9.46%. 

8. The increase in earnings, before taxes, was a tem- 
porary wartime phenomenon. Earnings were high be- 
cause of larger sales, lower expense rates, fewer mark- 
downs, and a decrease in the number of retailers. 

9. Since the factors contributing to wartime earn- 
ings, before taxes, will largely disappear in the present 
transition to peace, wartime earnings before taxes are 
no evidence of the ability of retailers to absorb further 
cost increases. 

10. Movements in retail sales are closely related to 
changes in individual incomes. Many authorities agree 
that such incomes will drop below wartime-inflated 
levels, at least during the present period of readjust- 
ment. This decline is already well under way and will 
be reflected in lower retail sales. 

11. Although initial markups have shown only minor 
changes during the war period, gross margins have 
increased, depending upon the group, from 1% to 3%, 
largely as the result of fewer special sales and the 
changing composition of the types of goods sold. 

12. Markdowns have been abnormally low during 
the war. For department stores, markdowns declined 
from a prewar rate of about 5.5% to the 1944 rate of 


about 3.5%. With pre-war types of merchandise re- 
turning to the market and with the resumption of 
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competitive pressure for a larger volume of sales, the 
pre-war rate of markdowns will again prevail. 

13. Because of wartime shortages and OPA price 
policies, there has been a forced shift from lower- 
priced lines to higher-priced items—particularly in 
textiles. The contribution to higher earnings resulting 
from the handling of these higher-priced items will 
be reversed as low-priced items again find their way 
back to the market (OPA price policy permitting). 

14. The major factor contributing to large wartime 
earnings, before taxes, has been the sharp decline in 
expense rates, reflecting the higher volume of sales and 
inability to continue advertising, deliveries and many 
types of normal services. Expense rates for depart- 
ment stores declined from 36.4% in 1939 to 28.0% in 
1944. For variety stores the decline was from 30.1% 
to 26.4%; for hardware stores, from 25.8% to 19.5%. 
If pre-war expense rate had prevailed during the war, 
85% of the increase in earnings, before taxes, of de- 
partment stores would have been eliminated. 

15. Expense rates vary inversely with the volume of 
sales. Declines in sales, therefore, will mean higher 
expense rates. 

16. Expense rates will rise as various services and 
expenses are resumed with the disappearance of war- 
time shortages. The drop in wartime expense rates due 
to this factor has been estimated for department stores 
as follows: delivery expense 0.8%; newspaper advertis- 
ing cost, 15%; wrapping and packing expenses, 0.5%; 
credit costs, 0.14%; and miscellaneous services, 0.5%. 
The aggregate of these items to be resumed is 3.7%. 

17. The actual costs of retailing per transaction rose 
during the war because of increases in wages and other 
cost items even though the expense rate declined. The 
average expense cost per department store transac- 
tion rose from 71 cents in 1939 to 87 cents in 1944, the 
highest point on record. Despite curtailed services, the 
expense cost of each individual transaction was 22% 
greater last year than in 1939. Had stores been able to 
maintain deliveries and other services discontinued 
during the war, the average cost per transaction would 
have been further raised to about $1.10 last year. 

18. Total retail sales increased 65% during the war 
years, but the average sales per store showed an even 
larger increase of 87% because the number of retail 
stores declined more than a quarter of a million. This 
wartime decline in the number of retail establishments 
is already being reversed and the trend toward a 
greater number of stores will be accelerated sharply 
in the months ahead. The result will be lower volume 
per store and hence lower earnings before tazes. 

19. Incorporated retailers turned over as taxes to 
the Federal Government about nine cents of their sales 
dollar as compared with about ome cent before the 
war! 

20. The share of the consumer’s dollar retained by 
department stores was 3.35% in 1939 and 3.6% in 1944; 
for variety stores, the proportion declined from 5.5% 
to 3.6%. 

21. Despite the tight pricing program established 
for manufacturers, substantial price increases seem 
unavoidable. Since October, 1941, prices of manufac- 
tured goods have increased 8.4%, while straight-time 
hourly earnings have increased 27% and raw materials 
31.3%. Evidence of the net effect of such increases 
upon transition prices is found in the 13% increase 
already permitted for pianos, the 10% increase for 
sheet aluminumware, and the 3% increase for cast 
aluminumware. Recipients of these increases at the 
manufacturers’ level have complained that they are 
still inadequate. 

22. The OPA program for manufacturers is based 
upon what the agency considers to be long-run costs; 
for retailers, OPA, however, uses short-run costs. Tem- 
porary cost increases are excluded from manufac- 
turers’ permitted prices. On the other hand, temporary 
cost decreases are cited by OPA as evidence of retailers’ 
ability to absorb higher costs. 
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23. No provision is made for hardship cases among 
small retailers. 


24. OPA wants retailers to absorb cost increases up 
to the point where their wartime expense rates are 
impaired. This is an unsatisfactory standard because 
wartime expense rates are abnormally low and will be 
rising. Such minimum margins will mean the sale of 
the affected items at a loss. not at a break-even point. 


25. The use of trade-wide margins proposed by OPA 
for some items is unsatisfactory. These margins vary 
widely within a trade. For example, expense rates for 
various types of stores varied as follows: 

Department stores (1944) ....18.0% to 36.5% 


Variety stores (1944)... ....21.1% to 35.0% 
Furniture stores (1944) ..................14.4% to 54.7% 
Hardware stores (1944) ....000000000.... 76% to 38.6% 


26. Trade-wide margins also vary between different 
types of retailers for the same product. For example, 
gross margins for electric refrigerators in 1941 ranged 
from 30.1% for appliance stores to 37.0% for furniture 
stores. These data are averages for the entire group; 
within each group these were undoubtedly wide varia- 
tions as noted above. 


27. Retailers will not be affected equally by cost ab- 

sorption: 

(a) Special stores will be hurt more on products 
they handle than will general merchandisers on 
those products. 

(b) Low-cost retailers will be hurt more than high- 
margin stores by uniform cost increases. 

(c) Small retailers will be less able to absorb cost 
increases than large stores. 


28. Pre-war dollar realized gross margins which are 
proposed for some products will prove to be inadequate 
because of sharp increase in expenses since that time. 


Promote Your Industry 
for Your Own Benefit 
By MILLER HUGGINS 


Office Machine Dealer, 
Anderson, Ind. 


N THESE TIMES and under present conditions, it 
| may seem superfluous to plan at length policies 
for promoting and securing additional business. 
Practically all dealers of office machines and supplies 
have more demand than they have stock and em- 
ployees to supply. It is true that most dealers do not 
have machines to sell or sufficient rentals to supply 
the demand. Their service departments are over- 
loaded in most instances. However, the farsighted 
and progressive dealer should, without fail, take an 
inventory of his business. He should analyze the 
trend it has taken under these abnormal conditions 
which have not been constructive to the dealers 
organization and business policy of operation for 
peacetime conditions, as dealers almost unanimously 
agree, because we have been doing business in a 
“seller’s market.” 

We are warned, and the dealer generally believes, 
that with the return of peace business will enter into 
an era of very keen competition. Therefore the suc- 
cessful businessman and dealer could do some serious 
analyzing now to arrive at some definite plans for 
the new days ahead—after the “cocktail hour” is over, 


(Turn to page 126, please) 
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Copyright 1945, L C SMITH & CORONA TYPEWRITERS INC SYRACUSE 1N Y 


...-which typewriter? 


In the courtrooms of America we found outstanding 


es evidence in favor of one particular typewriter. Court 


4 VF Reporters, unquestionably the world’s hardest users 
5 ° ae ee iy of 
of typewriters, buy more SMITH-CORONAS ¢han all other 


makes combined. This fact is all the more revealing, 





when you realize that their income, af prece-u ork 
rates, depends entirely on the low upkeep, 


dependability, speed and production of 


Limited quantities now available 


their typew riters. 


= 


Smith-Corona \=. 
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INTRODUCE STANDARD’S SOUND-ON-WIRE 
Standard Business Machines Company, 542 South 
Dearborn Street, Chicago, is inviting dealer inquiries 
for new Sound-On-Wire machines, claiming that for 

















SOUND-ON-WIRE EQUIPMENT 


the modern business office this is “as revolutionary as 
radar.” 

Advantages claimed for its office use are listed by 
Standard Business Machines Company as simple oper- 
ation, fidelity of tone, elimination of scratching nee- 
dles, indefinite use of the wire, no change from one 
machine to another for playing back, unlimited num- 
ber of play-backs, lightness and portability, no cylin- 
der replacement costs, and no records to buy. 


ESPs, 
NEW MECHANICAL PENCIL PLACED ON MARKET 

Just announced by its makers, the Alexander Manu- 
facturing Company of Bloomington, IIl., is the new 
Righto mechanical pencil which offers a number of 
outstanding features. The new pencil is the result of 
long engineering experience in automatic pencil de- 
sign. 


Of all-metal Alumilite construction, the pencil is 


well balanced for smooth tireless writing, state the 
makers, and thin lead breakage is minimized by the 
gold-plated tip. The mechanism, 


precision -fit, also 


THE NEW RIGHTO LIGHT-WEIGHT MECHANICAL PENCIL 





precision-built, propels, repels and expels lead, and 
is guaranteed permanently against defective work- 
manship. A high-carbon spring steel clip terminating 
in a ball assures a firm grip on the pocket without 
endangering the fabric. The pencil has an extra long 
eraser—easy to adjust—easy to replace. 

The new Righto pencil is available in three color 
choices—dubonnet, navy blue or black. Exclusive dis- 
tribution is through the McLennon Pen Company, 
202 South State Street, Chicago 4, III. 
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NEW DDT INSECTICIDE PLACED ON MARKET 


The Mackwin Company of Winona, Minn., has 
just introduced DDTox, an insecticide made with DDT, 
the same compound as supplied to the armed forces 
throughout the war. This amazing and _ widely- 
publicized chemical is now available for civilian use 
and DDTox is being distributed to dealers. 

The preparation should be of interest for office man- 
agers wishing to rid their business locations of insects. 
It is recommended for moths, houseflies, bedbugs, mos- 
quitoes, carpet beetles, fleas and silverfish. 

DDTox is used in a different way than ordinary 
insect sprays and should be sprayed directly on walls, 
ceilings, screens, in closets, on rugs and furniture— 
any surface or crevice which insects are likely to 
contact. It kills not only adult insects, but insects 
hatched from the eggs of dead insects. DDTox should 
not be sprayed directly on humans, animals or food- 


stuffs. 


The Williams Products Company, 1855 Milwaukee 
Avenue, Chicago, IIl., dealers in leather novelties, are 





WILLIAMS PRODUCTS CO. PENCIL CASE 


introducing a neat pencil case made of heavy-grade 
leatherette. This case, which comes in many colors, 
contains seven pencils, five of which are rubber tipped, 
and one penholder. In its own compartment on the 
back of the case is a six-inch ruler. The manufacturers 
recommend this item as one worthy of special promo- 
tion, particularly during the Christmas season. 


9 
INTRODUCE IMPROVED FOUNTAIN BRUSH 

A new marking brush under the trade-mark name of 
“Cado” Flo-Master Fountnbrush has recently been 
announced by the Cushman & Denison Manufacturing 
Company, 135 West 23rd Street, New York City. 

The Cado Flo-Master is said to have several exclu- 
sive features, principal of which is the automatic 
valve control. This improvement makes the Flo- 
Master leakproof and eliminates the cause of most of 
the complaints users have found in fountain brushes. 
Two styles are available, aluminum or plastic, with 
1945 
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is the big difference that makes 'em all demand 


2CoLoR UNi-MASTER 


Pat. No. 2.299.014 


SPIRIT HECTOGRAPH REPRODUCTION FORMS 


TWO COLORS on one form, in one operation! No 
extra attachments . . . no extra work... and the 
vital message — the real words and figures that 
MUST not be missed . . . stand out like a sore thumb! 
See that reproduction at the right .. . it shows you 
how UNI-MASTER cuts across detail, cuts down 
errors . . . pays its way in heightened efficiency 
throughout the organization! Made to your specifica- 
tions for your particular purpose. 





PANAMA-BEAVER 


CARBON PAPERS, HECTOGRAPH, INKED RIBBONS 


Manufactured by 


MANIFOLD SUPPLIES COMPANY 


Uni-Master Division 
COAST TO COAST DISTRIBUTION 
'8 8s 7 82 ££. 2 & AVENUE > BROOKLYN 
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the aluminum declared to be in the more plentiful 
supply. 

Making lines of three different widths with the 
same nib, the device may be used either like a brush 





CADO FLO-MASTER FOUNTAIN BRUSH 


or a pen. It writes on any surface with light or heavy 
lines, dependent on the pressure used. 

A special Cado Fountnbrush ink is also made by 
Cushman & Denison for use in the Flo-Master. It 
dries instantly and is both waterproof and sunfast. 


i 
NEW ALL-METAL SAND URN ANNOUNCED 


Commercial Metal Products Company, 2257 West St. 
Paul Avenue, Chicago 47, Ill., has announced that the 
new Compco cigarette urn is now available through 
recognized distributors. The new fireproof disposal 





a ee 





COMPCO SAND URN 


unit is of all-metal construction, 20 inches high and 
ten inches in diameter. It has a highly-polished re- 
movable rustless top and trim, with ample sand stor- 
age space underneath. The new unit is obtainable in 
two finishes, No. A84, wrinkle black, and No. A95, 
wrinkle brown. 
ee 

SALZ BROTHERS ANNOUNCE A NEW PEN 


A new Stratford Regency fountain pen—to retail at 
$1.00—is announced by Salz Brothers, Inc., New York, 


NEW STRATFORD REGENCY FOUNTAIN PEN 


N. Y. The company states that the new pen embodies 
improvements in mechanism and styling and has a 
patented recessed clip and a wide band. A national 
advertising campaign is under way and shipments 
were to start in late September. 


2 0 
MORECORDER INTRODUCED BY BALTIMORE FIRM 


Hailed by its makers, the Morecorder Manufacturing 
Division of the Schwartz Manufacturing Company, 
Baltimore, Md., as the perfect electronic recording 
machine, the newly-announced Morecorder is said to 
answer most of the complaints registered over a period 
of 30 years by users of mechanical recording devices. 

Features of the new device include the use of a 
plastic recording cylinder which has a 5!2-hour re- 
cording capacity and can be reused; compactness, 
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telephone hook-up attachment, voice-controlied start- 
ing and stopping, easy operation, remote-controlled 
playback, and low cost. 

Additional information and descriptive literature 
may be obtained by communicating with the manu- 
facturer at the above address. 

3 eee 

AMERICAN PERFORATOR HAS NEW MODELS 

New heavy-duty streamlined electric perforators, 
Models 72 and 71, are announced by The American 
Perforator Company, Chicago. Both of these machines 





NEW AMERICAN PERFORATOR MODEL 71 


are classed as “electric check cancelers” and are 
available now. The principal difference between them 
is the number of checks that can be perforated at 
one time. Up to 900 cancelled checks per minute can 
be expected from the Model 71, whereas the 72 han- 
dles approximately 500 per minute. 





FIVE-YEAR RECORD—A new product of Shank Leather 
Goods Co., 230 Fifth Avenue, New York, N.Y., is this five- 
year diary through 1945 to 1949. Others are for one year. 
The diaries, 6x43, inches in size, are made of genuine saddle 
finish and grained leathers and list generally-observed holi- 
days, variable church days, birthstones, colleges and cal- 
endars. The diaries may be obtained with or without lock. 
er ees 


PAX COMPANY LOCATED AT 2635 SOUTH WABASH 
A new equipment and sales item in the September 
issue on page 26 failed to mention the street address 
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COMFORT MASTER, JR. 
Adjustable Office Chair 


in Aluminum 
No. 3257 


re the efficiency of your office with Goodform Adjustable 


Aluminum Chairs. There is ‘a Goodform chair designed for each 





different office job . . . each chair adjustable to every individual's 


working comfort. @ These aluminum chairs provide the utmost in 


| THE GENERAL FIREPROOFING CO. 


individualized, comfortable seating, cushioned in foam _ rubber, 


upholstered in a choice of coverings, lightweight and strong, with YOUNGSTOWN 1, OHIO 


durable, sparkling finish. 
Available SOON at G-F Dealers and Branches. Write for catalog. ee = ileal 











METAL DESKS—GOODFORM ALUMINUM CHAIRS—METAL FILING CABINETS—STEEL SHELVING—FILING SUPPLIES—STORAGE CABINETS 
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of the Pax Tape Sales Company of Chicago. This 


should have been listed as 2635 South Wabash Avenue. 





AGAIN AVAILABLE 











LYON AGAIN PRODUCING STEEL STOOLS 

Steel stools, available in five heights and 40 models, 
which have a diversity of industrial and commercial 
uses, are now being marketed by Lyon Metal Products, 
Inc., Aurora, Ill., it is announced. 

The 80 models, the company asserts, which have 
been designed from a physiological standpoint to 
meet every posture need in busy plants, aid materi- 








THE LYON 26-INCH STOOL, NO. 1226 


ally in increasing employee efficiency by reducing 
fatigue. 

The 26-inch stool pictured here, No. 1226, is equipped 
with an adjustable back, pressed wood seat (over 
steel) and steel feet. The back support may be at- 
tached to all models. 

This stool has such outstanding features as all- 
welded, non-breakable construction; unusually large, 
comfortable 14-inch wide seat, with rounded corners; 
strong channel brace which provides a comfortable 
foot rest located at a uniform distance below the 
seat from all heights; steel glide type feet and long- 
life pressed wood seat applied over steel for strength. 

For further data on this and other stools, write to 
Lyon Metal Products, Inc., Aurora, Ill., or contact any 
Lyon dealer. 

wei rere 


EVERSHARP PLANS EXPANSION OF PRODUCTION 


Expansion plans looking to production for civilian 
use of the new Eversharp ball-contact writing instru- 
ment this year will provide new employment for more 
than 1,000 persons and additional factory space to 
accommodate them, according to an announcement by 
Martin L. Straus II, president of Eversharp, Inc. 


Eversharp employs 2,500 men and women in its 
present plants, which already are changed over to 
peacetime production. Plans for production of the 
new ball-bearing writing instrument are in addition 
to its program of production of Eversharp pens and 
pencils. 

The additional factory for the production of the new 
ball-bearing writing instrument, which rolls the ink 
onto the paper dry instead of inscribing it on wet 
with a pen point, will be located in the East, within 
a 100-mile radius of New York. The plant will be in 
production the latter part of this year and will employ 
more than 1,000 men and women at the beginning 
and more later. 

The new product will be distributed to the civilian 
market soon after January 1, 1946. It will utilize inter- 
changeable refill cartridges, which will be as readily 
available as razor blades and enable the writer to 
refill or to change ink colors in 20 seconds without 
staining the fingers. 
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PENCIL SHARPENER PROSPECTS BRIGHTEN 


The Automatic Pencil Sharpener Division of 
Spengler-Loomis Manufacturing Company on Septem- 
ber 17 issued the following bulletin relative to the 
availability of pencil sharpeners: 

“All restrictions regarding the manufacture and dis- 
tribution of pencil sharpeners have now been removed, 
and priority ratings are no longer required. However, 
there are certain orders for the Government which 
carry a special Government rating of MM and these 
orders, of course, must be given preference.” 

The bulletin also pointed out that all the company’s 
efforts were being concentrated on getting into full 
production again, though difficult labor and material 
problems remained to be settled. The following models 
will be produced at the present time: 

Giant, Transparent Receptacle 

Dexter No. 3, Transparent Receptacle 

Dexter Draftsman, Transparent Receptacle 

Special Draftsman, Transparent Receptacle 

Orders are being put into process as rapidly as pos- 
sible, the company emphasized, but because of condi- 
tions beyond their control, no definite shipping dates 
can be assigned to orders at present. 

coment asin 
ROYAL TYPEWRITER LEASES ANOTHER FACTORY 

Recent indications that Royal sought additional fac- 
tory facilities were confirmed when Vice-president 
Charles B. Cook, announced that the 55,000 square 
foot Hanson-Whitney plant had been taken on a 
five-year lease. 

The new, thoroughly modern one-story building, 





ROYAL’S NEW PLANT ADDITION IN HARTFORD, CONN. 


occupying over 2! acres just east of the main plant 
in Hartford, Conn., is the fifth additional plant taken 
over in Royal’s factory expansion program. The build- 
ing is situated on a siding of the New York, New 
Haven & Hartford Railroad, and has splendid facili- 
ties for trucking and unloading. An unbroken area 
57 feet wide on all sides in this building for machinery 
and manufacturing is ideally suited to the handling 
of Royal’s typewriter production. 

= ‘ie 
AL-AN’S OPENS FOR BUSINESS AT BARRE, VT. 


A new partnership has been formed at Barre, Vt., 
for the handling of office appliances and furnishing 
of maintenance under the name of Al-an’s at 194 
North Main Street. Partners in the new concern are 
Allan F. Works, formerly of Worcester, Mass., and 
Albert K. Sawyer of Bolton, Mass. Both Mr. Works and 
Mr. Sawyer were born in Massachusetts and over the 
last few years have been associated with the Standard 
Register Company of Dayton, Ohio, the former having 
been engaged in the sale of their continuous business 
forms and systems, while the latter has been the New 
England regional service manager. 

-In the machine field, Al-an’s handle Royal type- 
writers, R. C. Allen calculating machines, Shaw- 
Walker filing supplies and equipment, Speed-O- 
Print duplicators, and other associated lines. Office 
and stationery supplies, greeting cards and novelties 
are sold. Maintenance work is done on all types of 
business machines. 
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GIRL: Listen, Boss, even these days a gal can find something better 
to do with her evenings than stay after hours retyping your letters! 
BOSS: And I suppose, just because it’s five o’clock, I shouldn’t 
mention that I can’t read these fuzzy, blurry carbon copies? 






GIRL: I should s-aay not—until you get me the right carbon paper! 
Now look at the difference in this copy made with the *Roytype 
Park Avenue Carbon Paper I borrowed. And notice that I mis- 
spelled “sharp.” 








For elean, sherp, legible carbon copies like this, 
use deep-inked Roytype Park Avenue Carbon Paper. 


ie, t 
ie F 
% 5 i> GIRL: Now watch! I put that “e” in “sharp” just to show you how 
a hy neatly and quickly a Roytype carbon can be erased. 

B) 





For clean, legible carbon copies like this, 





BOSS: Gorgeous, I’m convinced. Do you suppose we could call off 
this strike if I promise to order nothing but Roytype Park Avenue 
Carbon Paper from now on? 


GIRL: It’s a dez’—that is, if you'll get Roytype Ribbons for my 

8. machine, too. They’re made with a special process that permits 

’ the ink to flow chrough the fabric into the used parts. When the 
life of the ribbon is constantly renewed that way, you get much 
clearer, neater letters on your originals. 


el BOSS: Agreed! Write out the order to 
V¥ Yr Royal immediately, er—after you get in 
“he] tomorrow morning. 


ROYTYPE 


See your Royal Representative or 
Ribbons and Carbon Paper => Roytype Dealer today. Buy on the 
made by the 


ROYAL 
TYPEWRITER COMPANY 


2 Park Avenue, New York 16, N. Y, 


Coupon Plan and save money. 


*Trade-mark Registered U. 8. Pat. Of. 


Copr. 1945, Royal Typewriter Company, Ine. 
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But look... 


there's no 





customer shortage, 


Mr. Dealer! 


HY? Well, just cast an eye over the 
latest Roytype ad on your left. 


It’s part of the most consistent national ad- 
vertising campaign ever put behind type- 
writer ribbons and carbon paper. 


THERE ISN’T EVEN A CLOSE SECOND TO 
ROYTYPE ADVERTISING! And that’s been 
true for a long, long time. 


So ...if you yearn for mounting sales and 
nice, even profits . . . follow the lead we’re 
giving you with your customers and... 


Stock ROYTYPE ... display ROYTYPE 
...push ROYTYPE RIBBONS AND CARBON 
PAPER ... made by the makers of ROYAL, 
“The World’s Number One Typewriter.” 


ROYTYPE is a complete line . . . designed 
to fit all typing needs, and with a price range 
that fits al/ your customers. 
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Representatives of office equipment concerns abroad, visiting the United States, are cordially invited to make the offices 

of this journal their headquarters. The staff at the main office. 600 W. Jackson Blvd., Chicago, and the staff at 

the branch in charge of G. C. Wheeler at 1023 Pershing Square Bldg., Pershing Square, 42nd St.and Park Ave., New 

York, will be happy to be of any possible service. While the facilities at New York are not so many as at Chicago, 
there will be found the same desire to serve. 


LONDON NOTES AND NEWS 


By Mrs. S. S. Elliott 
4 St. Bride Street, London, E.C. 4. 


London, August 20, 1945. 

Victory! London on August 14, 1945. was a day to be 
remembered. Forgotten was the nightmare of the 
past six years. The U.S.A. and Great Britain fra- 
ternized on a grand scale. 

A story of the trials and tribulations created by the 
enemy’s attacks on London during the war can now 
be told about the Standard Office Supplies Company, 
wholesalers in stationery and office equipment. 

Up to 1939, the company held commodious premises 
at Nos. 9 and 10, Lovell’s Court, Paternoster Row, 
London, E. C. 4. Lovell’s Court was within the shadow 
of St. Paul’s Cathedral and a thoroughfare whose 
history went back some 600 years. In one of the early 
air attacks on London in December, 1940, the area in 
and around Lovell’s Court was completely destroyed 
by incendiary and high explosive bombs. On that 
particular night, the red glow in the sky from the 
fires raging near St. Paul’s was seen for a considerable 
distance and it was, therefore, no surprise when the 
staff of the Standard Office Supplies Company arrived 
the following morning to find that nearly all trace 
of their premises had disappeared and that the large 
and varied stock of office supplies had been completely 
destroyed by fire. Many thousands of stapling ma- 
chines, pencil sharpeners and other items were de- 
stroyed. Owing to war conditions, the stock was an 
irreplaceable loss. 

The month of December was extremely cold and 
within a few hours the company was installed in a 
temporary building, which was then without heating 
equipment of any kind. The resolution to build again 
from the ashes was made immediately by Standard 
Office Supplies Company. 

Conditions under which the staff worked for some 
months were almost beyond description. It was neces- 
sary to pursue desk work while wearing overcoats and 
other outdoor clothing. But the loyalty of the staff 
was such that within a short time deliveries were 
again started and the company’s many customers 
throughout Britain were contacted by mail. Offers of 
assistance were of a most generous nature. Some idea 
of the company’s popularity and the esteem in which 
it is held can be gathered from the fact that even 
competitors offered the hand of friendship and mate- 
rial assistance. 

The company, now located at 57 Farrington Road, 
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E.C. 1, hopes that before the end of year commodious 
premises with large show rooms and offices can be 
secured, enabling customers to again have facilities 
for viewing and testing the latest products offered by 
the company. 

Since the start of the war, the knowledge and ex- 
perience possessed by the company’s executives has 
been put unreservedly at the disposal of the govern- 
ment, especially regarding stapling and tacking ma- 
chines made by Ace Fastener Corporation of Chicago, 
for which Standard Office Supplies Company is sole 
agent in the British Isles. 

The company found ways and means of adapting 
the various types of the staplers and tackers to work 
of a constructional nature under the war program. 
Among the departments supplied were the Ministry 
of War Production, the Ministry of Supply, His 
Majesty’s Stationery Office, the Admiralty, the War 
Office, the Royal Air Force, the Free French Forces, 
the United States Army and Navy in Europe, and 
so forth. 

Twenty-five members of the staff are still serving 
with His Majesty’s forces in all parts of the world. 

Comprehensive plans for post-war expansion are 
possessed by the company. Contacts were maintained 
through the long war months and although the pres- 
ent quarters have been damaged three times by 
enemy action, the managing director, R. R. Day, did 
not let this deter him in his company’s contribution to 
the war effort. The will to achieve final victory 
remains. 

S.S.E. 
. ee a 


MONTEVIDEO FIRM RENEWS HOUSE ORGAN 


After a lapse of almost two years, the firm of De 
Linn & Cia, Montevideo, Uruguay, has renewed pub- 
lication of a house organ, “El Chimento.” The issue 
is replete with news and pictures concerning this 
well-known office supply and equipment concern. 

From “El Chimento” it is learned that the firm 
is now operating as a stock company, the change 
being authorized in December, 1944. First directors are 
Alfred Capdevielle and Henry Storace, acting jointly 
with Messrs. Linn, Stefani and Bowles. Eugena Tarlera 
is first trustee. Alternates to the directors are Albert 

(Turn to page 78, please) 
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bes i) How Cortrol BOTTLE! 


New economy measures are now in order. Pennies will 
be watched where war-urgency justified overlooked dol- 
) lars. Sheaffer’s SKRIP in the hand-grip bottle with the 
& ® HEAFFE S54 exclusive Flow Control Top is THE post-war Economy-Era 


any 





ey writing fluid. Here’s why: 
PER , E Business SKRIP in the Business SKRIP in the 
M BLU 
ANENT ROYAL Flow Control Top Flow Control Top 
bottle IS: bottle SAVES: 
1. Quick-drying Blotting 
2. Free-flowing Time 
3. Non-corrosive, Acid-free Pens 
a 4. Permanent Records 
ia - A - a - 5. Spatter-proof Papers, desk pads, clothing 

6. Dripless Keeps bottle and hands clean 


START your low-cost operations with Business SKRIP 
— it’s available in every office-use color. 


W. A. Sheaffer Pen Company, 
Fort Madison, lowa 


OFFICE APPLIANCES, October, 1945 — 41 












NEW YORK OFFICE MACHINE DEALERS MEET 

An attendance of over 70 marked the opening fall 
meeting of the Office Machine Dealers Association of 
New York, Inc., held on Tuesday, September 12, at the 
Hotel New Yorker. 

President Irving R. Ritchie, Addressing Machine and 
Equipment Company, New York City, in opening the 
meeting introduced the following guests most of whom 
were from out of town. Ed J. Toussaint, Central 
Duplicating & Typewriter Company, Camden, N. J., 
president of the Penn-Jersey Office Machine Dealers 
Association, who was accompanied by his wife; Ellis 
Bishop, Royal Typewriter Company; Hazen Ames and 
J. D. Marvil of the Ames Supply Company, Chicago, 
Ill. and Mrs. Dorothy Ames, Ames Supply Company, 
New York; Luis de Olazarra, Ames International Cor- 
poration; George C. Wheeler, OFFICE APPLIANCES, and 
Richard Gibian, formerly of Prague, Czechoslovakia. 

Secretary Jessie I. Taylor, Globe Typewriter and 
Adding Machine Company, Inc., New York City, an- 
nounced that a letter of condolence had been sent 
to Harry Morse, Morse Typewriter Company, Inc., 
New York, on the death of his wife early in August. 

Counsel Charles F. Krause as usual gave the mem- 
bers some good sound advice. Reminding them that 
OPA restrictions are still in force, he urged all dealers 
to continue to comply with all regulations. 

William Purvin, Superior Typewriter Company, New 
York, chairman of the entertainment committee, an- 
nounced the Victory dinner dance to be held on Octo- 
ber 27 at the Hotel New Yorker. This is the ninth 
annual affair held by the Association, and promises 
to be the largest in its history. He advised all members 
who were planning to attend to make their reserva- 
tions at once, so that provisions could be made to 
accommodate them. 

V. David Lawrence, U. S. Apprentice Training Serv- 
ice, War Manpower Commission, was on hand to 
give assistance, information and advice to all those 
dealers who wished to avail themselves of the oppor- 
tunity of participating in the War Veterans’ Appren- 
tice Training Program. Members were informed that 
the officials of the state of New York at Albany have 
recently approved the Veterans’ Training Program 
on business machines. He told of the need of in- 
structors and explained the procedure and compensa- 
tion for qualified instructors, who will be approved 
by the board of education. Mr. Lawrence was kept 
busy for some time answering questions, after which 
application blanks were passed out. The large and 
enthusiastic response was far beyond expectations, 
many application blanks being signed at once. The 
program is off to a fine start. 

G. E. Paulsom, Clifton Automatic Screw Machine 
Products Company, Erie, Pa., was last to address 
the group. He outlined the work of his company, 
giving a constructive and comprehensive talk on pre- 
cision-made machine parts, and the ability of his 
company to render a service in making precision parts 
for office machines. In relating how his company 
was considering entering the office machine field to 
make and supply parts, he stated he believed they 
could be helpful in rendering a service that would be 
mutually profitable. Considerable interest was shown, 
as attested by the many questions asked from the 
floor. 
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HOLD FILING CONFERENCE AT CHICAGO 

The 14th Annual Midwest Filing Conference is being 
held in Chicago at the Palmer House October 5 under 
the auspices of the Chicago Bureau of Filing and 
Indexing. 

Speakers on the program include: 

Dr. F. A. Replogle of Stephenson, Jordan & Harrison, 
luncheon speaker on ‘Psychological Aspects of Super- 
vision.” 

Arthur Frey, system expert of The Globe-Wernicke 
Co., on “The Shape of Things to Come.” 

W. E. Schaeffer of the personnel department, Kraft 
Cheese Company, on “Supervisory Improvement 
through Research.” 

E. H. Conarroe, personnel department of Metro- 
politan Life Insurance Company, New York, N. Y. and 
president of National Office Management Association, 
on “Application of Research to the Office.” 

W. K. Panzenhagen of Business Research Corpora- 
tion on “Job Analysis.” 

A. A. Morey, assistant vice-president of Marsh & 
McLennon, on “Forty Plus.” 

In addition, several round-table discussions were 
scheduled on subjects of present interest to file super- 
visors and office managers. 

OO 


ELECT OFFICERS OF CONTROL GROUPS 

Francis E. Doonan, treasurer of Hall & McChesney, 
Inc., has been elected first vice-president of the 
Syracuse (N.Y.) Control of the Controllers Institute of 
America. 

At the annual meeting of the Institute’s Dayton 
(Ohio) Control, L. J. Ertel, secretary and controller 
of the Standard Register Company, was elected secre- 
tary-treasurer, and G. R. Lohnes, treasurer of the 
National Cash Register Company, was named a di- 
rector. 

Two office equipment company executives were 
elected directors of the Chicago Control at that 
group’s annual meeting—Robert D. Campbell, con- 
troller of Horder’s, Inc., and William D. Edwards, 
assistant controller of the A. B. Dick Company. 

A. F. Lisks, comptroller of the Burroughs Adding 
Machine Company, has been re-elected a director of 
the Detroit (Mich.) Control of the Institute. 

ee a 


PENN-MAR-VA HOLDS BALTIMORE OUTING 

More than 50 members and dealer friends of the 
Penn-Mar-Va Travelers Club were on hand for a day’s 
frolic at the Hillendale Country Club just outside 
of Baltimore on Friday, September 14. Golf was a 
main attraction, quite a few of the lads sauntering 
bravely forth as ominous clouds gathered overhead. 
But only one foursome made the complete journey of 
eighteen holes. The others were rudely interrupted 
in their fun when old Jupiter Pluvius turned playful 
and gave the boys the works—and how it rained. 

The scheduled softball game was treated in an 
even rougher fashion, for the players suffered the 
same fate as the golfers. Maybe it was a great break 
for the “ump” at that. It was hard to find any great 
disappointment among the hardy lads—to the con- 
trary it almost seemed to be a relief, mostly because 
the indoor pastimes of elbow-bending, dominoes, cards 

(Turn to page 89, please) 
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A More Profit. 
Top-Quality CARBON 


@ A package that attracts...a name ments... friendly, helpful dealer coopera- CLIP 

that sells .. . a product that re-sells! That’s _ tion... . hard-hitting consumer advertising COUPON 
AMCO customer-pleasing Longhorn Car- —_ and_ merchandising . . . all contribute in F re) g 

bon Paper! Backed by a guarantee of satis- | making the AMCO Line a “live line” CATALOG 
faction—prompt delivery of your require- _ you'll find pleasant and profitable to push! 
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YOUR BUSINESS NAME AND ADDRESS on this coupon 
or a copy of your letterhead will bring you IMMEDIATELY the 
handsome, conveniently indexed AMCO Catalog just off the 
press... plus complete information about our 1945 Advertising 
and Merchandising Program of hard-hitting dealer helps, selling 


aids and revolutionary direct-to-user Educational Campaign. 






@ TYPEWRITER CARBON 
@ PENCIL CARBON 
@ HECTOGRAPH CARBON 
@ ONE-TIME CARBON 
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REPORTS OF IMPORTANT EVENTS AND ACCOUNTS OF NOTEWORTHY 


ACTIVITIES OF THE MONTH IN EVERY DIVISION OF THE 


MUSSER NEW EBERHARD FABER PRESIDENT 

At a meeting of the directors of Eberhard Faber 
Pencil Company, Brooklyn, N. Y. on September 13, 
J. Coburn Musser was elected president. Thus, for 
the first time in 96 years the Eberhard Faber firm 
comes under the active management of an individual 
other than one bearing the name Faber. 

Eberhard Faber, son of the founder, has retired as 





J. C. MUSSER 


president, but continues active as the chairman of the 
board. 

Mr. Musser has been vice-president of the corpora- 
tion since 1939, and previously had been general 
manager. In legal circles and throughout eastern 
Ohio he is remembered as formerly a member of the 
long-established Akron law firm of Musser, Kimber 
and Huffman. Mr. Musser is also president of Eber- 
hard Faber Corporation, established for the manufac- 
ture of a new writing instrument pointed with a re- 
volving ball, and due soon to invade the high-grade 
fountain pen market. 

At the same meeting, Carl P. Finck and Frederick 
G. Huber were elected vice-presidents. Both have long 
been identified with the Eberhard Faber interests, 
Mr. Finck as executive vice-president of Eberhard 
Faber Rubber Company, Newark, N. J. Mr. Huber 
has been secretary-treasurer of Eberhard Faber Pencil 
Company and now acquires vice-presidential respon- 
sibilities also. 

ct oe 
UNDERWOOD APPOINTS NEW AKRON MANAGER 

Underwood Corporation has announced the appoint- 
ment of A. G. Landrus as manager of its Akron, Ohio, 
office. Mr. Landrus left the organization on April 15, 
1942, when he was “lend-leased” to the Government. 
He rejoined the company on July 16 of this year. 

Mr. Landrus’ career with the Underwood organ- 
ization had its start on June 1, 1934, when he joined 
the Washington, D. C., branch office sales force as a 
salesman in the accounting machine division. When 
he was a salesman, his qualifications were proved by 
the fact that he was president of the Underwood All- 
Star Salesmen’s Club in 1934, vice-president in 1935 
and a director in 1941. The club activities ceased in 
1941 because of the war. 
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INDUSTRY 


J. F. CRAWLEY NAMED PARKER SALES HEAD 

The Parker Pen Company announces the appoint- 
ment of J. F. Crawley as sales manager of the Parker 
wholesale division. Mr. Crawley’s’ headquarters will 
be at the home office of the Parker Pen Company, 
Janesville, Wis. 

Joe Crawley, as he is known to his many friends 
throughout the country, started in the fountain pen 
industry immediately upon his return from overseas 
service in the last war, 1919. He helped introduce 
Sheaffer pens in New York, also the Realite pencil, 
later known as the Autopoint. 

In 1923 Mr. Crawley joined the sales organization 
of the Wahl Company, original manufacturers of 
Eversharp pencils, as sales representative in New 
York City. He later became district manager and 
eastern sales manager, and finally was transferred 
to Chicago as sales manager of their specialty division 
in the United States. After five years in this division, 
which was made up of wholesalers, chain stores and 
industrial sales, he resigned and went to California. 














J. F. CRAWLEY 


Deciding to return to the pen business, he selected 
the Parker Pen Company, joining the organization in 
New York as assistant eastern sales manager under 
D. R. Dayhoff. He held that position until his recent 
appointment as wholesale sales manager. 

2 

SYRACUSE PRINTING PLANT CHANGES HANDS 

W. H. H. Chamberlin, Inc., the oldest printing and 
lithographing plant in Syracuse, N. Y., together with 
the entire building and equipment at 215 West Fayette 
Street, has been sold to Thomas Greenwood of Albany, 
it was announced early in September. 

The new owner also has a controlling interest in 
the Greenwood Company, offset lithographers, Albany, 
and in the Utica Printing Service, Utica, N. Y. The 
business will be continued in Syracuse under the old 
name. 

Newly-elected officers are: Thomas Greenwood, pres- 
ident; Ray M. Joscelyn, Utica, vice-president: James 
Dickson, Albany, secretary; Uri Doolittle, Syracuse, 
treasurer, and Tatiana Connelly, Syracuse, assistant 
treasurer. 
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BLUEPRINT FOR 


For over half a century thrifty users of M&M 
ribbons have known the answer to the diffi- 
cult problem of obtaining fine inked ribbons 
specifically made to insure efficiency and 
economy. Exacting workmanship and a per- 
fectly balanced ink formula have provided 
M&M ribbons with a record of performance 
that matches the perfection of the new M&M 
“Curl-Less’’ carbon. Already this ultra modern 


EXTRA VALUE 


carbon has extended the established reputa- 
tion the regular M&M _ product enjoys for 
uniformity of work and density of color. For 
those exacting users who wish to economize 
without sacrificing durability and built in 
quality, M&M ribbons and the new M&M 
“Curl-Less’ carbon paper offer a rare bargain 
these days when genuine value is so often 
mistaken for a mere price differential. 
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VOLGER, INC. 


ESTABLISHED 1881 
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MONROE PLANS ODOGRAPH PRODUCTION 

President E. F. Britten, Jr., of the Monroe Cal- 
culating Machine Company, Orange, N. J., announces 
plans for production of a peacetime version of the 
Odograph, a former secret war device used by the 
Army and Navy. 

The device, mounted in jeeps and tanks, was used 
for military map-making and reconnaissance in Eu- 
rope and also by the Navy for “pin-point” landings on 
islands leading to Japan. 

Among peacetime applications of the Odograph 
envisioned by the company are exploration surveys by 
oil companies, map-making by Federal and state high- 
way departments, and layout of power and water 
lines by public utilities. 

Disclosure of the plans for Odograph was made 
by Mr. Britten in announcing to the firm’s 1,600 em- 
ployees at the Orange plant that the company had 
completed reconversion and that all wartime workers 
would be retained. The reconversion was achieved 
without shutdown. 

Besides the Odograph program, Monroe will expand 
its regular line of calculating and other business 
machines, Mr. Britten said. 

9 
VETERAN COMPTOMETER EXECUTIVE RETIRES 

Walter D. Lawrence, veteran sales executive of 

the Felt & Tarrant Manufacturing Company, Chicago, 





W. D. LAWRENCE 


retired September 1 under the terms of the company’s 
pension plan. Mr. Lawrence had served the organiza- 
tion 39 years, of which 31 were spent as head of their 
Chicago office. He is succeeded by O. R. Clark, man- 
ager of the Philadelphia Comptometer office for the 
past seven years. Carl Zeller, former Syracuse man- 
ager, succeeds Mr. Clark at Philadelphia. 
ee ee ee 
C. E. BEASER ESTABLISHES OWN AGENCY 


After having completed 22 years in the filing equip- 
ment sales field, C. E. Beaser has announced the open- 
ing of his own distributorship at 201 North Wells 
Street, Chicago 4, Il. He will devote most of his 
time to the promotion of Rol-Dex and Trans-Dex files. 


| 
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GLOBE-WERNICKE APPOINTS A. L. CAMPBELL 
Howard L. Pfau, general sales manager of the Globe- 
Wernicke Co., Cincinnati, Ohio, announces the ap- 








A. L. CAMPBELL 


pointment of Arthur L. Campbell in the stationery 
and filing supplies division, as of September 1. 

A graduate of Bryant and Stratton College in Buf- 
falo, N. Y., where he majored in accounting and 
commercial law, Mr. Campbell has been in the retail 
office equipment business for more than 18 years, 
specializing in sales training and systems installations. 
Throughout the war, he was employed by the Govern- 
ment to install records in war plants in various parts 
of the country. Upon joining Globe-Wernicke, he has 
moved his family to Cincinnati and plans to make 


that city his permanent home. 
a a 


CHARLES A. KIRK ELEVATED BY IBM 

Charles A. Kirk, former vice-president in charge 
of manufacturing, has been elected executive vice- 
president of International Business Machines Cor- 
poration, a newly-created post, it is announced by 
Thomas J. Watson, president. Mr. Kirk has had entire 
charge of the company’s war program. He first joined 
the company 18 years ago, following his graduation 


from Western Reserve University. 
ane 


PLANT BEING ERECTED FOR PENCIL COMPANY 

Work is proceeding in the construction of the Rich- 
ard Best Pencil Company’s new plant at Spring- 
field, N. J., a structure which is completely fireproof 
in design and planned to fit the company’s manu- 
facturing processes. Although the new building has 
only 60 per cent of the floor space of the present 
one, the executives estimate it will make possible a 
50 per cent increase in production, due to a more 
efficient layout and more efficient utilization of labor. 
There is ample ground for future expansion to the 
rear of the new building. 

Richard Best Pencil Company, Inc., has been in the 
present building since it was erected in 1907. It is 
expected that the new plant will be ready by Novem- 
ber 1 and that some departments will already be in 
operation there by that time. 
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ARCHITECT'S SKETCH OF PLANT FOR RICHARD BEST PENCIL CO., SPRINGFIELD, N. J. 
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An Improved System 
For Present Day 
Income Tax 
Requirements 
* 


Cash Or 
Accrual Basis 
Es 
























Arranged To 
Simplify Transfer 

Of Figures To 
Income Tax Return yer 







SIZE 11%x 17% 


The improved ALL-FACTS is a simplified bookkeeping system for keeping a record of 
accounts on a cash or accrual basis, in accordance with Income Tax requirements. 





ALL-FACTS is designed for small businesses, merchants and professional men. Simple 
directions and specimen entries make it easy to use without bookkeeping experience. 
Bound in Black Pebble Grain Book Cloth with red imitation leather back and corners 


Ask for Circular No. D1207. 













For farmers who need a simple method of 
keeping records for income tax returns. 
Clear detailed directions show where figures 
for income and expenses are to be entered. 
Each section is numbered to correspond to 
the numbered sections of Government 
Schedule, Form 1040F. 


FARM-FACTS has 56 pages, divided into 
five sections, conveniently indexed. Brown 
leather-grained cover, cloth reenforced back. 
SIZE 8% x 11% 
Mats available for Ask for Circular 
newspaper advertising. No. D1208. 
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EATON INSTALLED IN NEW CHICAGO OFFICES 


In beautiful new offices located at 6 North Michigan 
Avenue, Chicago, overlooking Grant Park, the Outer 
Drive and Lake Michigan, the Eaton Paper Corpora- 
tion of Pittsfield, Mass., has installed one of the most 
attractive display set-ups for its products to be found 
in the Midwest. 

The display fixtures, specially designed for showing 
letter papers, are made of bleached walnut. The side- 
wall fixtures have several special cases, fluorescent- 
lighted, for the showing of promotional fashion items. 

Fluted glass partitions separate the showroom from 
the office area. All office equipment is in the same 
wood as the display fixtures, creating a most pleasing 
ensemble. Chairs are covered in soft-toned green and 
brown leather, walls and ceiling are painted Williams- 
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EATON OPENS NEW OFFICES IN CHICAGO—Good taste 
and attractive emphasis on display are combined in the new 
offices opened by the Eaton Paper Corporation in Chicago. 
Edward Rohrs is in charge, assisted by Miss Lillian Freeman. 


burg Palace ballroom blue, and the wall-to-wall carpet 
is in a muted rust shade. 
Edward Rohrs is in charge of the new Chicago office, 
and is assisted by Miss Lillian Freeman 
eM 
LEWIS SALES COMPANY OPENS NEW SHOWROOM 
The Lewis Sales Company, national representatives 


of Almac Plastics, Inc., makers of plastic office spe- 
cialties, are now located in their new quarters at 
230 Fifth Avenue, New York. The new showroom is 
modern in every respect, with ample arrangements 
for displaying the many Almac Lucite-Plexiglas plastic 
creations and desk sets 
*—- 

MURRAY VARAT RETIRES FROM BUSINESS 

Murray Varat, 118 South Clinton Street, Chicago 
has retired from his leather goods business. Machin- 
ery and other equipment has been disposed of and 
Mr. Varat has gone to Beverly Hills, Calif., to reside 


His former place of business is for 
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ROYAL TYPEWRITER NAMES NEW MANAGERS 

The Royal Typewriter Company recently announced 
the appointment of the following five “comers” in the 
organization to key positions: 

P. H. Barth, with a highly successful record as 
Sioux City manager, was promoted to the manager- 





P. H. BARTH L. M. WELLBROCK 


ship of the Omaha, Nebr. branch and also takes over 
as district supervisor of the surrounding territory. 

L. M. Wellbrock assumes the duties as manager of 
the Richmond, Va., office. His managerial ability and 





E. H. PLOGSTER L. G. DAVIDSON 


capacity for hard work made him a logical choice. 

E. H. Plogster was appointed manager of the Hou- 
ston, Tex. office. His brilliant record as manager of 
the Springfield, Ill. branch for the past seven years 





W. G. WAGNER 


brought him recognition in the form of his new post. 

L. G. Davidson takes over the helm at the Spring- 
field, Ill., office. His wide experience and resource- 
fulness are some of the qualifications he brings to 
Springfield as the new manager. 


W. G. Wagner has been appointed to the position 
of manager at Sioux City. His qualities of fine per- 
sonality and leadership fit him well for the post 
APPLIANCES, 


OFFICE October, 1945 








01 




















ced 
the 
as 
er- 
; 
When an Ace Stapler clicks a tiny piece of 
wire is driven out, penetrating and securely 
fastening, up to 40 sheets of average weight 
paper. But, did you ever stop to think how 
ta these staples are made . . that they must be isin Aan 
" = tempered just right..that they must be ALL-ROUND sec! wire. Ace. ue 
See : only t t ty, 
nd rigid enough to prevent buckling yet not so 92th Jinent quality, precitin 
highly tempered to cause them to break. steel wire. 
Long ago Ace Engineers developed a 
process which gives Ace Staples the exact 
degree of hardness and rigidity. To accom- 
plish this engineering feat the grain of the 
wire is compressed on two sides, giving 
greater tensile, penetrating strength on the 
outer edge just where it is needed most. 
Hand inspection insures accuracy and per- 
fect alignment. 
DEALERS! When your customers need sta- Ome Ss png il 
ples suggest Ace..the finest and most wive after being tie the ce 
: : . xt trengt, 
: satisfactory staple ever made. They will oo the tater ler lene a 
‘\ appreciate your good judgment. most. 
SOLD THROUGH DEALERS EXCLUSIVELY 
ice. 
ou- 
of 
ars » ACE CLIPPER 
ACE PILOT 
ost 
ng- 
ce- 
to 
<aas- 
10n 
er- 
ACE FASTENER CORPORATION + 3415 NORTH ASHLAND AVENUE + CHICAGO 
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PITNEY-BOWES APPOINTS EASTERN MANAGER 
The appointment of Donald E. Johnston as eastern 
regional manager has been announced by Pitney- 
Bowes, Inc., Stamford, Conn., Mr. Johnston has served 
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Ls 
D. E. JOHNSTON 








as New York branch manager since 1941, having joined 
the company as a salesman in that city in 1931. 
From 1936 to 1939 he was branch manager at Memphis. 

With headquarters in New York, Mr. Johnston 
will direct sales and service operations of the com- 
pany’s branch offices in principal cities on the Atlantic 
seaboard and in the eastern states. He succeeds 
Elwood M. Davis, recently named manager of branch 
office operations. 

ee eee 
REM-RAND AD DEPARTMENT NOW IN NEW YORK 

The advertising department of Remington Rand, 
Inc., formerly at Buffalo, N. Y., has been moved to 
New York City and is now located in the Remington 
Rand Building at 315 Fourth Avenue. The move was 
made in order to facilitate the work of the depart- 
ment and to provide closer contact with the com- 
pany’s rapidly expanding peacetime markets. 

S. H. Ensinger, advertising manager, said that the 
personnel of his department was being increased to 
handle the greatly accelerated volume of work made 
necessary by the expansion of the company’s business 
since V-J day. 
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PRESIDENT H. W. SMITH TURNS FIRST SHOVELFUL OF EARTH FOR L. C. SMITH PLANT 





L. C. SMITH MAKES SYRACUSE PLANT ADDITION 


L. C. Smith & Corona Typewriters, Inc., has begun 
the construction of an addition to its Syracuse plant 
which will enable it to increase greatly the production 
of office typewriters. 

The new section of the plant will extend 59 feet 
east on East Washington Street and 254 feet north 
from East Washington to East Water Street and will 
be eight stories high. 

The new building will add 123,642 square feet of 
floor space, which will give increased facilities for fac- 
tory and office purposes. It will be of reinforced con- 
crete construction with brick exterior to harmonize 
with the present building. The architect is Carl W. 
Clark and the contract for building has been let to 
the J. D. Taylor Construction Corporation of Syracuse. 

In order to make way for the addition, a warehouse 
formerly belonging to J. L. Davis Company at 718 
East Water Street and a brick dwelling belonging 
to the Smith-Corona company at 723 East Washington 
Street will be razed. It is expected that the addition 
will be completed in about six months. 

Offices of the company will be on the second and 
third floors and the cafeteria will be located on the 
fourth floor of the new section. The cafeteria will be 
larger and more convenient than the one now in use. 

L. C. Smith & Bros. Typewriter Company was 
founded in 1903 by four brothers—Lyman C., Wilbert 
L., Monroe C., and Hurlbut W. In that year construc- 
tion was begun on the first section of the plant in 
East Washington Street and the first L. C. Smith cor 
typewriter was shipped out in 1904. In 1911, the west ie 
wing extending along Almond Street was built, and 



































in 1937 another addition was made at the east end. of | 
Work has also been started on an addition to the Keer 
Company’s Groton plant where Corona portable type- 
writers, Corona adding machines and Vivid duplicat- oper 
ing machines are made so that the capacity of that insta 
plant will be substantially increased. 
This post-war expansion of the company has Deen cum 


made necessary, according to President H. W. Smith, 
because of the great demand which has existed for 
typewriters for many years past. Even before the 
war the increasing popularity of Smith-Corona prod- 
ucts made it possible for the company to take care 
of the demand both in the domestic and foreign fields. 
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SIMPLIFY THE SYSTEM 












the fastest and most complete 





she Keeps all the facts of business 


de - simplifies the tasks of clerical 


at- operation instantly available, 





at instantly visible, accurate! personnel! 
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Banish the “Hunt and Hope’ System 


SMOOTH THE OPERATION 


—with modern WABASH Sup- 






plies for streamlined vertical 





Filing. Efficient, time-saving— 








STREAMLINE THE SETTING 









—install POSTINDEX and 
WABASH now and you'll be 


in best position to secure the 











complete office equipment 






market in your territory 
—postwar with ART METAL 
STEEL OFFICE EQUIPMENT! 
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ds. ON’T miss this BIG opportunity! Write today 
D for information on agency franchise for 
each of the ‘‘Big Three’— ART METAL STEEL 
OFFICE EQUIPMENT, POSTINDEX VISIBLE 
RECORDS, WABASH FILING SUPPLIES! 
Address Agency Division, Art Metal Construction 


Company, Jamestown, New York. 












Art Metal 


Jamestown New York 
USA 











*WABASH FILING SUPPLIES 


*a subsidiary company 
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SYSTEMATIZED EMVIFP MENT 














ART METAL STEEL OFFICE EQUIPMENT 
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RECONVERSION POLICY 


THE WAR'S END FINDS US favored with a sudden relaxation of many wartime restric- 
tions. This means the shackles are off so far as government orders directly per- 
taining to our business are concerned. The limitations still imposed on us now are 
those brought on by the unsettled conditions of the reconversion period. 





LABOR IS NOT PLENTIFUL, but this situation is improving. We are increasing our force 
just as fast as we can. It will be a gradual process. How long before we get back 
to normal is hard to predict. 





FIBREBOARD WILL BE MORE PLENTIFUL, not because the fibreboard supply is suddenly any 
greater...it is still tight - short Supply for two or three months at least...but we 
will be able to get a greater portion of the available supply that formerly went 
into war channels. And the LIBERTY Boxes we manufacture from this increased supply 
will not be subject to the priority demands of War Plants. 





THIS MEANS that we are at least headed back towards normal, and we feel we owe you 
as clear a picture of the present and future as we can give you. 





ORDERS ON HAND. V=-J Day found us with a huge back-log of orders, and while there 
were a few immediate cancellations by War Plants many of these were reinstated within 
a week, so the over-all picture hasn't changed much. We are taking steps to expedite 
the handling of all drop shipment orders on hand to clear them up as quickly as 


ai 





possible. 


ORDERS FOR STOCK. All orders in our hands at this time for LIBERTY Boxes which have 
actually been sold by the dealer and merely waiting shipment must and will be cleaned 
up before we can handle orders for stock. If everything goes according to plan we 
Should be relieved of the present strain by the middle of November to such an extent 
that we can handle orders for stock. It may be earlier, but right at the moment this 





appears to be a safe prediction. 





ORDERS FOR DROP SHIPMENT. Until further notice, orders you send us should still be 
for drop shipment and will be shipped in the order received, at the earliest possible 
ate. 


BANKERS BOX COMPANY * Chicago 9 


Established 1918 








REG U S. PAT OFF 


STORAGE BOXES 


- q nmal fy product told by failing ho 


= 
euaianilnin for over #«#J Years. 
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DOMORE CHAIR COMPANY, INC., 501 FRANKLIN ST., ELKHART, INDIANA 
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ACE DESK COMPANY READY FOR EXPANSION 

The Ace Desk Company of Cleveland, Ohio, is 
ready for future expansion in the new location at 715 
West St. Clair Avenue. Here they have approxi- 
mately 45,000 square feet of floor space, modernized in 
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AARON STERNBERG 
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R. L. SANFORD 


keeping with the trend of the day. The building is 
equipped with fluorescent lighting and paneled walls 
of blending woods. Facilities for handling a large 






































GILBERT STERNBERG 


HENRY STERNBERG 


inventory are excellent in the building, equipped with 
elevator service. 

As production schedules increase, it is planned to 
have a large and complete display of office furniture 
and files. 

Henry and Gilbert, sons of Aaron M. Sternberg, 
founder and partner in the business, are in the armed 
services, R. L. Sanford, sales manager for the Brooks 
Company during the past 19 years, has joined the 
organization and, together with Aaron M. Sternberg, 
looks for continued expansion. 
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SPEED PRODUCTS OPENS CHICAGO OFFICE 

Speed Products Company, Long Island City, N. Y., 
announces the formal opening of a Chicago office in 
Suite 1007, 188 West Randolph Street. Carl Kaufman 
has been assigned to the management of the new 
office. 

This expansion is taken by Speed Products Company 
because of the increased volume of business in the 
Chicago and adjacent areas. An improved service 
is now possible for the company’s accounts. 


—- 


SCHMIEDERER VISITS GREAT LAKES TRAVELERS 


William Schmiederer, Buxton & Skinner Printing & 
Stationery Company, St. Louis, was a welcome visitor 
at the Great Lakes Travelers Club luncheon August 31. 
Spending his vacation in the Chicago suburban area, 
he planned a downtown trip to include this weekly 
GLT meeting. Mr. Schmiederer always has been a 
strong association man, even at the beginning of NSA, 
having been active in the first convention, which was 
held in his own city. 


OFFICE NEEDS FILLED—Exterior of Ace Desk Co., Cleveland, 
Ohio, featuring office furniture and “everything for the office.” 


* 
* 
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DISPLAY OF OFFICE FURNITURE AT ACE DESK CO., “OHIO’S LARGEST SHOWROOM” 
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From these Boorum & Pease 
Plants... 


Jo- shall flow an unending stream of the best 
in record-keeping needs. As in the past, they 
shall flow Exclusively Through You —The 
Stationers of America. 


We of the Boorum & Pease Organization are 
justly proud of our record of war-time deliveries. 
With the lifting of war-time restrictions, we shall 
strive to get back to normal as soon as possible. 

Our post-war plans include new products —big 
profit-makers for you. Watch for them, for they 
will be specifically created for the needs of your 
customers. Look to Boorum & Pease to not only 
fulfill your requirements, but to keep you well 
ahead of the fast steps of this Changing World. 


Manufacturers of Loose Leaf Covers and 
Forms, Visible Equipment — Bound Books 


GENERAL OFFICES: 84 HUDSON AVE., BROOKLYN 1, N. Y. 
BOSTON 10: 29 OTIS ST. « ST. LOUIS 2: 115 SO. 8TH ST. « CHICAGO 7; 538 S. WELLS SI Prod 
NEW YORK CITY SALESROOM: 349 BROADWAY, NEW YORK 13. 
FOR EVERY RECORD—A WAY TO KEEP IT 
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“Always makes 
a good impression” 








.* 
f ome SOURCE OF SUPPLY 
UNDER ONE BRAND NAME 


RECORD CARBONS & FLUID DUPLICATOR 
RIBBONS DIRECT PROCESS SUPPLIES 


TYPEWRITER CARBONS ALCO CARBONS 


PENCIL CARBONS ALCO UNITS 
INKED RIBBONS ALCO RIBBONS 
ALCO FLUID 


eee ALCO ORIGINAL PAPERS 
ALCO RUN PAPERS 


STENCIL SUPPLIES COPYINX HAND CLEANER 


STENCILS . . . BLUE 
WHITE... YELLOW ne 
HEAVY OR LIGHT COATED 
STENCILRITE SHEETS 
(FILM STENCILS) 
STENCIL TYPING PLATES 
STENCIL INK 
CORRECTION FLUID 
STENCILRUN PAPERS (FOR 
REPRODUCING COPIES) HECTO RIBBONS 
WRITING PLATES HECTO CARBON 
STYLI COPYINX HAND CLEANER 
LETTERING GUIDES ORIGINAL MASTER PAPER 
SHADING SCREENS FASIBRITE (COATED) 
COPYSCOPES COPY PAPER 
STENCIL FILE FOLDERS RECORDRUN PAPERS 
TYPE & PLATEN CLEANER (MAXIMUM RUN) 


Ca the. 
COPYBRITE BOY. 


GELATIN SUPPLIES 
GELATIN ROLLS 
(WHITE OR AMBER) 
(FIBRE OR CLOTH) 
GELATIN FILMS 


@ good impression” 
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COPY PAPERS Inc. 


700 WEST LAKE ST....CHICAGO 6, ILL. 


‘Do It Right th Copy bret M 
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The Chuckle Corner, devoted exclusively to humor, 
continues on its merry, uninhibited way. The editors 
want it to be your column and invite your active 
participation. Send us your version of the funniest 
event that ever happened in your store. We'll pass ‘em 
along and let your fellow stationers in on the joke. 


tallo ho + «? tching to 





ellow w W U 
Well, your ‘Chuckle’ editor reversed this procedure 
£ ame fired and then the tching You're right, i+ 
WAS poison ivy! Anyhow, we made one discovery about how 
toble—just take the sheets off the bed and sleet 

7 a tremendous amount of scratching 


Reconversion Trends—From parachutes to paranylons. 
TELL THEM SO: 
? 


r sleeman mart and sek? 
U ] J J One eek 
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Wolf: May I see you home? 
Fair Damsel: Sure, I'll send you a picture of it! 


} Dp rt ne y FP br ne c ome leed ‘ 
Futile Refle f a pulchritudinous young lady smile 

she is flirting; she may merely be too polite 

Al 7 
oud. . Vow that the war is over, science can 
resume 4 coorch fora pst ~-k thot won't stand out on a man 
°) ke sore thumb. . . . Child psychologists have shown 
that girls usually begin talking at an earlier age than boys. To 
servot n we add ours—the boys never quite catch up: 


Fifty years ago, old timers say, no one thought much of walk- 
ing to work through a blizzard. Confidentially, we still don't 
think much of it. 





T CAN HAPPEN HERE 
W the world's long struggle mr: 
ur nutio gone back o ear 
have typewriters, nylons, big steak 














Heavens! One never knows what to expect since that 
sleight-of-hand performer joined the office forcel 
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[PJ ealers cite amazing sales 





increases 


with smaller inventory investments! 


“Long ago we found it unnecessary to carry dupli- 
cate sizes and colors in other brands because 
Quink had the call.” writes one enthusiastic 
dealer. And this is echoed by letter after letter 
which usually tells how sales jumped from 300 to 
700% once that store concentrated on Quink. 

For surveys show that Quink leads both in 
sales and public preference. And year alter year 
far more advertising is put behind Parker Quink 
than backs any other writing fluid. No wonder 
demand for Quink expands! 

You make more profit with Quink because 
Quink sells at 15 and 25 cents. Also. because 
stocking just Quink enables a small investment 


PARKER QU/VWK 
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to turn 3 or 4 times against a larger investment 
in several brands that moves but once a vear. 

It’s easier to stock and display a full line of col- 
ors, washable and permanent. when you carry 
just Quink. And you earn maximum 
discounts on orders. 

Remember. too. that Quink 
is the only ink containing pen- 
protecting solv-x which gives 
this new-type ink the outstand- 
ing selling and promotional 
story in the industry. The 
Parker Pen Company, Janes- 
ville, Wisconsin. 
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Copr. 1945 by The Parker Pen Company 
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% HISTORICAL NOTE--Over 1,000 
buildings destroyed...our store in very 
center of vast conflagration...heat so 
intense workmen unable to epproach 
our Herring safe for two days after 
fire . . . ENTIRE CONTENTS SAVED! 


WILLIAM WALLACE’S SONS 
Richmond, Va., May 15, 1865 


THE H-H-M TRADITION OF LEADERSHIP 
IS BASED ON PROVEN PERFORMANCE 


Draw a line around the equator. Circumscribe 
the opposing Arctic zones. Wherever commerce, 
industry, education have combined to create the 
need for protection against fire or human ava- 
rice, the good name HERRING-HALL-MARVIN 
will be found on the name 
plate of the world’s best 
Safes, Vaults, Vault Doors, 
Metal Cabinets and other 
protective devices that 
must rely 


men upon to 


safeguard their valuables 
and retain their peace of 


mind. 





IN PREPARATION Progress in Protection a 
An illustrated history of devices men have 4></ 
valuables from the cave 
Limited edit ° 
Pleose re 


Gratis 


used to protect their 
mon era to the present 
orchitects bonkers executives 
serve (by ietfer) your copy now 


TITN TM TIO TTT) my LG 


Generali Offices: Homilton, Ohio 
BRANCH OFFICES in New York, Chicago, Boston, Washington, St. Levis, Atiante, Houston 
OTHER AGENCIES ALL OVER THE WORLD 
MANUFACTURERS OF BANK VAULT EQUIPMENT - BANK COUNTERS - TELLERS” BUSES AND LOCKERS 


on. For 





SAFE DEPOSIT BOXES - NIGHT DEPOSITORIES - BANK AND OFFICE SAFES 
SUILDERS OF THE UNITED STATES SILVER STORAGE VAULTS—WEST POINT MILITARY RESERVATION 
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ALEXANDER IN NEW PENCIL BUSINESS 

Frank C. Alexander, who for nine years was con- 
nected with Wahl Company (now Eversharp, Inc.), the 
last four years as vice-president in charge of manu- 
facturing and engineering, has established the Alex- 
ander Manufacturing Company, Bloomington, Il., to 
manufacture mechanical pencils and fountain pens. 
One model of the pencil is in production now, others 
will follow. It has the name Righto. A description will 

















FRANK C. ALEXANDER 


be found in the “New Products” section of this issue. 
Other models and the fountain pen will come later. 

All sales activities will be handled by McLennon Pen 
Company, 202 South State Street, Chicago 4. The pen- 
cil is being offered to dealers now. 

Production of Righto was delayed three and a-half 
years due to Mr. Alexander’s activities in war work. 
Throughout that period he was engaged in the man- 
ufacture of parts for aircraft. 

>—¢ 

BRINLEY RETURNS TO UNDERWOOD OFFICE 

George Brinley, who has been in Government service 
during the war, has returned to White Plains as man- 
ager of the Underwood Corporation’s regional office 
there. He will direct sales and service of the com- 
pany’s typewriters, adding machines and accounting 
machines. 

Mr. Brinley left his White Plains post in 1942 to 
work for the U. S. Civil Service Commission, recruiting 
personnel for key positions in Washington and for 
Government agencies in New York and New Jersey. 
Later he was transferred to the U. S. Army Signal 
Corps labor office, where he handled draft deferments 
and labor and manpower problems in New York, New 
Jersey and Connecticut. 

o— «¢ 

AIGNER’S ACQUIRE ATWOOD INDEX COMPANY 

J. George Aigner, formerly vice-president and plant 
superintendent of the G. J. Aigner Company, will 
head a new enterprise, the Aigner Index Company, 
formerly known as the Atwood Index Company, New 
York City 

The new company will manufacture indexes for 
stock and other special purposes, to be sold entirely 
through stationery and graphic arts outlets, and will 
be jointly owned by G. J. Aigner and J. George Aigner. 

The production of the new company, which is 
located at 97 Reade Street, New York 13, N. Y., will 
be in all styles of indexing for which the name AICO 
has become nationally known. 

_ + 

C. E. FENTON OPENS TYPEWRITER SERVICE 

Charles E. Fenton, a former employee of the South- 
ern Counties Gas Company and of several Orange 
County typewriter firms, has announced the opening 
of the Fenton Typewriter Service at 141 South Glassell 
Street, Orange, Calif. A complete typewriter repair 
shop will be a feature of the business. 
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Write Your Own Success Story 


*An Old Town 
Exclusive Franchise 
Means: 


PROTECTION: You are the only 
Old Town dealer in your area. All 
orders go through YOU. 
PRODUCTS: A more complete line, 
simplified, grade-marked and 
trade-marked. 

PROMOTION: Hard-hitting dealer 
helps. Local selling aids. Consis- 
tent magazine advertising. 
PROFITS: Priced right to give you 
liberal margin of profit. Quicker 
turnover of compact stock. 


With an Old Town’ Ex closHe Franchise 


— 


Measure your success in greater sales volume now . 
and year after year. 


Capitalize on the established leadership of OLD TOWN 
products. It’s a powerful source for rich profits. Dealers’ 
figures prove it! 


OLD TOWN stands for supremacy not only in ribbons and 
carbons, but in fast-selling duplicating supplies of every 
description as well. 


Identify yourself with a dynamic business power today 
and for the competitive post-war market to come. 


Ribbons and Carbons for every use PLUS Spirit Duplicating 
Carbons, Gelatin Rolls, Master Units, Copy Paper, Dupli- 
forms, Duplicating Fluids. 


Write, wire or telephone for full particulars 


lo Town 





RIBBON & CARBON CO. Inc. 


Foremost makers of Ribbons and Carbons for Every Use 


750 PACIFIC STREET, BROOKLYN 17, NEW YORK, N. Y. 


Sales and Service Everywhere 








We do not own or operate any branch offices. Old Town products are distributed 
only through the best stationers and office supply dealers in every locality. 
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AN ENTIRELY NEW 

STENOGRAPHER’S CHAIR 
FOR YOUR 

Post-war MARKET 


all Here’s the chair you have been 

‘ > waiting for—with everything your 
customers have been expecting. 
It is smartly styled, looks like 
tomorrow's chair, and its all-day 
working comfort makes friends 
at the first trial. 

Now you can commence those 
new standardizations — establish 
the chair to bring in repeat busi- 
ness and get vourself firmly es- 
tablished in an important part 


of your post-war market. 














Here's What Your Customers Have Been Waiting For 


4, Smart, modern styling that stamps it as RA Spring action of the back gives firm sup- 

a post-war chair. port for working position, yet yields easily 
for relaxation. 

PA Comfortable support 2 6 The cushion 


seat yields easily to body contours. The fit- 4. Adjustment to the individual user by 
ted hinged back gives support where needed. four simple hand adjustments. 


W. H. GUNLOCKE CHAIR CO., 


WAYLAND, NEW YORK 
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53-SS WORTH STREET 


NEW YORK,N-Y. 
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ROYAL SEES EARLY RETURN TO PRODUCTION 

Production of typewriters for civilian use topping 
that of pre-war years may be reached by the Royal 
Typewriter Company shortly after the first of the 
year, E. C. Faustmann, president, announces. He says 
that requirements for employment in their Hartford 
plant would be substantially increased over that of the 
war years 

“All of our war contracts, approximating $12,000,000, 
were completely cancelled on August 15, 1945, so we 
have been rushing reconversion since that date,” ex- 
plained Mr. Faustmann. “We resumed a minimum of 
typewriter production June 15, 1944, under authority 
of the War Production Board, for the purpose of 
retreining key factory workers in the usual hand 
skills of typewriter assembling and adjusting. 

“With immediate and complete stoppage of war 
work we were able to start putting together again our 
assembly line, which was dismantled October 31, 1942, 
when typewriter manufacturing ceased. Meanwhile, 
plant layout has been changed to increase manufac- 
turing efficiencies. Modern highly-efficient machine 
tools are being installed. Reconversion costs will be 
financed out of working capital. 

“Employment on typewriter manufacture has been 
steadily increasing as reconversion progresses and 
production expands. We expect and hope to reach 
capacity production after January 1, 1946, when, we 
estimate, the company will be employing more men 
and women than at its peak peacetime employment 
in 1941. We are re-employing returned veterans. In 
addition, those who have remained in Royal’s employ, 
and former employees who left for war work else- 
where, are needed for typewriter production. 

Royal Typewriter Company, Inc., estimates that four 
years of production 35 per cent above the industry’s 
pre-war average will be required before the backlog 
of typewriter demand is met. ‘ 

—- © 

SUN RUBBER RESUMES LIMITED TOY OUTPUT 

Dispelling current rumors of the immediate return 
of all-rubber playthings, rising from WPB’s recent 
release of synthetic and scrap rubber for that type 
production, T. W. Smith, Jr., general manager of The 
Sun Rubber Company, Barberton, Ohio, stated ‘In our 
opinion there will be only a few rubber toys—of the 
simpler type and in limited qualities—available for 
the coming Christmas season.” 

In the office supply field, Sun products include 
sponge rubber chair cushions, sponge rubber moisten- 
ers, desk pads, pin and clip trays, furniture shoes, 
finger pads, coin mats, and so forth. Return to man- 
ufacture of many of these lines is expected within the 
next few months 


> 

PRODUCT DESIGNERS TO STYLE SOUND-ON-WIRE 

Standard Business Machines Company, Chicago, has 
retained Product Designers, Chicago, to style Sound- 
On-Wire, the new dictating instrument which is cur- 
rently being announced to the trade. Product De- 
signers, with considerable experience in the offiee 
equipment industry, will bend their efforts towards 
providing Sound-On-Wire with “eye-appeal,” at the 
same time creating a machine that will efficiently fit 
the purpose for which it is designed. Recommenda- 
tions as to color and material come within the scope 


of this product styling service 
a es 


NEW LOCATION TAKEN BY YUMA CONCERN 

The Flake Typewriter Company at Yuma, Ariz 
has moved to new quarters at 41 West Fourth Street 
in the Lee Hotel building. The new place provides a 
salesroom for typewriters and office equipment, as 
well as an office and repair shop for servicing adding 
machines and typewriters, says Sam Flake, manager 


of the firm 
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The man who freed the white slaves 


make a 


ROAD frontiers 
. only while the 


can 

nation great . 
pioneer spirit motivates that nation’s 
men. Consider, for example, the 
Louisiana Purchase and Cyrus Hall 
McCormick. 


Tha t 


and the Mississippi had been American 


vast tract between the Rockies 
soil for 28 years when McCormick 
made his first reaper. The reaper, not 
the rifle, doomed the buffalo and the 
Sioux ... wrote the destiny of Kansas, 


Minnesota, the Dakotas. This land 
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was to become the granary of the 


western world. 

Look again at McCormick, for he was 
When his base 
patents expired in 1851, a host of 


more than an inventor. 
imitators arose. He beat them by p10- 
neering in product engineering, indus- 
trial management, and salesmanship 
If you are reading these words in a 
comfortable office, thank McCormick 
But for him and his pioneer breed, 
two men in three would be slaves of 
the soil — fighting hunger with the 
And 


America, with all her natural wealth, 


primitive tools of a past century 


might today be the prey of the earth's 


ant-hill nations. 


Tomorrow and tomorrow and tomor- 
row, America’s greatness lies in her 
men of free, pioneer vision and 
energy — seeking their reward not in 
political power but from the economic 
success of their dreams. 
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The war is over! Gunn is retooling 
and reconverting—a process that 
takes time. Shortly after the first of 


the year, however, we hope to show 
you the work of Gunn engineers and 
designers pioneer concepts in office 

that will multiply the 


app untments 
American business 


efficiency of the 


man 


_ GUNN 


4 ee 
Susyttisve Company 


PIONEERS IN FINE OFFICE 
APPOINTMENTS FOR OVER 
HALF A CENTURY 


GRAND RAPIDS 
MicHIGAN 
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The amazing SOUND-ON 
WIRE records the human 
voice on a spool of wire as 
fine as human hair. As much 
as one hour of uninter- 
rupted recording on one 
s oo! 


Modern science waved its magic wand and the result was 
SOUND-ON-WIRE. SOUND-ON-WIRE is a reality . . . an 
instrument that is being offered for sale through selected 
office equipment dealers. Words are inadequate in describ- 
ing SOUND-ON-WIRE. Imagine if you will . . . uninterrupted 
voice recording on a tiny strand of wire for periods ranging 
from 20 to 60 minutes and then tone fidelity in transcription 
never attained before. For these reasons, we confidently say, 


"“SOUND-ON-WIRE marks a new era in office routine." 


the marvels of SOUND-ON-WIRE 


Dealers are invited to investigate 
nm your community 


and its sales potentialities. Business Leadership 


will be secured by an alliance with SOUND-ON-WIRE. 







Play back for transcrip- 
tion is heard with in- 
comparable fidelity of 
tone. Use of EAR 
PHONES OR LOUD 
SPEAKER is optiona 
with user. 





Advantages of Sound-on-Wire 
for Office Use 


e Simple to operate—requires no mechanical 
knowledge. 


@ Fidelity of tone unmatched in its field. 

@ No scratching needles. 

@ Wire may be re-used indefinitely. 

@ No change from one machine to another for 
playing back. 

@ Number of play backs unlimited. 

@ Light, compact and portable. 

@ No continuous cylinder replacement costs 

@ No records to buy. 

@ Continuity surpassing other methods .. . 20 


minutes or one hour. 





STANDARD) 2sincss Machines Company 


Makers of SSOUND on wine © for the office 








542 So. Dearborn St. 
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Chicago 5, Illinois 


OFFICE APPLIANCES, October, 1945 





Copyrig! 


OF! 


anscrip- 
with in- 
lelity of 
f EAR 
LOUD 
optiona 


1945 


55S RE ARERR 























To those dealers who have or 
would like to set up a Systems 
Department, Acme presents an 
unusual opportunity for much 
profitable  Saeshoneag 


Wire or write for further details. 


eee SSS eeeteaeeeeenemnamemesieemeeeeeererererennees — 












The new 96-page illustrated Acme catalog- 
price list “Profitable Business Control” is 
full of great suggestions and ideas for saving 
time, important time-saving. You will find 
it to be an “encyclopedia of efficiency”! 
Request your copy today! 

Whatever your record needs may be you 
are invited to draw upon the experience of 
Acme. Specializing in visible record systems 
for over 25 years—Acme has just the right 
kind of visible equipment for every record 
requirement. 














ACME VISIBLE RECORD SYSTEMS GIVE GREATER 
RESULTS... THEY ARE REAL TIME SAVERS! WITH 
ACME VISUAL CONTROLS YOU CAN EFFECTIVELY 
DIRECT EVERY PHASE OF YOUR ACTIVITIES... TAKE 
TIMELY ACTION... GET MORE DONE. IT WILL PAY ; 
YOU TO MODERNIZE YOUR RECORD SYSTEMS AND ; 
ACME CAN HELP YOU DO IT NOW! y, 


oF _ 


Installation Servie@e— Acme has available 
a staff of experts ready to index and install records and 
train personnel in their use. Acme takes entire responsi- 
bility, or Acme furnishes installation operators, in 


charge of a competent super- 
visor, on a per diem basis. 
Estimates furnished on either 
plan. Following completion 
of installation, procedure in- 
structions are prepared to 
insure the continuous, uni- 
form operation of the record 
regardless of changes in per- 


sonnel. 





ACME VISIBLE RECORDS, INC. 


Copyright 1945, Acme Visible Records, Inc. 122 SOUTH MICHIGAN AVENUE « CHICAGO 3, ILLINOIS 
Reprint of Our Message in National Magazines, October, 1945 
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DEALERSHIPS 
AVAILABLE 


+ 





IMMEDIATE DELIVERY 
ON 


MARKWELL 


“RX” HANDI-CLIP STAPLERS 
AND “RX” TYPE STAPLES 





Sell them to Offices. Laundries, Dry Cleaners, 
Food Packers. Factories. Tailors. ete. 

Compact, Pocket-Size Plier Stapler. 
Split-second adjustment converts the HANDI- 
CLIP from a Stapler to a pinning machine. 
Loads Loo | a 3/16 or of &. @ bi 5/16 
Staples. 


Markwell Office Stapling Machines and Office 
Staples are sold by Authorized Dealers through- 
out the United States at FAIR TRADE CON- 
SLMER PRICES. 


WRITE FOR PARTICULARS TODAY 





MARKWELL MFG. CO., INC. 


200 HUDSON STREET * NEW YORK 13, N. Y. 
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AMBERG IN MIDST OF EXPANSION PROGRAM 

Amberg File & Index Company, founded in 1868 and 
now one of the oldest established manufacturers of 
paper specialties and office supplies, has received 
the “go-ahead” permit for additions and alterations 
to their Kankakee, Ill. plant. 

Marketed under the well-Known trade names, 
“AMTANG” and “AMFILE,” the Amberg company 
manufactures a complete line of office supplies and 
systems, aS well as specialties for the photographic 
trade 

Gilbert W. Amberg, vice-president, announces that 

















GILBERT W. AMBERG 


work has already begun on the following program: 
a specially-designed factory display room; new lunch- 
room and recreational facilities for 250 employees; 
first aid room, and washrooms with showers and lock- 
ers. The sidetrack, and shipping and receiving room 
facilities are also being enlarged. 

Immediately after V-E day, the first shipment of 
equipment was made to begin rehabilitation of the 
London company, razed during a 1941 air raid. Orig- 
inally a branch office, the London company of Amberg 
File & Index Company, Ltd., was made a separate 
and independent unit after World War I. 

- *— + 
PEERLESS-IMPERIAL CO. OPENS NEW PLANT 
From as far away as Indiana, Illinois—yes, even 

California—came several hundred friends in the 
trade to hail Otto Kretchmer and his associates in the 
opening of the new plant of Peerless-Imperial Co., Inc., 
at 28 Peerless Place, Newark, N. J., on September 15. 
It was open house to all who came. All the Peerless- 
Imperial family was on hand to show the interested 
visitors through the new plant, which has about 25,000 
square feet of floor space 

To one in the know, the new plant seems to offer 
ideal streamlining production possibilities with plenty 
of room available for expansion when needed. From 
the sound-insulated executive offices right down 
through the long lines of machines, everything showed 
evidence of long and experienced planning. 

Trust Otto Kretchmer to provide well for the inner 
man as well. There were eats in plenty for all and 
liquid refreshments as well. We join with friends 
throughout the industry in wishing continued success 
to Mr. Kretchmer and his associates. 

—--— - 
MURPHY JOINS MEAD & WHEELER SALES STAFF 

On September 17, George Murphy, a native of Chi- 
cago, became affiliated with the sales organization of 
the Mead & Wheeler Company, Chicago. Mr. Murphy 
was in the Army prior to Pearl Harbor and saw 53 
months of service in the South Pacific. Some months 
after his return to civilian life he entered the employ 
of Mead & Wheeler, and is now engaged in familiariz- 
ing himself with stock and services offered by that 
firm. Sales skill and experience acquired in another 
field will stand Mr. Murphy in good stead in moving 
office furniture and accessories 
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Lt. George M. Olson signed the Guest Book and 
visited a few minutes at headquarters on August 27 
A typewriter man before the war, he has spent several 
years in the Army Air Forces and was on his way 
home after having just received his discharge 


George W. Henderson of Henderson Office Supply 
Company, Indianapolis, signed OFFICE APPLIANCES’ 
Guest Book August 28. Twelve years ago he entered 
the office supply field as salesman for an Indian- 
apolis company with which he remained until 1944, 
except for the time spent in the United States Army. 
He established his own business in February, 1945, and 
reports excellent progress. He was in Chicago on a 
buying mission. 

Robert T. Ball, of Ball & Thrasher, Ann Arbor and 
Ypsilanti, Mich., registered with this journal’s head- 
quarters by telephone August 29. Like so many dealers, 
he was in town on a buying mission. The Ball & 
Thrasher company is active in commercial stationery, 
office furniture and office machines. Mr. Ball is active 
in the Michigan Stationers Association and long has 
been a member of NSA 


R. D. “Bob” Latsch, of Latsch Brothers, Lincoln, 
Nebr., and president of NSA, favored OFFICE APPLIANCES 
with a call when in Chicago between trains August 31. 
He had been to Washington and New York in the in- 
terest of the association, but found a little time for 
business matters of his own in the latter city. He told 
of the postponement of the convention originally 
scheduled for October 1 to 3. A story concerning the 


} 11 + 
? 


postponement appears elsewhere in this issue 


J. C. Hullitt, Springfield, I1., 
on September 10. Being in Chic: 
Hullitt took the time to call and renew his sub- 
scription, which has been in force for a long period, 
and to exchange views on the industry and its pros- 
pects. Typewriter folk will recall his connection with 
the Woodstock Typewriter Company in the Springfield 
district for many years. 


Lt. Charles F. Cook, Jr., USNR, stationed at Great 
Lakes, Ill., called at our headquarters on September 11. 
For many years active in our field, Lt. Cook’s principal 
connections before joining the Navy at the beginning 
of the war were with the Marchant and Dictaphon 
organizations at Houston, Tex., and Springfield, II1., 
respectively. Expecting to be mustered out of service 
soon, he was checking up on opportunities to resume 


relations with the office equipment industry 


pulled our latchstring 
cago on business, Mr 


Theodore Fiske “Ted” Peirce, proprietor of Pacific 
Desk Company, Los Angeles, visited with a member of 
the staff of this journal September 12. He was headed 
west after spending the summer in New England, 
with side trips to New York, Boston, Detroit, Jasper, 
Ind., and other centers, mostly furniture-producing 
The story of his trip seems to be that of a long vaca- 
tion, and to some extent it was. His procurement 
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~REPAIRMEN 


WE HAVE 


AVAILABLE 
FROM STOCK 





No. 137 TOOL KIT 


We can offer you immediate delivery 


of this kit. 

It comes equipped with a tray, tool 
roll and 10 glass containers. A sturdy 
handle, reinforced corners and lock en- 
able it to stand the knocking around that 
a serviceman’s kit usually gets. 

The size is suitable for the repairmen’s 
requirements—14!/," long, 514” wide 
and 8° deep. 

PRICE $6.50 


Ames Supply Company 


564 W. Randolph St., Chicago 6 




















37 Murray St., 583 Market St., 
New York 7 AGENCIES San Francisco 5 
IN 
1905 Commerce 5St., PRINCIPAL CITIES 11 Prior St., 
Dallas | Atlanta 3 
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activities, however, were not overlooked. Whatever 
his whereabouts, Mr. Peirce always is in close touch 
with affairs at home. His theory and practice of 
sound selling methods applied to quality merchandise, 
referred to in earlier issues of this journal, merit the 
serious consideration of any office furniture dealer. 


J. F. Thomas of F. A. Thomas Company, San Fran- 
cisco, promised to call at OFrricE APPLIANCES’ head- 
quarters about September 12 and missed it by just two 
days. He signed the Guest Book on the fourteenth. A 
manufacturers’ representative selling several specialty 
lines direct to users in the San Francisco area, he had 
come East to call upon his sources of supply. He did 
not expect his area to be affected adversely by recon- 
version, but looked forward to a steadily increasing 
volume of business. 


Eduardo Rihan, of Cia. Continente S. de R.L., 9 San 
Juan de Letran, Mexico, D.F., favored OFFICE APPLI- 
ANCES With a call September 14. He had been in the 
East two months on a buying mission and had spent 
a full week in Chicago. Cia Continente is exclusive 
Mexican representative for U. S. Typewriter Ribbon 
Manufacturing Company, Richard Best Pencil Com- 
pany. Rosenthal Company, Regal Typewriter Com- 
pany, Triple “E’’ Products Company (electric pencil 
sharpeners), Copy Right Manufacturing Corporation, 
Polychrome Corporation, and several others. Offices 
are maintained in several of the most important cen- 
ters and salesmen cover practically the entire country. 
Mr. Rihan reported that additional offices would be 
opened as more merchandise became available. The 
company sells wholesale only. 


Lt. Comdr. Arthur Hargrave, Jr., of Monogram Com- 
pany, San Francisco, visited briefly at OFFICE APPLI- 
ANCE headquarters September 15. A son of Arthur 
Hargrave, who handles the advertising of Red Feather 
Products Company, Ltd., Redwood City, Calif., and 
A. Carlisle & Company, well-Known San Francisco 
stationer and printer, with which latter concern he 
has his headquarters, the younger man was asso- 
ciated with the father in the business until he became 
engaged in the manufacture of Monogram stationery. 
Having received his discharge from the Navy two 
days prior to his call, he was motoring back to San 
Francisco to resume his pre-war activities, stopping 
here and there and making occasional side trips for 
the purchase of equipment and supplies. 


Steve Ralph, Ralph's, Inc., Ottawa, Kans., signed 
the Guest Book September 17. His visit to Chicago was 
strictly a buying mission. Although his store, reported 
in September OFFICE APPLIANCES, was opened for busi- 
ness the first of August, he said the response already 
is far beyond expectations, with operations at a profit 
from the start. His plans include the addition of 
another department or two after merchandise be- 
comes more plentiful 


Ralph Ortel, Shaw & Borden Company, Spokane, 
Wash., and conductor of the column “Business Build- 
ers” in OFFICE APPLIANCES, favored us with a visit Sep- 
tember 17. With Mrs. Ortel he had gone to Englewood, 
N. J., to visit with their son, William C. G. Ortel, Sea- 
man 1/c R.T., who is stationed at the Naval Research 
Laboratory, Washington, and had gone to Englewood 
to spend a leave with relatives. After having boot 

San Diego, the young man was transferred 
to Chicago, back to Del Monte, Calif., and then to 
Washington. On his return trip, Mr. Ortel was busily 
sngaged in buying activities. 

Walter F. Phillips, of the Phillips Typewriter Com- 
pany, Harrisburg, Pa., was a welcome visitor on the 
afternoon of September 20. An air travel enthusiast, 
Mr. Phillips flew from Harrisburg to Chicago on 
Wednesday evening, September 19, eventually found 
a place to sleep despite lack of a hotel reservation, 
and began calling on manufacturers and wholesalers 
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AST ER than a printing press! 


250 copies a minute! 







“LOOKS LIKE 
TYPEWRITTEN 
COry|" 


H+ 
NS 


Niagara speeds your paper work! 


Next time you have a special rush bulletin—perhaps 
10,000 copies—and the printer says, “Can’t deliver 
for four or five days”— get them out in an hour in your 
own office, with an electric, fully automatic NIAGARA 
... world’s fastest duplicator! 
Exclusive NIAGARA features include: 

HAIRLINE REGISTRATION. Put any word, any _ line, 


exactly where you want it. Forms, color work, come out 





ee ee 


“Just right.” 
SYNCHRONIZED SPEED of impression roller and drum 
makes the stencil last longer—no “drag” to tear stencil. 


ADJUSTABILITY. Feeds automatically rough or smooth, 
light or heavy paper—sizes 215 to 16°. Copy cut “off-center” 
can be moved up or down to any position on a letter-size sheet, 


NIAGARA’S full output during the war went to the 
government, Thousands upon thousands of these 
sturdy, efficient duplicating machines handled the 
multiplicity of tasks assigned to them in 


iy 
government work. Now they are avyail- 


able to civilians again—ready to go to 
work for YOU! Drop us a card and we'll 
tell you more about NIAGARA duplicat- 
ing machines, 
/ . 
world’s fastest duplicator 


wT NIAGARA DUPLICATOR COMPANY, 128 MAIN ST., SAN FRANCISCO 5, CALIF. 
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early Thursday morning. He planned to catch 
east-bound plane for Harrisburg less than 24 hours 


after his arrival in Chicago. Mr. Phillips is a licensed 
pilot and expects to buy a small plane for personal 
and business use as soon as conditions permit 


R. A. Bratton of The Bratton Corporation, Colum 
bus, Ohio, favored us wit a visit on Sep 
Bob, as he is known by his friends, practically was 
brought up on dictating machines, his father having 
been Ediphone representative in Columbus for many 
years. The young man spends much of his time in 


sales activities, the Bratton company’s area including 
parts of several states, which involves much travel 
Like his father, Bob has become a keen student of 
all types of recording equipment, includi: the wire 
recorder under Armour Institute patent 

F. L. Hawley of Schwabacher-Frey Company, Los 


Angeles, brightened the morning of September 20 bj 

brief visit at the office of this journal, although he 
was in Chicago onty between trains. He had spent 
two weeks visiting with his daughter in Che vy Chase 
Md., and took time to visit NSA headquarters in Wash- 
ington. He was impressed with the constructive action 
being taken by Mr. Garvin on behalf of NSA to help 
prevent confusion in the disposal of government sur- 
pluses. Mr. Hawley’s initiation into commercial sta- 
tionery occurred in Lincoln, Nebr., where he was con- 
nected with the State Journal Company. From 1906 
until 1929 he was with Lowman & Hanford Con pany, 
Seattle, Wash. From Seattle Mr. Hawley went to 
Los Angeles where he has been in his present connec- 
tion for 16 years. He believes in co-operation and 


] 


participates regularly in association affairs 


Stuart M. Downie, of Alderson & Downie, Los An- 
geles, signed the Guest Book on September 24. With 
Barney Alderson he acts as manufacturers’ repre- 
sentative selling steel equipment throughout the West 
Coast area. The purpose of his trip, which took him 
east to New York and various intermediate places, 
was to visit with the companies he represents and 
get information about such new products as soon 
might be available. He has had many years experi- 


h¢ 
ence in steel equipment, having had his early training 
with The General Fireproofing Company. He deems 
it advisable to visit his manufacturers several times 
a year in order to Keep abreast of developments 


Bertil Stenbeck, A. B. Comptometer, Stockholm, 
Sweden, put his signature in the Guest Book on Sep- 
tember 24. In Chicago primarily to visit the factory 
of the Felt & Tarrant Manufacturing Company and 
consult with executives there, Mr. Stenbeck also found 
time during his ten-day sojourn to check into the 
potentials of several other office machine lines for 
distribution in Sweden. His special interest was in 
equipment with systems applications 

>< 
PHILADELPHIA NEWS NOTES 

Private and Mrs. John Guilfoyle of Clark-Guilfoyle 
Company are receiving congratulations on the birth 
of a son. 


George Munn has joined Bart McCloskey in Phila- 
delphia in the sales department of Eversharp, Inc. 
George is a former Minnesota Mining executive 


Lester Pomerantz, recently discharged from the 
armed forces, is back at his desk at A. Pomer: intz & 
Company 


Congratulations to Jim Conaway f James Hogan 


Company on the arrival of young Jim. The little fel- 
low made his appearance on Saturday, August 25 
Mother and baby are doing nicely, Dad not so good 

(These items are from the September issue of the 


Philadelphia Stationers Association Bt 
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+» ALINE 10 BUILD 0) 


Over and above the claims and counter-claims for superi- 













ority in certain details, designs and finishes, stands the 
indisputable fact that definite, specific dealer-help is vital 
to success. It is because we have always recognized the 
ks importance of this situation — thoroughly understand the 
dealer problems — and are ready to “‘go to bat”’ for him — 


that Security has come to be known as A Line ‘To Build On. 


ee 


e franchise tor Security in your locality may be open — 


7 


if you will write us we shall be glad to give you full details. 





rsh t0 LO; oa 





a x 


SECURITY STEEL EQUIPMENT CORPORATION - AVENEL, N. J. 
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You deal in adding machines. We 
make them. So your thoughts 
these days affect us, and vice versa. 


Here are ours: 


Victor’s advertising is bigger 
and better any way you look at 
it. We intend keeping it that way 
so Victor dealers will have more 
people ready to buy the machines 


they will have for sale. 


We have come out of the war 





Just so this one knows 
...What this one’s doing! 


with over four times the floor space 
and physical plant we had four 
years ago. That means more space 
in which to turn out more adding 
machines than we did before the 
war when we set such a record. In 
addition, ourequipment and manu- 
facturing know-how are second to 
none as a result of our experience 
in manufacturing the Norden 
Bombsight for the Army Air 
Forces. To you, that means de- 


They're PORTABLE... in either 10-KEY 


or FULL-KEYBOARD models! 











pendable, top-quality adding ma- 
chines you can bank on. 

It will pay you to remember 
‘Victor’? when you think of add- 
ing machines. A greatly enlarged 
plant, more and better equipment, 
plus experience in manufacturing 
one of the war’s greatest precision 
instruments make a combination 
that will enable us to deliver more 
and better adding machines than 


ever before. 


VICTOR ADDING MACHINE CO. 


3900 N. Rockwell St. © Chicago 18, Illinois 
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SEND FOR 
YOUR COPY 


Wa ,aSs A 


SPECIAL INDEXES 
FOR SALES BOOKS 


BOUND 
INA 
STEELTAB 
FOLDER 





The NEW WABASH , 


d 


HERE IS a unique catalog filled with 
salable ideas and useful information! It is 
unique because it is bound as a catalog should 
be, right in a Nubian File Folder identified 
with a 3" Steel Tab, ready to drop into the 
proper drawer. It's different than any other 
filing supplies catalog you've ever seen be- 
cause of the great fund of new sales and 
technical information it contains ... besides 
being a most complete showing of one of the 
widest and most salable lines of filing supplies 
yet offered to you. If you have not received 
a copy, please write for one today. 
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IN OTHER LANDS 
Continued from page 40) 
Arteaga, Mario C. Isola and Ricardo Stefani. J. W 
Jones is alternate to trustee. 

Serving 25 years with the firm, Mr. Bowles, Miss 
Stefani and Mr. Mayobre were honored on June 16 
at a buffet luncheon and each was presented with a 
Silver tray 

*—- 
OFFICE MACHINES’ NEED GREAT IN BULGARIA 

Petko Boyadjieff, operating his own office machine 
and equipment firm in Sofia, Bulgaria, writes 
OFFICE APPLIANCES that the need for imports will be 
large in his country for a number of years. 

The stock of typewriters, adding and calculating 
and other office machines has been exhausted for over 
a year and the same situation holds true for station- 
ery, writes Mr. Boyadjieff. ‘During the war most, 





em, 








PETKO BOYADJIEFF 


if not all, of the European factories producing these 
products were entirely destroyed and they could 
1ardly commence production in the course of two or 
three years. Consequently, our country is depending 
upon the United States for imports.” 

“There are two chief problems in connection with 
trade between the United States and Bulgaria, ie., 
the transport and the dollar exchange. While it is 
possible the large American transport aircraft can be 
used since the war is ended, the problem of procur- 
ing the necessary dollars for the payment of the 
imported goods has been in the past a difficult one. 
We are afraid that in the future it will be an even 
greater problem unless there are some international 
finance and exchange regulations for the benefit of 
international trade,’ says Mr. Boyadjieff. 

“Dollars could be procured through the export 
direct to the United States of some Bulgarian pro- 
ducts such as tobacco, attar of roses, skins, medical 
herbs. menthae oil, and so forth. But such export 
volume must be, considerably increased in order to 
meet the import of American products. I am of the 
opinion that the foundation of an American-Bulgarian 
Chamber of Commerce in Sofla with a branch or an 
agency in the United States would be of great help 
for trade between both countries. I hope that the 
Chambers of Commerce in the United States will 
help, too.” 

2 alia i 
SHEPHERD HEADS IBM AT TORONTO 

G. Harry Sheppard has been elected president of 
International Business Machines Company, Ltd., To- 
ronto. He was previously general sales manager and 
prior to that occupied executive positions with the 
company in Hamilton, Winnipeg and Montreal. In 
1942, he was loaned to the Department of Munitions 
and Supply, where he served as director general of 
organization and personnel 

John E. Brent, who succeeds Mr. Sheppard as gen- 
eral sales manager, joined the company in 1931, and 
was London manager and subsequent manager in the 
Montreal office until assuming his new position at the 
head office in Toronto.—RC 
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Oakville continues its practice of propor- 
tional allocation based on 1940 shipments. 
We all look forward to the day when loyal 
Oakville dealers will be able to fill all 
demands for the famous Yellow Box Line 
of fastening devices — Pins, Clips, Fasten- 


ers, Thumb Tacks and related items. 





The Home of The Famous Yellow Box Line 


OAKVILLE 


COMPANY 


Division of Scovill Manufacturing Company 
Waterbury 86, Connecticut 





FRANCISCO 7 Canad BROWN BROS LTD rORONTO 
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PLASTIC 





This NEW 


DESIGNED AND MADE FROM 
SMOOTH, COLORFUL, DURABLE 


ttLalo PLASTIC... 
A FAST-SELLING PROFIT-MAKER 


EVERYONE likes a desk letter tray like this 
—smartly modern in design, with only two 
slender side supports instead of the usual 
obstructive posts on each four corners. No 


sharp edges or corners, inside or out. Con- 







MOULDED 


5172 NORTH 


PRODUCTS AND 


80 


32nd 


of General American Transportation Corp 


CUSTOM-MOULDERS 





desk... 





venient slots on each tray for inserting file 


tab. And because of new design, top tray 
can be swung aside to allow easier removal 
of paper in lower tray. Light in weight, yet 
strong and durable. Attractive colors har- 


monize with any office fittings. 


in i 


CONTACT YOUR JOBBER now — or write 
direct for prices and complete facts about this 
newest idea in smartly designed letter trays. 


PRODUCTS COMPANY 


STREET @© MILWAUKEE 9, WISCONSIN 





FOR ALL 
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INDUSTRY 


October, 


is 


This engineering triumph—another FIRST by Remington Rand 
a secretary's dream for operating comfort...and an executive's ideal 
for top typing efficiency and economy. For THE NEW REMINGTON 
—always swift. smooth. and sensitive—is now almost 

Its new Type Bar Silencer softens the stinging slap of type against 
paper ...its carriage travel has been hushed to a whisper...its entire 
mechanism is muted. Remington Rand research scientists. long-time 
leaders in typewriter development, and with « xperience enriched by 
precision manufacture for war, have engineered QUIET right into the 
machine! This latest Remington Rand FIRST is one more in the long 
series responsible for a famous fact: “More Remingtons have been 
bought than any other make.” See about the new REMINGTON. 


Call your nearby Remington Rand office or representative today. 


Reminglon 


THE FIRST NAME IN TYPEWRITERS 
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THEY RE HERE! 





ACCO STEEL 
FASTENERS 


Throw up your hat and cheer! Those good 
old, nothing-like-em. Acco STEEL Fasteners 
are back again! 

Not yet in unlimited supply. of course. Our 
back-loe of orders is too great. But we're work- 
ing hard to catch up and, if your order is in, 
you can look forward to vetting some Acco Steel 
Fasteners reasonably soon. 

Your customers will be glad to get the news. 
too. For Business has been starving for Acco- 
quality steel fasteners for the last several years. 
So get ready for a big demand and steady sales. 
Make ACCO your leader to better post-war 


business—startinge NOW. 


I R O D i 4 T s 8 


39th Avenue and 24th Street 
LONG ISLAND CITY. N. Y. 


ine. 
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AL JOHNSON HONORED BY HOTCHKISS SALES 
Al Johnson, New York and Washington representa- 
tive for the Hotchkiss Sales Company, Norwalk, Conn., 
resented recently with a diamond-studded gold 


Was } 
Jerman, vice-president. The 


service pin by L. U 





FOR LONG SERVICE—AlI Johnson (left) is presented with a 

diamond studded gold service pin by L. U. Jerman, vice- 

president of Hotchkiss Sales Co., in token of 25 years of 
employment by the company. 


presentation, made at informal ceremonies held at 
the Hotchkiss plant, was in recognition of Mr. John- 
son’s 25 years of service. Only one other employee, 
James Lawson, foreman of the assembly department, 
has a longer record. 

At the ceremonies, 61 employees were presented with 
these gold pins in recognition of service ranging from 
five to 28 years. Over 825 years of service were repre- 
sented by the workers so honored. 

Al Johnson has always made his headquarters in 
New York City during his service with Hotchkiss, but 
during previous experience in the stationery field 
entailed extensive traveling throughout the United 


States. 
SS 


CARTOONIST WRITES EDITORIAL FOR BATES 


The Bates Brevities, house organ of the Bates 
Manufacturing Company, Orange, N. J., in the August 
issue features an editorial, “Post-War People Design,” 
written especially for the company by Don Herold, 
noted cartoonist. Mr. Herold says in part: 

“We hear a lot about post-war product design. 
We don’t hear half enough about post-war people 
design 

“We see pictures of automobiles that look like tear 
drops, and we dream of folding beds that turn into 
motor boats, phosphorescent croquet sets, V-2 golf 
balls, remote control egg-beaters, and refrigerators 
with television attachments—sliced chicken with Betty 
Grable. 

“T wouldn’t be surprised if Bates turned out a stapler 
with which you could sole a pair of shoes or put 
the cover on an apple pie, or make yourself a new 
suit of clothes out of old envelopes. 

“But all the streamlined electronified, plasticized 
products in the world won’t’ mean a thing unless 
somebody moves them off of shelves... . 

“The post-war hustle in all fields of manufacture 
will breed the liveliest competition that America has 
ever seen, and the rewards will go to the quick and 
smart. Selling is going to be some fun!” 
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bonds 
for addresses, phone num- 
pers 
10x1!2x5”. In Black, blue, 


green or maroon, $1.95. 


VOLUNTEER SECRETARY— 


A compact personal file for 
important receipts, war 


tax notices—a place 


expenses. Size about 


Answering the call for 
gifts that are not only 
attractive, but useful, 
here are seven fast-sell- 
ing profit makers that 
should be in every gift 


depoitment. 


The Albums and Folding 
Frames appeal to every- 
body from Baby to 
Grandma, and the Vol- 


unteer Secretary is a real 


in these days of 


keeping track of taxes, 


receipts, war bonds and 


other important papers. 


Prices quoted are na- 


tionally advertised, sub- 


ject to usual discounts. 


PROMPT SHIPMENT 


Order Today 


Send for New Catalog, 


68 pages illustrating and 


describing the complete 
Amfile Line. 





AMBERG FHLE & INDEX COMPANY 
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Quality Gifts and Filing Specialties for 75 Years 


1608 DUANE BLVD., KANKAKEE, ILL. 
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Introduced less than two months ago Flag- 
ship has already made new records for 
Allied dealers! This modern carbon paper 
reduces sales resistance to a new low! 

Here is a carbon paper that has everything 
you want and need — eye-catching appear- 
ance, superb performance and popular 
price. Smartly packaged, the beautiful silver 
colored metallic back attracts attention and 


SALES-1945 


ORDERS 

















interest. Exclusive features, including the 
first and only all metallic treated back, im- 
ported tissues and new ink formulas, insure 
perfect work under all conditions. Priced to 
sell — and to keep repeat orders coming — 
Flagship is a natural money maker in your 
territory. 

Cash in now! Write for free samples and 
full details today. 























HERE’S WHY RINGS THE SALES BELL 
NON CURL Filagshi; =) ania ff CLEANER TO HANDLE I gship is 
— 17 2 ‘tly blended, ned with 
! le ¢€ S , : eate s, brir a new ease 
bette tissues nd finet nks to manifolding work 
flat lways ready f nstant use 
EASIER TO ERASE Clean erasures with 
LONGER WEAR Imported no telltale smea Ss another Flagship 
te h nigments. pius ! made possible by advanced ink 
: pee at the % 7 ws seh ed nd ¢ isive pr r methods 
whicl esists ster ng tI nd BETTER LOOKING The att iti- 
1 . ae motif t full colo ( t nd 
itiful red 
e F ay 
FINER COPIES (¢ 
sions from first lett GREATER ECONOMY Its popul pri 
ew mbined with superior perforn ffe 





ALLIEN 





CARBONS & RIBBONS 





ALLIED CARBON AND RIBBON MANUFACTURING CORPORATION 
165 DUANE STREET NEW YORK 13, N. Y. 


Manufacturers of Quality Carbon Papers and Inked Ribbons for 37 Years 
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CALCULATING 





Monroe Accounting Machine 
209-685-191 











Monroe Adding-Calculator AA-1 
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LISTING + ACCOUNTING MACHINES 





Operators Who Know 
Prefer the MONROE 


“Tl take Monroe” is a common expression among operators 
everywhere once they have used a Monroe machine. They in- 
stantly appreciate the “Velvet Touch” of the keyboard, the 
speed and simplicity—the ease of operation that defies fatigue— 
the first-time accuracy—the unique appeal of fine design and 
construction. There are a dozen real reasons why “Operators 
Who Know Prefer the MONROE”. 

Monroe Listing Machines—like Monroe Accounting Machines 
—stem from the progressive-minded engineering skill respon- 
sible for the Monroe Adding-Calculator ... for thirty years 
the world’s standard Calculating Machine. 

Let our representative explain the Monroe Simplified Pay- 
roll Plan and the advantages of being Monroe-equipped for 
all of today’s vital figuring and accounting needs. Nation- 
wide systems service and maintenance through Monroe-owned 


branches assure peak efficiency at low upkeep cost. 


Monroe Calculating Machine Company, Inc., Orange, N. J. 
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ty Designed for Stationery “/rade 
Sy Customer Suggestion - - 


GENUINE STEEL-DIE ENGRAVED 


Currency 


SIXTEEN HOLIDAY and GENERAL DESIGNS 





With gift merchandise becoming increasingly harder to 
get, gifts of Currency for every occasion are now a fast- 
growing favorite. For those who wish to enclose gifts of 
currency in an appropriate container, the Justrite Line of 
Currency Gift Envelopes has been designed. 


Genuine Steel-Die Engraved in two colors, they are spar- 
kling, attractive and have real customer appeal. Avail- 
able in 12 Holiday designs for the Christmas season, and 
in 4 General designs for Weddings, Birthdays, etc. The 
Currency envelope has cut-out window as illustrated 
above for the enclosed bill to show through. Set includes 
engraved Currency envelope and plain outside envelope 
with gummed flap for presentation. 


Justrite Currency Gift Envelopes offer a splendid over- 
the-counter sales item—a necessity in your Greeting 
Card Line. They are priced to Retail for from 5c to 10c 
per set. 


Packed a4 Follows 


50 sets to the box—set consists of an engraved inside 
envelope and plain outside envelope. Boxes are packed 
in one solid design. You may order an assortment of 
designs, but no less than 50 of each design. 


4 


Samples and Dealer's Discounts promptly sent on request. 


By ordering quickly we can still guarantee prompt shipment. 


he SAestrits Line 


VYorthe States 


ENVELOPE COMPANY 


Chicago Saint Paul 
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NEW ENGLAND TRAVELERS CLUB 
Barney Palley of Palley Office Supply Company, 
Worcester, Mass., has purchased the building directly 
across Foster Street from his present location. An 
up-to-date building with large floor space is thus 
available for one of New England’s finest stationery 
stores. For the present the top floor will be sublet. 


a * + 
L. P. Purington Paper Company, 12 Oxford Street, 
Lynn, Mass., has recently purchased the building in 
which they have been doing business and have made 


| extensive alterations by adding a broad stairway in 
| the rear of the store leading to the second floor. This 
additional space will approximately double the size of 


their retail store. 

Dave Aransky is opening a new store at 71-75 Knee- 
land Street, Boston, Mass., operating under the name 
of Liberty Printing & Stationery Company. The new 
store is a branch of his Brockton headquarters. 

(These items are from the Netclub News of the New 
England Travelers Club.) 

=< —__— 

APPOINT REM-RAND MANAGER AT NEWARK 

L. A. Newman, general sales manager of the com- 
mercial typewriter division of Remington Rand, Inc., 
has announced the appointment of Edward J. Kaake 
to the position of manager of the typewriter division 








EDWARD J. KAAKE 


| for the Newark branch. The new appointee will also 
| continue his duties as branch manager of the Jersey 





City office. 

Mr. Kaake joined Remington Rand in 1933. As the 
result of the successful execution of his first assign- 
ment, he was made a home office field representative 
of the portable division, subsequently becoming whole- 
sale portable specialist covering Newark and Jersey 
City. After several years in this latter capacity, he 
was promoted to the position of branch manager of 
the Hartford office, later moving to Jersey City with 
the same title. 

ee ere = 


J. PITTMAN JOINS TAMPA PARTNERSHIP 
John “Johnnie” Pittman, formerly sales manager 
with the Office Equipment Company, Tampa, Fla., 


| announces his separation from that firm to become 


a partner with Bert Weter in the Business Equipment 
Company of Tampa. 

Experience gained in many years association with 
the Office Equipment Company promises to serve Mr. 
Pittman in good stead with his own business. 

nniniccnicshiliailliaiatiin 
MONTREAL FIRM MAKES DIRECTORATE CHANGES 


Dawson Bros., Ltd., Montreal, recently announced 
some changes in the directorate. Flip Dawson, vice- 
president, has been made general manager and two 
new directors have been appointed, both of whom 
have served with the firm for over 20 years. The | 
new directors are Tim Conoley and Bert Tedstone. | 


1945 
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eopold plans ahead for You 


Comfort 
breater; \ Beauty 
Lonvenience 


-.- Ufes, ond Greater Se es Appeal 








/ 


Genera| offices of Construction Machinery Co. | 


“Fin the COMING LEOPOLD DESKS 


Process Welded Plywood Yes, Leopold has a post-war program. During the years of pro- 


duction-for-war our designers and craftsmen have been busy developing 

Highly Heat Resistant ‘ ; : 4 ; 
new techniques of construction; perfecting new, exclusive designs. War- 
Modern in Design born qualities of greater utility and service have been incorporated into 

F a. Leopold’s future plans. 

Firmly Resistant to Bruising : f ; : 
We will continue to supply our dealers with new, smartly-designed 
Rounded Protective Corners Leopold desks and office furniture that will enable them to make installa- 
; ; . tions of beauty, service and comfort. Our post-war product will delight 

Clear Mirror Grain Finishes i : 
both buyer and salesman in keeping with the long-established Leopold 


Designed Consumer Convenience reputation for handcrafting fine woods into articles of beauty and utility. 


The LEOPOLD COMPANY - Burlington, [owa 
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TRIGGER-QUICK BRAIN POWER 











Fach R.C. Allen adding machine delivers 
swift, accurate, lifetime figuring power. 
ONLY R. C. Allen machines have all these features: 
visible total dials « automatic clear signal + 
light touch keyboard + two-color ribbon ¢ 


permanent type alignment and smart design. 


R.C.Allen Business Machines 


ALLEN CALCULATORS, INCORPORATED 


678 FRONT AVE.,N. W. GRAND RAPIDS 4, MICHIGAN 


Manufacturers of 10-Key Calculators, Portable and Standard Adding Machines, Bookkeeping Machines, Cash Registers, 
Statement Machines and All-Purpose Office Machines. 











MEETINGS—CONVENTIONS—DINNERS 


(Continued from page 42) 


and what-have-you were of unquestioned interest, too. 

Whether following indoor or outdoor sports, the 
lads did seem to work up some super de luxe appetites 
which did full justice to a delectable steak dinner 
with all the trimmings. 

While coffee was being served, Frank M: O’Connor, 
Boorum & Pease Company, as chairman of the outing 
committee, rapped for order and introduced Chas. V. 
Sinisgalli, R. P. Andrews Paper Company, Washington, 
D. C., as governor of the third region. The governor. 
speaking for all the dealers present, expressed thanks 
for the grand day, remarking that any meeting with 
the Penn-Mar-Va boys was always beneficial. He also 
commended the club for holding an outing in the 
southern end of the district. 

Quartus P. Graves, Eversharp, Inc., president of 
the club, extended a cordial welcome to all dealers 
present, and expressed the sincere hope they had all 
enjoyed a pleasant day. He was profuse in his thanks 
to the outing committee for the success of the outing. 

The chairman then acknowledged his committee 
individually, who, besides Mr. O’Connor, were W. Harry 
Bullard, Columbia Ribbon & Carbon Manufacturing 
Company; Fred U. Haines, Wilson Jones Co., and 
Henry J. Mehserle, Yawman and Erbe Manufacturing 
Company. 

Joe Runnels, Commercial Office Furniture Company, 
Washington, D. C., was acknowledge by the chair as 
president of the Washington Stationers Association. 
J. Plummer Ijmes, Lucas Brothers, Baltimore, Md., 
was acknowledged as president of the Baltimore Sta- 
tioners Association. George C. Wheeler of OFFICE 
APPLIANCES was also recognized by the chair. 

Prizes were then awarded to the winners at golf, 
as follows: 

First Prize—Fred Voight, Parker Pen Company. 

Second Prize—Herman Von Franke, Oakville Com- 
pany. 

Third Prize—Harold Cochs, Bainbridge, Kimpton & 
Haupt, Inc. 

The meeting was then adjourned. A few left imme- 
diately, but many of the lads adjourned to the afore- 
mentioned sports until late in the evening. 

— > —_— 


GLTC GOLF TOURNEY PLANNED FOR OCTOBER 4 


At the regular Friday luncheon meeting of the 
Great Lakes Travelers Club on September 7, GLTC 
President Bill Smith, Ace Fastener Corporation, called 
on Wes Montpas, Victor Safe & Equipment Com- 
pany, to report as chairman of the club’s golf com- 
mittee. Wes said that he and his committee, com- 
posed of Ray Eichenlaub, Service Steel Products Com- 





T/ 
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You don't have to tussle with this pencil 
carbon. It yields at a touch. Use as sharp a pencil 
as you wish. Bear down as hard as you like. Then 


finger the carbon and see it come free—quickly, cleanly. 





pany; Harry Balch, Quality Park Envelope Company; 
Gordon Kickels, C. L. Barkley & Company; and Hy 
Linden, Ace Fastener Corporation, had made a thor- 
ough investigation of possibilities and finally decided 
to recommend that the third GLTC tournament of 
this year be held on Thursday, October 4, at Cog Hill, 
about 15 miles southwest of Chicago. Cost of tickets, 
including golf fee and dinner, will be $5.00. 

— bs? OO 


EVANS, WHITE LEAD STATIONER GOLFERS 


As the Stationers’ Golf Association of New York goes 
down the home stretch of a summer of interesting 
play, W. D. Evans is leading the point standing 
at the end of nine matches in Class A with 9.66 and 
L. E. White in Class B with 13.0. If they can continue 
their pace, they will carry off the season’s trophies. 

Pressing Mr. Evans for Class A leadership is Leon 
Myers with 8 and E. R. McLeod has 11.66 points to 
challenge Mr. White in Class B. 

The tenth tournament was held at Scarsdale Golf 
Club on September 11 with Al Ficks as host. Other 
matches on the schedule were at North Hills on Sep- 
tember 27 and at Hackensack on October 9. 

In play at Wheatley Hills, W. D. Evans shot 73 net 


4 
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Old Dutch PULL-FREE Pencil Carbon is specially 
. One 


more feature highlighting the better quality that has 


processed to prevent clinging and sticking. . . 


characterized Old Dutch products for nearly 50 years. 


Ask Your Old Dutch Customer Engineer 


WATERS & WATERS BRANCH 


511 Locust St., St. Louis 


Burlington, N. J. San Francisco, Cal. 
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WITH ADJUSTABLE 
PROTRACTOR HEAD 


ALL-PLASTIC — light, eliminates cumbersome hand- 
ling. 


PROTRACTOR HEAD CLEARLY MARKED TO 180°— 


Indicator on arm makes it easy to set at any angle. 
No need to worry about losing angle once head is 
fastened. 


TRANSPARENT PLASTIC ARM — Clear surface visi- 
bility. Full view of subject matter at all times. No 
blind spots. 


ATTRACTIVE COLORS — This is no dull, drab instru- 


ment. Bright, smart coloring makes work a pleasure. 


VARIABLE SIZES PERMIT INTERCHANGEABILITY — 
Arms of 12”, 18”, 24”, and 30” available. T-square 
can be used on any sized board. Head fits snugly 
against side of board. 

PRICED FOR FAST SELLING — Prices range from 
$3.50 to $5.00. (Only a 50¢ difference between 


sizes.) 


SPEEDS PRODUCTION BY ELIMINATING AUXILIARY 
INSTRUMENTS — Protractor-triangle feature cuts down 


operations — speeds up work. No need to recheck 
for accuracy of angle. 
STREAMLINED FOR PRESENT DAY WORK — Meeting 
rigid military requirements has led to the development 
of this drawing aid. 


PLACE ORDERS NOW FOR EARLY DELIVERY 


Write for Complete Catalogue 


* 
* 
* 
* 
* 
* 
* 
* 


RULERS - TRIANGLES + NAVIGATIONAL INSTRUMENTS - STENCILS - 


> E 


filet linyliniy 
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PROTRACTORS + OTHER DEVICES 








| Martin, Public Press, 





to lead Class A and E. G. Geehring was second with 75. 
Class B winner was L. E. White with 73 net, and 
J. G. Bosworth finished second with 80. 
no 
CHICAGO MACHINE MEN SCHEDULE FIRST 
ANNUAL DINNER-DANCE FOR DECEMBER 7 
Plans for a memorable evening for 
the office machine industry in the Chi- 





nounced at the _ regular ‘tanlisie 
meoting of the Chicago Office Machine Dealers Asso- 
ciation, held in the Maryland Hotel on September 18. 
When Hazen Ames, Ames Supply Company, general 
chairman of the annual banquet committee, was called 
on to report he challenged the 40 men present to 
build up attendance to 400 at the first annual ban- 
quet and dinner-dance of the Chicago association. 
Mr. Ames said the Mural Room of the Morrison Hotel 
had been engaged for the event on Friday, December 7, 
and announced that the cost per person would be 
$7.50. The schedule for the evening is to be as follows: 
Dinner will be served from 6:00 to 9:00, during which 
time all announcements, introductions and talks (se- 
verely limited as to length) will be made. From 9:00 
to 10:30 a floor show of seven or eight headline vaude- 
ville acts will be staged under the direction of a well- 
known master of ceremonies, and from 10:30 to 1:00 
there will be dancing and table entertainment. 

To assure a successful banquet, the following com- 
mittees were appointed: Food and hotel arrangements, 
Chet Creevy, chairman, Fred Gamrod, Tom Stack, and 
Stanley Stewart; entertainment, Burns Marvil, chair- 
men, Jack Macon and Jack Carter; tickets, Jim Ward, 
chairman, Larry McDonough, Gary Waterbury, Joe 
Burton, Rudy Hug and Bob Goldblatt; advertising, 
Jack Weiner, chairman, Art Lyons and Bill Clausing; 
publicity, Bob Goldblatt, chairman, Walter Lennart- 
son. Jack Weiner was selected to act as assistant 
general chairman of the banquet committee. 

Because the banquet will replace a regular business 
meeting in December, the annual election of officers 
will be held in November. Frank Kline was appointed 
chairman of the nominating committee to present a 
slate at the October meeting. Mr. Kline was author- 
ized to appoint two other members to serve with 
him on the nominating committee. Installation of the 
new Officers is planned for the early part of the 
evening during the annual banquet. 

The rest of the September meeting was devoted 
to a discussion of group advertising of platens in Chi- 
cago newspapers, the cost to be shared by the Ames 
Supply Company, Shipman-Ward Manufacturing 
Company, and members of the local association who 
wish to participate. All members will be given an 
opportunity to be included before the order is placed 
for insertion of the advertisements, which will list 
all dealers sharing in the cost. 

A final action before adjournment was the appoint- 
ment of Louis Wolf as chairman of the bylaws com- 
mittee. 

LES WILLS WINS LUCKETT TROPHY TOURNEY 


Shooting a low net of 67, Les Wills of The Hudson 
Paper Company, Ltd., was again the winner at the 
second golf tournament for the Luckett trophy held 
at Southwood Country club, Winnipeg, by the Sta- 
tioners’ Association of Winnipeg on Thursday after- 
noon, August 23. This was the second leg in the series 
for the year, and by winning both competitions Mr. 
Wills was acclaimed the trophy champion for 1945. 

Other winners of prizes, distributed by W. Borlase, 
chairman of the golf committee, at a dinner following 
the tournament, were: 

Les Wills, The Hudson Paper Company, Ltd., prize 
donated by Barber-Ellis of Winnipeg, Ltd.; Jack 
Ltd., prize donated by the 


| Willson Stationery Company, Ltd.; George Barkwell, 


Barkwell Paper Company, Ltd., prize donated by Baker 
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NILMERG: I assure you, Sir, your suspicions are unfounded. 
TOWER: What business can I have with a Gremlin-spelled-backwards? 
NILMERG: A Gremlin, true, but of a special breed, bearing bright cheer to 
make life easier for big pencil distributors. 

TOWER: I can stand a little cheer. 

NILMERG: Do you know that pencil production is frozen at about 81% of 

the 1941 base? 

TOWER: Do I know it—how do you suppose I got these grey hairs? 


NILMERG: The obvious answer is to sell higher priced merchandise. Like 
A. W. Faber’s 15¢ CASTELL INDELIBLE and CASTELL COLORED 


COPYING PENCILS. Their bigger profit margin more than makes up for 


reduced volume. 
TOWER: Hmm... you’ve got something there. 


NILMERG: Simple arithmetic, Mr. Tower. Besides, there’s a ready market 
for quality pencils today, especially when they are backed by the House 
of A. W. Faber. 


TOWER: Tell me, small fry, what makes you so smart? 
NILMERG: Oh I get around and see what other alert Dealers are doing. 


TOWER: Miss Thompson, get me Bittman of A. W. Faber on the tele- 
phone right away. 


RPE EEN TCS hr 











CASTELL Grete 


COLORED 


™” CASTELL corvine 


PENCILS 














OFFICE APPLIANCES, October, 1945 91 








* nee ty 
A ee 
SS a, 


An Office of Distinction... 
For A Man of Distinction 


How many people were in and out of your office today? The design of your office is 
important to your daily business procedure. For the past few years, we have been unable 
to supply the labor and material necessary for the decoration of your office. Today, we 
are prepared to aid you in the development of a distinctive office design. We have, for 
many years, designed private offices, libraries, laboratories, and other special features for 


schools, offices, and public buildings. 


We manufacture special equipment and cabinet work from architects’ drawings 
and specifications, or we will gladly submit drawings prepared by our designers. 


We will accept projects anywhere in the United States. WRITE US TODAY! 


|New England Woodworking Co. 


512 East 137th Street New York 54, New York 4 
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& Sons, Ltd.; Cliff Smye, Peerless Carbon & Ribbon 
Company, Ltd., prize donated by Gregory-Cartwright 
Stationers, Ltd.; Tom Buttle, Jr., guest of Matt Esdale, 
prize donated by W. J. Gage & Company, Ltd.; Herb 
Ellsworth, Bishop Printing Company, Ltd., prize do- 
nated by Gregory-Cartwright Stationers, Ltd.; Erwin 
Nelson, Barber-Ellis of Winnipeg, Ltd., prize donated 
py Office Specialty Manufacturing Company, Ltd.; 
Jack Nixon, Barber-Ellis of Winnipeg, Ltd., prize 
donated by Esdale Stationery & Printing Company. 

The Savoy trophy will be played for on a date to be 
decided later. 


N. Y. OFFICE MACHINE DEALERS TO CELEBRATE 
WAR’S END WITH OCTOBER 27 DINNER-DANCE 


The board of directors of the New York Office Ma- 
chine Dealers Association in a meeting on August 14 
voted unanimously to dedicate the annual dinner- 
dance at the Hotel New Yorker on October 27 to the 
celebration of our nation’s victory over Japan and 
to the end of the war for all the world. Every effort 
is being directed toward making this the most memor- 
able event in Association history, and every member 
is urged to make immediate reservations for as many 
employees and guests as possible. 


2 


CHICAGO STATIONERS OPEN BOWLING SEASON 

The 1945-46 season of the Chicago Stationers’ Bowl- 
ing League got under way on Tuesday, September 11, 
at the Chicago Arena with 12 teams facing the firing 
line. Each of the teams is named after a popular 
collegiate athletic aggregation. and shirts bearing 
league, team and nicknames have been purchased. 

In addition to the 60 regulars comprising the teams, 
a number of alternates have been named to fill in 
for absentee members. No team standings had been 
completed at presstime, the first three nights’ compe- 
tition being devoted to the establishment of handi- 
caps. Team standings and individual leaders’ scores 
will be reported in the November issue. 


oe 


REMINGTON RAND PLANTS INCREASE PERSONNEL 


The two Buffalo area plants of Remington Rand, 
Inc., located in Tonawanda and North Tonawanda, 
N. Y., will increase their employment, local managers 
have announced. 

Plant manager Kenneth E. Dahl of the printing 
plant in Tonawanda, said “we could use about 50 
skilled workers, principally experienced printers. If 
these are acquired, we would add another 200 or more 
unskilled workers.” 

Although this plant has received some cutbacks, it 
still has a tremendous backlog of Government orders. 
The plant now employs about 600 workers. 

Practically all war contracts of the company’s Main 
Street plant in Tonawanda, except for a few subcon- 
tracts, have been cancelled, according to William 
Weiss, plant manager. A few workers have been laid 
off because of the terminations. 

However, Mr. Weiss said, “we expect to rebuild our 
force and increase production of our normal peacetime 
products as soon as materials are available.” The 
plant now employs about 550 workers. Its wartime 
high employment was around 900. Before the war 
the plant’s employment peak was 625. 

“We will increase our force to at least the pre-war 
level and may need ten per cent more workers,” Mr. 
Weiss said. With virtually no reconversion problems, 
the plant has started production of its normal pro- 
ducts such as filing cabinets and other office equip- 
ment. 

The company also will add workers in several other 
Plants. The company announced the Elmira type- 
writer plant needs 2000 additional workers immedi- 
ately, and the tabulating and accounting machine 
Plants at Ilion, N. Y., 1000 more—GET. 
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Why Stationers 
prefer to sell 


ATE E& GRIP 


Tubular Edge Insertable 


INDEX TABBING 




















It’s the Original 
AICO-Grip was the first index tabbing to 
offer the advantages of the tubular edge— 
7 WHA, and it is still tops in customer satisfaction 
Lf and preference. 
yy 
| eee Superior Construction 
| Se" amd Design The molded Tubular Edge 
re strengthens the tab, prevents cracking and 
dN warping, makes title insertion easy. Heavier 








gauge cellulose makes AlCO-Grip the 
strongest tabbing available. 








New Eye Appealing 


Package Attractive, colorful, eye ap- 
pealing packages, designed for quick identi- 
fication of contents on stationers’ shelves. 


Individual Cellophane 
Wrapping Protects AlCO-Grip tabs 


from unfavorable atmospheric conditions 
that cause warping. 


DEALERS NOTE: Production of all cellulose prod- 
ucts has been and still is limited. We cannot ship 
AICO-Grip tabbing in the quantities we would 
like. Meanwhile AICO Victory Tabbing and 
Leather Tabbing of all kinds is available for rea- 
sonably prompt shipment. 





ecancsags | scaseas! 


AICO-GRIP TABBING 


ill . CTS LOOSE LEAF INDEXES 
RI A Peet ™ DESK PADS and 





ACCESSORIES 
PROTECTIVE HOLDERS 


Gf dejner ompany 


503 S. JEFFERSON ST.. CHICAGO 7, ILL. 
WORLD'S LEADING MANUFACTURERS OF INDEXES AND INDEX TABBING 
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FOR 
IMMEDIATE 
DELIVERY 


REBUILT 


a 


DICTAPHONES 
EDIPHONES 


QUALITY REBUILTS 
SINCE 1923 





CHOOSE YOUR MODEL 


The one you want, from a stock of approximately 


1000 machines; all models available. 


Modern ef- 


ficiency and voice clarity are assured when you 


purchase our guaranteed rebuilts. 


CLEARTONE 
CYLINDERS 


Our economical, lined, smooth textured product of 


long years of experiment and research, 


is the ideal 


cylinder for dictating perfection. Complete satis- 


faction guaranteed with every order. 


Write Us Today 


Regarding Your Needs 


AMERICAN 


DICTATING MACHINE CO., Inc. 


235 FIFTH AVE., NEW YORK 


16, N. Y. 

















Office Appliances 
INFORMATION SERVICE 





UNDER THE EMERGENCY 








(Continued from page 27) 
applicant will add a profit factor to be supplied by 
OPA. The factor will represent in each case the full 
average peacetime profit margin of the industry that 
the applicant is entering. 


Can Recompute Ceiling Prices 


When the new manufacturer has had three months’ 
operating experience, he will recompute his ceiling 
prices, using actual costs incurred during those 
months in place of the estimates used in the original 
calculation. The new proposed ceiling prices must be 
filed within 30 days following completion of three 
months’ operation, OPA said. The original ceiling 
prices automatically expire at the end of five months 
from the beginning of production. If a new small 
volume manufacturer has had ceilings established 
since September 1, 1944, but the ceilings have proved 
unsatisfactory, he may use this cost method to recal- 
culate existing ceilings. In this case, he would use 
his latest cost figures if he has been in production 
for three months or more, OPA explains. 

The second alternative open to such manufacturers 
is to select a product comparable to the one they 
expect to produce, and adopt the ceiling price now in 
effect for the comparable article. Appropriate addi- 
tions or subtractions from the ceiling price are to be 
made for material differences in cost of production 
between the two articles, OPA said. 

Whatever pricing method he elects, the manufac- 
turer submits his proposed price to the OPA district 
office, together with whatever supporting material is 
required, on a form that has been available from any 
OPA office since September 5, 1945, effective date of 
the new order. In general, he may begin to sell at 
his own estimated price 20 days after filing, OPA 
said. If additional information is requested by OPA 
before the price goes into effect, the applicant must 
wait 20 days after filing the additional information 
before beginning to sell, OPA explained. If prices 
are incorrectly calculated, the agency will revise them 
and notify the applicant at once. 


List Terms of Qualification 

To qualify as a new manufacturer, an applicant 
must show either: 

1. That he is just now starting his business, or 
that he started it after September 1, 1944, or 

2. That the entire output of any business he 
engaged in before September 1, 1944, was on contract 
or subcontract with Government war procurement 
agencies or allied governments. 

To qualify as a small volume manufacturer, the 
applicant must show that both the following condi- 
tions exist: 

1. In the six months before reporting his new 
ceiling prices under this order, his total net sales 
to civilians amounted to $100,000 or less, and 

2. In the six months after reporting his ceilings, 
the applicant cannot reasonably expect that his sales 
to civilians will amount to more than $100,000. 
Anyone showing he is either a “new manufacturer 
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PEERLESS-IMPERIAL strides forward 


on a never-changing policy of Dealer 
Friendship, Cooperation and Profits 





—— 





IMPERIAL SPIRITCARB 
wins friends and 


influences customers 
HELEN TALBOT in 


mel i lik) a. 
a Republic Picture 






imperial” 
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As the world’s new . bgt kee 


sun rises, we take a parting hectograph 


look over our shoulder. . . 
It’s a wonderful feeling to U tbat tee 


know that you came through 
the hell of War with a clean 
conscience—that you used 
no subterfuge to cheapen your merchandise— 
that you spurned the opportunity to feather 
your nest at the expense of your Dealers. 


But enough of War—erase those bitter mem- 
ories. Cast your eyes to the horizon and stride 
ahead toward new goals of making the finest 
quality ribbons and carbons that scientific 
methods can produce—a Spiritcarb second to none—and continue a warm human relation- 
ship with the trade based on humanity and the profits will take care of themselves. 


Now is the time to join the Peerless-Imperial fold. Won't you write today for samples and 
prices on our sensational IMPERIAL Spiritcarb? 







PEERLESS-IMPERIAL CO., INc. 


GENERAL OFFICE AND FACTORY: 
28 PEERLESS PLACE, NEWARK 5, N. J. 
NEW YORK OFFICE, 7: 321 BROADWAY 


THE KEY MEN OF AMERICA. . . Manufacturers with the dealers’ viewpoint 
DETROIT 18, 37 Linden St., River Rouge, Mich. © CHICAGO 2, 179 W. Washingetn St. 
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A Good Business Sign to "Keep Your Eyes On"! 


In the 


months and years that lie ahead, a countless 


The shift from war to peace is on. 


number of new products, new ideas and new 
methods will be starred by enterprising busi- 
ness. The office furniture industry cannot fail 


to participate in a period of unprecedented 


JASPER OFFICE 


JASPER, 


prosperity. We at Jasper Office Furniture 
Company believe that national prosperity will 
mean new sales opportunities . . . brand new 
sales horizons for alert dealers. So... in your 
planning for tomorrow, keep your eyes on 


JACKSON DESKS. Great plans are in the 


making. 


FURNITURE CO. 


INDIANA 


MEMBER WOOD OFFICE FURNITURE INSTITUTE 


REPRESENTATIVES 
James H. Davison, Hotei Figueroa, Los Angeles, Cal. 
Marion Y. Follin, 220 Fairbanks Road, Riverside, III. 
George B. Wray, 130 W. 42nd St., Room 819, New York 





Howard Maley, 115 Tarbell Ave., Bedford, Ohio 
L. H. McDaniel, 1414 West Tucker St., Ft. Worth, Tex. 
Charles L. Pettibone, Bedford, Ohio 
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needle 


FINDING 
Put IMPERIAL on the Job! 


Looking for the ‘“‘needle in the haystack”’ has 
always symbolized the mad search for some 
lost article. In business, there is no excuse for 
frantic searching ... accompanied by lost 
tempers and possibly lost correspondence. 
Imperial Filing Supplies are designed to 
meet every filing requirement smoothly and 
efficiently. No wonder more and more business 
houses are buying IMPERIAL... the name 


synonymous with efficient filing. 


Imy erial 
Mithetz Condeany 
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One of a series of 
KIL-KLATTER 
ads appearing every 
month in leading 
office equipment 
magazines 


Free Display Cards to Dealers: With orders 
for a dozen or more pads we'll send 
you FREE a colorful display card and 
a liberal quantity of 2-color mail en- 
closures imprinted with your name. 


RETAILS 
FOR 


$100 











(Dealers: attach this coupon to your letterhead} 
AMERICAN HAIR & FELT COMPANY 
Dept.B.10, Merchandise Mart, Chicago $4, III. 


( ) Send 1 doz. KIL-KLATTER Typewriter Pads individually boxed 
with free card and enclosures. Our check for $6.00 is enclosed. 


or 
( ) Send FREE sample KIL-KLATTER Pad and full information about 
quantity prices and discounts. 


Firm Name 


| Value of products for which 


or “small volume” manufacturer, as previously ex- 
plained, is eligible to qualify for a ceiling price under 
the new OPA rulings. 

© 


WPB GIVES OFFICE MACHINE INDUSTRY FACTS 


From the War Production Board, released August 
27, come significant figures on principal types of 
office machines production and shipments during the 
period, 1941-1944. How production has fallen far be-- 
low pre-war levels is easily fathomed. 

The machines represented are these for which a 
production program was authorized by the War Pro- © 
duction Board. The limitation orders governing these 
products were L-54-a, typewriters, and L-54-c, office 
machines, which were made effective in March, 1942, 
and were rescinded in May, 1945. The production 
of certain types of machines was prohibited during 
1942 and 1943, because of the availability of existing 
equipment, but wes resumed on a limited scale in 
1944. 

Data in the accompanying tables represents only 
new, complete machines and does not include repair 
parts, supplies and certain types of attachments and 
collateral equipment. 

Inquiries concerning these industry facts may be 
referred to the Bureau of Census, Washington 25, D.C 

The figures shown below represent sales of all 
classes, either by dollars or by units, for the periods 
covered. 

1942 (June 
through 

December) 
41,312,000 


1944 
88,040,000 
224,944 


1941 1943 


$148,711,000 67,248,000 


retail price is available 
Number of typewriters and 
office composing machines 
Number of punched card tabu- 
lating and microfilm ma- 
chines 20,142 6,338 9,802 10,741 
The data shown represents approximately 100 per cent of the industry, since the 
information was obtained from monthly reports which the manufacturers were 


required by the orders to submit 

Complete figures on office machines production, 
and shipments are given herewith for the period, 
1941-1944. 


1,289,189 386,552 135,083 


(Value figures in thousands of dollars) 
Number 
0 
Manu- 
factur- Pro- 
Type of Machine ers duction Total 


Domestic 
Civilian © 
Canada and 
Lend Other Indus- 
Army Navy Lease Export trial 


Accounting, post- 
ing and billing 
machines! 
Value in thousands 
1941 . 


2053 1,217$ 
596 2,962 


1942 (June-Dec 
1943 
387 3,001 


1944 
Adding machines 
Value in thousands: 
1941 
1942 (June-Dec 
1943 
1944 
Addressing, postal 
permit mailing 
and post office 
canceling ! 
Value in thousands 
1941 
1942 (June-Dec 
1943 
1944 
Autographic 
registers 
Value in thousands 
941 


. 

184$ 2,279 
73 5,472 
1,591 10,778 


$ 1,581$ 
3,187 


> 
4738 
361 
590 


9,363 
12,906 


1942 (June-Dec.) 
1943 
1944 
Calculating and 
computing 
Value in thousands 
1941 $ 34,44 
1942 (June-Dec $ 15.447 12,825 
1943 19,073 20,949 
1944 23,500 25,024 
Change making, 
coin handling. 
currency count- 
ing and pavroll 
denominating ! 
Value in thousands 


226$ 4,273 
897 11,696 
2,164 17,878 


1944 
Check Handling 
Value in thousands 
1941 5 3,233 * ‘ 
1942 (June-Dec 0 0 
1943 0 0 
1944 168 10 
Dictating. dual 
purpose and 
shorthand 
writing ' 
Value in thousands 
1941 5 _ 
495$ 
511 
805 


* . 
45$ 812 
1,444 
3,676 


> . 
269$ 16$ 
185 6 59 


1942 (June-Dec.) 
94: 
181 62 294 


1943 
1944 


1,167 
4961 


(Turn to page 102, please) 
1945 
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WOODSTOCK 


TYPEWRITER 





WOODSTOCK TYPEWRITER COMPANY 
WOODSTOCK ILLINOIS 


























100 OFFICE APPLIANCES, October, 1945 OF 
































o * e ad ona 





The VAN DYKE BALLAST 





VAN DYKE 
FLUORESCENT 


basing light / 


No. 1025 


Executive Model 
with 2—18” 
Fluorescent Tubes 
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The BALLAST.... 


Both Heart and Brain of VAN DYKE Fluorescent! 
Highest Quality Ballast Vital Necessity! 


Hidden from the eye but playing a vital role in the perform- 
ance of every fluorescent lamp is the ballast. Every fluorescent 
lamp requires ballasting or control equipment to keep the 
current from "running away." The primary purpose of a ballast 
is to limit the flow of current to some predetermined value. 
Poorly constructed ballasts frequently result in early end- 
blackening of lamps, aggravate the effects of line voltage 
variations, and materially shorten lamp life. On the other hand, 
the use of quality ballasts such as are built into VAN DYKE 
Fluorescent fixtures assure extra high operating efficiency, long 
lamp life and a generous return on the ultimate customer's 
investment in better lighting. 


So ... for the BUILT-IN MERIT that is con- 
cealed as well as for the fluorescent beauty 
that is apparent to the eye, buy VAN DYKE 
FLUORESCENT . . . “Leader of the Light 
Brigade." 


No. 426 


Executive Model 
with |—24” 
Fluorescent Tube 








VAN TYRE 


21ST. AND ROCKWELL STS 


TN 


CHICAGO 8, ILLINOIS, U.S.A 
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(Value figures in thousands of dollars) 
Number Domestic 
of Civilla 

































































Manu- Canada and 
factur- Pro- Lend Other Indus- 
Type of Machine ers duction Total Army Navy Lease Export trial 
Duplicating 
Value in thousands 
1941 34 *$ 12,5322 » ° ° ° bd 
1942 (June-Dec 15 $ 6,477 64063 4,265$ 816$ 253 733 1,227 
1943 17 6,922 6,595 3,074 1,323 150 159 1,889 
1944 21 7,748 8,383 1,947 1,466 410 635 3,925 
Envelope handling 
Value in thousands 
941 7 *$ 455? ° ° ° bd ° 
1942 (June-Dec 0 0 0 0 0 0 0 0 
1943 0 0 0 0 0 0 0 0 
1944 6$ 278 288 $ 163 $ 303 26$ 63 63 
| Punched card 
tabulating and 
microfilm 
equipment! 
| Number of machines 
1941 4 *$ 20,0422 . bd bd bd bd 
| 1942 (June-Dec.) 4 $ 6,756 6,338 2,722$ 596 O0$ 203$ 2,817 
1943. 3 9,646 9,802 2,671 1,054$ 3 433 5,641 
| 1944 3 10,073 10,741 1,493 1,469 0 1,192 6,587 
Time recording 
Value in thousands 
| 1941 *$ 6,2192 bd e nd ° bd 
j 1942 (June-Dec > $ 2,365 2,316$3 642 $ 84$ 24$ 83$ 1,483 
| 1943 ) 3,395 3,498 355 106 2 424 2,611 
1944 } 4,267 4,412 240 170 0 461 3,541 
| Time stamping 
| Value in thousands: 
1941 11 *$ 5792 ° bd ° S * 
1942 (June-Dec 9 $ 229 2843 1743 30 0$ 14$ 66 
1943 7 436 457 279 45 0 17 116 
1944 10 685 654 395 60 0 26 173 
| Standard type- 
writers ' and 
| office composing 
| Number of machines 
1941 7 * $730,421? bd % ° - ° 
1942 (June-Dec 7 $311,439 284,610$197,633 $66,957 $ 180$ 8,913 $10,927 
| 1943 7 30,863 114,946 58,480 36,762 O 4,594 15,110 
1944 7 189,964 191,568 34,400 66,079 9,702 26,284 55,103 
Typewriters, 
portable 
Number of machines 
| 1941 4 ° * $558,768 2 . va bd bd bd 
| 1942 (Juné-Dec 4 £ 97,400 101,942$ 62,294 $18,085$ 20$ 8,141 $13,402 
1943 4 15,197 20,137 10,568 2,454 0 4,648 2,467 
1944 4 17,372 33,376 20,171 4,650 2,916 2,350 3,289 
1 Combined to avoid disclosing operations of individual manufacturers 
2 Value or number of machines billed to purchasers 


*Not available 





o 
NEW PATENT INFORMATION MADE AVAILABLE 


Beginning with this issue, OrriceE APPLIANCES makes 
available new information each month for those who 
may be interested in the objectives and operation of 
the Register of Patents Available for Licensing. 

Purpose of the Register is explained as follows: “It 
is believed that many owners of unexpired patents 
covering inventions not now in commercial use would 
be glad to grant licenses under their patents to 
prospective manufacturers on reasonable terms but 
have not done so for lack of means to contact and 

_ interest manufacturers in the exploitation of their 
| inventions. It is also believed that in the immediate 
post-war era many manufacturers will be searching 
| for new devices and products suitable for manufacture 
with their various facilities. It is the objective of the 
Register to assist in establishing contact between such 
patent owners and manufacturers.” 
| Anyone who has a right to grant licenses under a 
| patent can submit the patent for entry on the Reg- 
| ister, without fee. 
| To enter a patent on the Register, the patent 
owner must file a written request for registration, 
stating that he has a right to grant licenses under the 
patent, citing the place where proof of ownership 
© Send for details on ALL Numbers ¢ is to be found, if of record. If proof of ownership 
is not of record in the Patent Office, such proof 































- - - WHERE WASTE ACCUMULATES - - - must be recorded. He must state that he obligates 
SELL FIBRC AN himself to grant licenses on stated or reasonable 

terms. The request for registration must be accom- 

Gatabre Fibrcan poses 

Among those patents which should be of interest 

to the trade, as appearing in the Register of Patents 

Pat. 1,899,445. TELEPHONE Lock. Patented Feb. 28, 1938. (Granted 

DISTRIBUTED BY dtior ties act of Blaseh 6, 1008, nc Gtnaelied Agel 90, 1008; 079 Oct 
757). Prevents thorized use for tgoi lis. Lock m be un- 
BAINBRIDGE * KIMPTON & HAUPT, Inc. locked by energizing bell ringing cireult and will automatically relodiannn 


panied by a soft copy of the patent or an order for 
“THE BASKET KNOWN TO A CONTINENT" Available for licensing or sale, are these: 
when de-energized unless instrument has been placed in use to receive 














yal:mc) 444, bo fled. eae NEW YORK 8, N. Y. incoming call, in which event instrument is automatically relocked 16) 
when call is completed. (Owner) Gustave Miller, 3101 Northampton 

St., N. W., Washington 15, D. C. Groups 33; 36. Reg. No. 9. DUI 

Pat. 2,059,263. DicTATING MACHINE CYLINDER VACUUM CLEANER. LET 
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SPEED-O-PRINT CORPORATION 
161 E. GRAND AVENUE x CHICAGO 11, ILLINOIS 


DUPLICATORS oe STENCILS @ INKS @© MIMEO BOND e STENCIL FILE CABINETS e@ STYLI 
LETTERING GUIDES e SHADING PLATES e CORRECTION FLUID ee ART BOOKS, ETC. 
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FRIDEN Fully Automatic Calculators ..... 


will lighten your burden of Figure Work with accu- 
rate answers, quickly and easily produced. Tele- 
phone or write your local Friden Representative and 
learn how anyone, with less than fifteen minutes 
instruction, can be taught to produce usable figures 
on your own problems. NOW available, modernize 
with Fully Automatic FRIDENS. 


Friden Mechanical and Instructional Service is available in approximately 250 


Company Controlled Sales Agencies throughout the United States and Canada. 


FRIDEN CALCULATING MACHINE CO., INC. 


HOME OFFICE AND PLANT * SAN LEANDRO, CALIFORNIA, U.S.A. * SALES AND SERVICE THROUCHOUT THE WORLD 











* * 
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G/w PACKAGED 


“SAFEGUARD OUTFITS 


Never before has it been so easy to sell filing systems! 
These compact all-in-one Outfits offer attractive, eye- 
appealing color, simplicity of operation, complete cus- 
tomer satisfaction . . . and excellent profit for you. 
Four sizes, for 1-, 2-, 3-, and 4-drawer standard. letter 
files. Your order for a dozen or more Outfits brings you a 
colorful counterpiece for displaying an actual one-drawer 
Outfit, and a supply of the famous Find-i-tis booklet. 


FOR EASY EXTRA PROFIT 







G/w PRECISION-BUILT 


FILING CABINETS 


For finger-touch operation, plus fine appearance and last- 
ing dependable service, discerning buyers have, for many 
years, given the nod to G/W Cabinets. You'll want to 
supply your customers with this precision-built equip- 
ment made only from selected quality materials. And 
remember—when you sell them as a team... G/W Cabi- 
nets and Safeguard Systems... they pull together for 
easier sales, bigger profits, better satisfied customers. 


Write “Joday for full information and selling aids 


THE GLOBE-WERNICKE CO., NORWOOD, CINCINNATI 12, OHIO 
‘‘Headquarters for Modern Office Engineering” 


be - Wernicke 


“SAFEGUARD’ 


FILING SYSTEM 
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OAT KAGED “SAFEGUARD; OUTFITS 
and Fw PRECISION-BUILT | 


FILING CABINETS 


THE PERFECT COMBINATION 
FOR SALES r 


Visible Record Systems 


° Office Furniture 
6) 4 a Q r tN) IC 4 Bookcases 
. Stationers’ Supplies 


WOOD FILING CABINETS Filing Equipment 
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New! 


ORDER EARLY 
TO INSURE 
IMMEDIATE DELIVERY 





Gorn Heinitalily 
in the Meader Made 


THE DE LUXE 


WESTCORT CELLARETTE 


MODEL NO. 550 


Genuine Mahogany veneer . . . 5 ply top, door 
fronts and sides . . .’ Paracentric lock . . . large 
storage space ... ample serving compartment... 
attractive washable linoleum shelf. 


Available in three finishes . . . Rich Brown Ma- 
hogany, Luxurious Red Mahogany and Bleached 
Mahogany. 


Equipped with . . . thin blown, attractive, hand 
fluted sham bottom glassware, consisting of ... 
8...Highball Glasses 
8... Whiskey Glasses 
8...Old Fashioned Glasses 
Size 17"' x 26" x 36". Packed in Cartons. 


The WESTCORT Ga. 


60 EAST 42nd ST. NEW YORK 17, N. Y. 
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Patented Nov. 3, 1936. (Granted under the act of March 3, 1888, 
#s amended April 30, 1928; 370 O. G. 757). Device wherein usual 
cooling fan of a dictating machine motor is utilized to withdraw fuzz 


from cylinder and deposit in suitable receptacle. (Owner) Gustave 
Miller, 3101 Northampton St., N. W., Washington 15, D. C. Groups 
35; 36. Reg. No. 12. 
° 
Pat. 2,172,259. STAPLING METHOD AND Device. Patented Sept. 65, 
1939. A device for stapling cardboard or the like utilizing an inclined 
plunger, or oppositely disposed inclined plungers, for driving staples 


with correspondingly inclined legs, whereby the staples may- be driven 
into the material at an inclined angle, with or without an underlying 
anvil. (Ower) Emmauel R. Posnack, 270 Broadway, New York, N. Y. 
Groups 33—41—49; 35—42—54—55. Reg. No. 35. 

* 


Pat. 2,153,874. STAPLING DEVICE AND METHOD. Patented Apr. 11, 1939. 
A machine and method for stapling consisting of a plunger to drive the 
staple, two oppositely positioned deflecting elements positioned above the 
material to be stapled and in the path of the staple to deflect and 
anchor the staple inwardly during its downward movement. Can be 
used with or without an underlying anvil. (Owner) Emmanuel R. 
Posnack, 270 Broadway, New York, N. Y. Groups 38—41—49; 35—42— 
54—55. Reg. No. 36. 

* 

Pat. 2,234,448. MerTHOoD OF FASTENING AND APPARATUS THEREFOR, 
Patented Mar. 11, 1941. Device for stapling, utilizing an inclined 
plunger, means for detaching a single legged fastener from a stack; 
forming a head on staple; a curling element at the base of machine to 
effect curling of staple as it is being driven. Can be used with or 
without an underlying anvil. (Owner) Emmanuel R. Posnack, 270 
Broadway, New York, N. Y. Groups 33—41—49; 35—42—54—55. 
Reg. No. 37. 

. 

Pat. 2,185,518. STAPLING DEVICE AND METHOD. Patented Jan. 2, 1940. 
A machine and method for stapling consisting of-a plunger, deflecting 
elements pos tioned above material to be stapled and in path of the 
staple, and retractab'e leg-engaging means coacting with the deflecting 
means for supporting and guiding the legs of the staple during its 
downward movement, whereby the legs will be clinched and anchored 
inwardly. (Owner) Emanuel R. Posnack, 270 Broadway, New York, 
N. Y. Groups 33—41—49; 35—42—54—55. Reg. No. 38. 

*” 

Pat. 2,325,039. PorTaBLE Desk. Patented July 27, 1943. (Granted 
under the act of March 3, 1883, as amended April 30, 1928; 370 O. G. 
757). Detachably carried by a drawer or door of a fil'ng cabinet, con- 
sists of a removable tray with a series of grooves therein to receive 
dividing members engaging a back member, to form adjustable com- 
(Owner) Gustave E. Chesler, 141-33 79th Avenue, Flushing, 

N. Y. Group 25—21—22—52. Reg. No. 39. 

* 

Pat. 2,017,921. DocUMENT PRoTEcToR. Patented Oct. 22, 1935. Pocket- 
sized device for perforating documents such as checks, etc. to prevent 
alteration and increase difficulty of changing or copying signatures. 
Can be clipped in a checkbook or permanently fastened to a desk or 
the like. (Owner) Jack A. Rothman, 315 West 24th St., New York 11, 
N. Y. Groups 25—72; 33—73; 35—79. Reg. No. 122. 

* 


partments. 
Long Island, 





Pat. 2,375,526. TYPEWRITING MACHINE. Patented May 8, 1945. Has 
less keys than conventional typewriter, for instance, 18, arranged in 
two keyboards. The printing of any desired character is obtained 
through the joint operation of two keys, one in each keyboard. Elimi- 
nates shift key and reduces motion of typist’s hands. (Owner) Achille 
Colombo, 415 Central Park West, New York 25, N. Y. Group 35—¥72. 


Reg. No. 161. 


. 

SILENT TYPEWRITING MACHINE. Patented Feb. 23, 1943. 
with the type grouped on a limited number of 
type-carrying members. These members are kept in continuous rotating 
movement and brought into contact with the paper at a chosen mo- 
ment, leaving a rolling impression instead of usual striking effect on 
(Owner) Achille Colombo, 415 Central Park West, New 
Group 35—72. Reg. No. 160. 


Pat. 2,311,737. 
Electrically driven, 


the paper. 
York 25, N. Y. 


x] 
LIBERALIZE FURNITURE-MAKING CONTROLS 


Production controls on the manufacture of furniture 
and on the use of metal in furniture and fixtures 
were liberalized by orders of the Office of Price Ad- 
ministration. This is possible through amendments to 
Interpretation 2 and revocation of Interpretation 1 
to L-260-2 and amendment of L-13-b. 

i) 
CANADIAN PRODUCTION CONTROLS 


Production controls on office equipment have been 
cancelled, the Wartime Price and Trade Board at 
Ottawa, Canada, announced recently. 

Rescinding of the controls allows manufacturers 
to resume output of such articles as metal desks, 
tables, filing and storage cabinets, lockers and shelv- 
ing.—GET. 


o 
REMOVE SOME RESTRICTIONS UPON LEATHER 


Office of Price Administration announces an amend- 
ment to Direction 15 of M-310 and revocation of 
Directions 3, 14 and 19 to the same order. Increased 


DROPPED 
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with all the advantages of 
ring binding . . . plus new economy 
and new features. 


Here is a new type of loose leaf binding with closely 
spaced rings for extra protection against sheets tearing 
out. It is strong, but light in weight . . . opens, closes, and 
handles easily . . . grips and holds sheets of all kinds 
securely. Great for today’s thin paper! 


The applications of “NUMER-RING” in days to come 
will be many and varied . . . catalogs, price lists, data 
books, manuals, visible, ringbooks, pay-roll books, and 
a host of others. Meanwhile it is becoming available in 
stock covers and can be “tailor-made” in an assortment 
of styles and materials to meet your specifications. 


Write us for further information and a copy of our new 
LOOSE LEAF COVER CATALOG in which “NUMER-RING” 
is more fully described. 











Staggered rings make sheets Neat in appearance — light in Closely spaced rings for extra Ring arrangement allows sheets 
turn without friction and sim- weight. Price comparable to protection against sheets tear- to be assembled with visible 
plify insertions. Equipped with least expensive loose leaf ing out. Contents lie flat when margins. Light gauge rings with 
an easy-opening device. mechanisms. binder is open. accurately matched joints. 
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A PRODUCT OF NATIONAL BLANK BOOK CO., HOLYOKE, MASS. 
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Yew POST-WAR IMPROVED! 


V.P.D. 


TRANSPARENT 
PLASTIC 
ENVELOPE 


For Price and Memo Ring Books 
(ILLUSTRATED AT LEFT) 


































Now Thermo-Welded on 3 Sides 


yesie Beales oy: (PATENT PENDING) 
cJor C/uung 


“ Si 
VISIBLE * PROTECTIVE ° DISPLA 
3 ERIAL : The most modern on the 
MPORTANT jengaeewe a market today! You couldn't 
’ IONS + GRAPHS ‘ Y: 


DVERTISING PRESENTAT 


SALES & A DATA « PRICE LISTS sell anything better for 
PHOTOGRAPHS * SERVICE visible protection of price 
TESTIMONIALS, ET and ring book pages. Note 


























the outstanding advan- 
tages listed above on the 
counter-display insert that 


| JRES 
NOTE THESE [IMPORTANT FEATUR! 


clear, new cellulose acetate. 


hole-punched for all binders. 
r, straight and. uniform. 
4 lasting prorection- 


. of beautiful, crystal 

a st opr on three edges. te 
« Nothing t© bulk up the ring crate zn 
« Ideal thickness for durability, CO | ie 
‘ Mole et eg le ). A quality advertised product. Parent 

« Made byV. P-D.(reg: Matk). A . 

. sos in all price and memo book sizes 


. Non-combustible: 


comes in the envelope. For 
range of sizes and prices, 
write for new catalog. 


V.P.D. 
TRANSPARENT 
PLASTIC 
FOLDERS 


(SKETCHED AT LOWER LEFT) 





a 
Je 


STOCK NO. 118-5M 
» SIZE 11 x 8% 









Two thermo-welded edges! Double reinforced with attached transparent 
flap! The last word in transparent plastic folders! Full description and 
prices in our catalog. Write for it today. 





Just off the press...our new 24-page 
catalog showing our complete line 
of Transparent Plastic Holders, 
Covers and Cases. 


Write for Catalog 45-DO 





JOSHUA lata CO. 36 E. 0th Street, New York 3 N.Y. 
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BY TRAIN 














BY PLANE 
BY SHIP 














BY BUS 





QUALITY PARK 


MAILING ENVELOPES 


DELIVER THE GOODS! 











%*& EXTRA HEAVY 
MAILING ENVELOPES .... 


The finest mailing envelope you can sell. 
Made from 90 and 120 Ib. No. 1 Kraft, | ae 
with double gummed flaps and wide 
seams. Available in seven sizes. be 














The safe transit envelope with double top 
and bottom, wide flaps, super gummed. 
Available in five sizes from 442 x 9% to 
6x 12. Recommend Airway Express and 


% AIRWAY EXPRESS... . 4 ‘ 
f- 
f 

















you recommend the best. Va Ae \ 
Build a trade of QUALITY customers by selling ior ae Be pes ele 
QUALITY PARK QUALITY mailing envelopes. Sold 
through dealers only. GOOD NEWS 


Restrictions are off. 
We're on the job to 





fill your orders as fast 
as we possibly can. 


ENVELOPE COMPANY ¥* 

















General Office and Factory Chicago Office and Warehouse 
Quality Park 564 W. Monroe Street 


St. Paul 4, Minnesota Chicago 6, Illinois 
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Gor Gelatin, Bluid and 
5t's Beck 


Beck supplies for stencil 
duplicators are well-known 
for their high standard of 
quality and exceptional 
value. Beck stencils assure 
complete visibility and easy 
proof reading. The Beck 
heme) Duplicator Corp. features 
em stencils, duplicating inks, 
EJ correction fluid, letter guides, 
ink pads, stylii, and all types 
of duplicating papers. 





The spotlight is on 
Beck's complete line of 
supplies for gelatin and 
fluid duplicators. Beck's 
duplicating carbon 
paper (Hectograph car- 
bons) is available in 
four colors — purple, 
red, green, and blue. 
Beck carbon paper is 
also combined with the 
master sheet and is sold 
as Beck Master Unit. 
Beck Duplicator Corp., 
also features printed 
master units, Hecto- 
graph ribbons, Hecto- 
graph inks, Hectograph 
pencils, cleansing cream, 
master paper, duplicat- 
ing papers and fluid. 





The Beck Duplicator Corp. 
presents a complete line of 
high grade supplies for all 
types of duplicators. Beck 
gelatin rolls—mounted on 
spindles to fit any size and 
make of duplicator— 
are matured and sea- 
soned rolls. These 
gelatin rolls are 
made in amber 
and white com- 
position on cloth 
or fiber backing. 













Write today for our complete, exciting three color bro- 
chure presenting all types of duplicating machines and 
supplies by Beck. 


Dealers’ inquiries invited. 


BECK DUPLICATOR CORP. 
18 WEST 18th STREET 


NEW YORK 11,N. Y. 
Telephone: CHelsea 3-7374 


BECK DUPLICATOR CORP. 
18 WEST 18th STREET, NEW YORK 11, N. Y. 


Please send your new 3 color brochure of office machines and sup- 
plies. Also include your price list. 


Name 
Address 


City Zone State 


By 
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amounts of leather will thus be available for such 
civilian items as luggage, footballs and other athletic 
equipment, office furniture upholstery and leather 
equipment for peace officers, guards and cowboys. 
However, all military and essential items still get first 
call on all leather. 

i) 


WPB ABANDONS “SPOT” AUTHORIZATION 


“Spot authorization for production, granted by the 
War Production Board in cases when the use of mate- 
rials and manpower did not interfere with the war 
program, has been abandoned, WPB announced 
August 27. 

The regulation, WPB pointed out, has become mean- 
ingless with the revocation of production limitation 
orders. Priorities Regulation 25, under which spot 
production was authorized, has therefore been re- 
voked. 

0 
MANSFIELD MAN NEARS 50-YEAR SERVICE MARK 


The half-century service mark at the 70-year-old 
Mansfield, Ohio, institution is near for H. W. Koch- 
heiser, president of the Charles Ritter Company. It 
was on Friday morning, November 13, 1895, that the 
senior Kochheiser started working at the Ritter com- 
pany, then known as Ritter’s Book Store, and owned 
by the late Charles Ritter. And he’s been at it ever 
since, making work his hobby. 

Back in 1895, the principal business of the Ritter 
store was the sale of window shades, wall paper, 
gifts, stationery, office supplies and a variety of 
imported items. Mr. Kochheiser’s first job was in the 
shade shop, measuring, making and installing the 
window coverings. His starting salary was $16 per 
month. He made deliveries with a two-wheeled cart 
over streets which were not paved and without side- 
walks. The cart was later replaced by a horse and a 
buck board. 

Starting to work every morning at 6:30, he re- 
mained until 10:30 or 11:30 every night. In spite of 
his many years of active service, he still gets to work 
not later than 8:30 am. and remains until about 
6 p.M., often returning at night to do odd jobs. 


Ritter’s at one time sold all the supplies and 
text books for all the schools in the county, as well 
as wall paper at both retail and wholesale, but this 
phase of the business was sold out in 1917 in favor 
of an enlarged office supply and equipment business. 
Mr. Kochheiser was associated with Charles Ritter and 
bought stock in the company. Upon the death of Mr. 
Ritter in 1933 he bought his associate’s stock and be- 
came president of the company—a position he still 
holds. In 1906 the store was incorporated as a stock 
company with five stockholders. It has been a Mans- 
field institution for 70 years. 

Contrary to the usual custom today, this veteran 
stationer has never joined any fraternal organization 
or luncheon club. He is an active member of the 
First Lutheran church. 

His secret ambition? To complete his 50 years at 
the store and then do as he chooses. He certainly 
has earned a long vacation. 

——— 
OFFICE SUPPLY STORE OPENS IN ATLANTIC CITY 

E. Russell Ashley of Ashley-McCormick Company, 
Bridgeton, N. J., announces that as of September 2, 
he has completely stocked an office supply store at 
1520 Pacific Avenue, Atlantic City, N. J. This location 
is the same one where, on January 1, he took over 
the Underwood Corporation branch in Atlantic City, 
operating with the Art Metal furniture line, Diebold 
safes, Ohmer cash registers and Do/More_ posture 
chairs. 

Lieutenant William S. Goff, who has just re- 
turned from overseas, and who was with Ashley- 
McCormick Company for seven years before the war, 
has taken over the management of the store. 

1945 
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.. your answer to 
Customers’ Demands for 


MOISTURE-PROOF COLOR 


The greater Pigment-to-Paper writeability of 
WEATHERPROOF VAN DYKE gains imme- 
diate acceptance. Here’s a colored pencil with an 
insoluble lead that’s really easier to write with— 
and fully legible, too. Pencil-sharpener strong; 
guaranteed not to break in normal use. 24-brilliant 


colors—that never run, wash or smear however Packed: in solid colors; 

damp or humid the user’s working place may be. No. 5663 Assortment —I2 colors; 
Display the handsome two-gross WEATHER- No. 5664 Assortment—24 colors; 
PROOF VAN DYKE display case (No. 5600D) and No. 5600 D Counter Cabinet 


within easy reach on your counter to increase 
colored pencil sales and profits. 


EBERHARD FABER 


Leadership IN FINE WRITING MATERIALS SINCE 1849 
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dn the manufacture of waste baskets, utility receptacles, 
sandurns, cuspidors, desk files and similar products, no com- 
pany has a finer standing than Lawson—a name known 
through 129 years of outstanding service to dealer and user 


alike. 


We are rapidly reconverting to the full production of 
Lawson Stationers’ Products which have for so many years 
maintained their leadership of this field. 


THE F. H. LAWSON CO. - - - CINCINNATI 4, OHIO 
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LEANSING 
CREAM 


I 


moves Metteon.., 


“wvegraph and ou. 
or 
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OTHER “udkscopy PRODUCTS 


Autocopy Spirit and Hecto- 
graph Carbon Paper. Avail- 
able in purple, blue, green or 
red; soft, medium or hard 
finishes. 
* 

Autocopy Master Sets 
(Plain). For all spirit dupli- 
cators. 





* 
Autocopy Ribbons, made 
of the finest cloth, in semi or 
full inkings. Colors: Purple, 
Purple and Red. Copying and 
in combination with Record 
Inking or special purposes. 


WRITE FOR LITERATURE 
AND PRICES. 
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IN 30 SECONDS... AUTOCOPY CLEANSING CREAM 


Removes Hours of ‘Copy Machine Stain’’ From Hands! 


The most frequent complaint of copy machine operators—stained 
hands—is simple to eliminate. For in only 30 seconds, Autocopy 
Cleansing Cream removes the stain acquired on hands in hours of 
work. With all its speed and positive action in removing Hectograph, 
Mimeograph and other ink stains, and grease or oil, too, this all- 
purpose cleansing cream acts gently; leaves hands soft and smooth; 
does not mar nail-polish. 


AUTOCOPY GELATIN ROLLS FOR BRILLIANCY 
OF COPY... AND LONG SERVICE LIFE 


By our exclusive formulas, Autocopy Gelatin Rolls are compounded 
to insure longest efficient use under varying climatic conditions. No 
bubbles, dents or waves on Autocopy rolls. Autocopy rolls consist- 
ently produce clean, bright and perfect impressions. Autocopy Gel- 
atin Rolls are available for all makes of duplicators—are ‘‘standard 
material’ with many of the Nation's largest users. 
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LITTLE THINGS 


that count! 


Office Efficiency depends upon 
perfection in every detail... 
That’s why so many dealers sell 
BARKLEY Filing Supplies 


Patent No. 2248355 and D 128118 


America recognizes this tiny 
lapel emblem and salutes every 
man and woman who wears it. 
It is a mark of distinction and 
serves notice that its wearer has 
served his country honorably 
and well. A little gold button 
but what a measure of patriot- 
ism it reveals. May we also call 
your attention to the service 
record of DURABILITY Filing 
Supplies. For almost 25 years, 
these filing supplies have done 
a noteworthy job in offices 
throughout the land and by so 
doing have won the loyalty and 
esteem of dealers from coast 
to coast. That's why we so often 
sey "Selling BARKLEY is like 
selling business insurance to fil- 
ing departments.’ Dealer in- 
quiries are invited. 


VERTICAL 
FILE FOLDERS 










VERTICAL 


FILE GUIDES Established 1921 


[. L. BARKLEY & CU. 


Manufacturers of Filing Supplies 


17 S JEFFERSON STREET a lier Velo me ama let 
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PITNEY-BOWES MAKES CHANGES IN STAFF 


Pitney-Bowes, Inc., Stamford, Conn., manufacturing 
postage meters and mailing machines for business and © 
Government, has announced a: broad reorganization © 
and expansion of its sales staff. Harry M. Nordberg © 
has been named manager of postage meter sales, © 
Frank A. Nuttall, manager of general mail equipment | 
sales; Elwood M. Davis, manager of branch office oper- 
ations; and W. L. Frew, manager of tax machine sales. © 

Vice-president W. R. Greenwood, in making the ~ 
announcement, stated that the company has already ~ 
launched the largest program of sales expansion in | 
its history, with the primary aim to extend metered | 





























HARRY M. NORDBERG FRANK A. NUTTALL 
mail service, through postage meters, to smaller 
and medium-sized business concerns. He pointed out 
that Government postal revenue collected through 
business firms’ postage meters last year reached an 
all-time high of $189,000,000—approximately one-fifth 
of all U. S. mail. 

A number of branch manager appointments were 
also announced. The new managers will handle the 
company’s affairs at Houston, Tex., Charlotte, N. C., 
Richmond, Va., Memphis, Tenn., Seattle, Wash., and 
San Antonio, Tex. 

To Houston goes Oliver C. MacGregor, recently re- 
turned from three years’ service with the Navy, suc- 
ceeding Donovan Erard, who will take charge of 
the branch at San Antonio. 

James W. Wilson, former branch manager at Mem- 
phis, is assigned to Charlotte, succeeding William M. 
Walsh, who is transferred to Albany, N. Y. Frederic 
M. Walsmith is appointed to the Memphis position. 

T. L. Strawhand is appointed branch manager at 
Richmond, succeeding Edwin H. Reavis, recently ap- 
pointed southern regional manager. 

Frederick E. Wood is the appointee for the Seattle 
branch. He is a former field consultant of the com- 
pany’s special machines division and served previously 
as a sales representative at Newark, N. J. 

: ett 


BURROUGHS VETERAN SETS UP OWN BUSINESS 

After completing 22 years service with the Burroughs 
Adding Machine Company, R. E. Wilson has left that 
organization to establish his own sales and service 
agency at 1733 Seventh Avenue, S.E., Cedar Rapids, 
Iowa. With the exception of four years in the sales 
field, his entire time was spent in servicing equipment. 
Factory-trained, he is familiar with all styles and 
classes of machines, including letter-writing equip- 
ment. 

rs 

VET STARTS NEW BUSINESS IN NEBRASKA 

Kenneth Phillips, war veteran and winner of the 
Purple Heart, has accepted an agency at Holdredge, 
Nebr., for the sale of Remington Rand typewriters and 
adding machines. Mr. Phillips will serve Dawson, 
Gosper and Phelps counties. A service department 
for office machines will be maintained at the Daily 
Citizen quarters and office supplies will be sold. 
1945 
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THE SIMPLE ANSWERS CAN BE STATED IN TERMS OF SCHOOLBOY ARITHMETIC 


DISCOUNT: EXAMPLE: sranos x, y AND 2, 


HAVE HIGH LIST_BETTER 
+lLOW COST GROSS 


AS AGAINST 
COLUMBIA BRANDS, 


WITH TOP QUALITY 


+ REGULAR DISCOUNTS 
+ SALES COOPERATION= sr fe 
+ TURNOVER 


WHICH ? 


BIG IDEA: 


ASK US TO PROVE IT BY BUILDING YOUR PROFITS! 


COLUMBIA cCaRBON PAPERS 
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e Why, that’s easy, ma’m! It’s the All-Steel-Equip 
Company. They make the line of files that are known 
from coast to coast for durability, smart appearance 


and improved features. 


A-S-E’s the luxury line of files with smooth-action 


drawers, smooth-locking mechanism, rugged, heavy- 





weight steel construction, trouble-free follower . . . and 


extra filing capacity—actually 26% inches of 


clear filing space! 


Don’t delay—write today . . . let us tell you 
more about A-S-E Aurora Files—it’s the line 


that is backed by more than 33 years of 


We also manufacture 
a complete line of steel 
storage and wardrobe 
cabinets. Write today 
for full information. 


engineering experience in the 


production of precision products! 
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ALL-STEEL-EQUIP COMPANY, INC. 


600 Cleveland Avenue, Aurora, Illinois 
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@ The United States has more than 
doubled its population since the Sheboygan 
| Chair Company was founded 77 years ago, and 


our company has grown from a small organiza- 





tion to a manufacturing institution with nation- 
wide recognition. 
During these many years, we have built up 


an enviable reputation as designers and builders 





| of good chairs. We have built up 
a great dealer organization, and we 
owe an obligation to the dealers 
who have helped us grow to our 
present size and importance. Dur- 


ing the past months, when normal 














ways of life and business have been greatly dis- 
rupted, we have endeavored to meet that obli- 
gation with equal fairness to all. 

The patience and co-operation shown by our 
dealers while we were fulfilling our obligation 
to our country is about to be rewarded. Some 
chairs in some designs are now available for 
immediate shipment, and we expect soon, with 
our increased production capacity, 
to build enough chairs to supply 
the demand, including interesting 
new patterns that will be ready 
for production as soon as materials 


are available. 





7 SHEBOYGAN CHAIR COMPANY 


J 


. Designers and builders of good chairs since 1868—for homes, offices, schools and institutions 


= SHEBOYGAN, WISCONSIN 
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PEACE-TIME NEEDS 
MEAN MORE BUSINESS 


Conversion from war-time to peace-time pro- 
duction is the dealer’s opportunity to develop a 
worthwhile and lasting business. The more ad- 
vanced methods adopted for war-time needs will 
likewise be selected for peace-time needs. Here 
are a few Cesco items it will pay to concentrate 
on: 


VISIBLE RECORD BOOKS 


For Sales and Prospect records, Inventory and 
Stock Control, Purchase Records. Many stock 
forms available. Automatic and Non-Shift 
books. Immediate deliveries. 


SOCIAL SECURITY RECORDS 


An up-to-date series of forms—for most every 
size business. Subsidiary records for the orderly 
procedure of personnel and classification 
changes. 


CATALOG COVERS 


For post-war catalogs, sales manuals, price lists, 
and other sales literature. Many styles and types. 


Literature on Request 


Send today for descriptive catalogs and informa- 
tive booklets. They should be in the hands of 


every dealer. 


PLACES. 
































The C-€- SHEPPARD CO. 


** 4407 21: Streef.- LONG ISLAND CITY, N.Y-:- 
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For Our Country 








*« GOLD STARS « 


in the Industry’s Service Flag 








Lt. Gordon E. Myers, 24, son of Mr. and Mrs. Claude 
F. Myers, Sr., of Kansas City, Mo., was one of 18 
airmen killed in a collision of two Superfortresses 
over Weatherford, Tex., on August 17. Lt. Myers was 
navigator on one of the planes. His father and 
brother, Claude F. Myers, Sr. and Jr., operate Myers 
Office Furniture Company at 912 Grand Avenue, 
Kansas City. 

Two crewmen, both injured, were the only survivors 
of the crash, which was witnessed by hundreds of 
onlookers. The decedent had been in the service 
since February, 1943, and was in the process of transi- 
tion from B-17’s to B-29’s. Previous to his induction 
he had been employed at the North American Aviation 
plant in Kansas City. He was educated at the Uni- 
versity of Illinois and at the University of California 
at Los Angeles. 

Surviving, besides his parents, are his wife, Mrs. 
Jessie Fairley Myers; a 24-year-old daughter, Jesdon 
Myers; and two brothers, Claude F. Myers, Jr., and 
Ralph E. Myers, both of Kansas City. 

a yan 
HANNAM NEW ALLIED DISTRICT SALES MANAGER 


William F. Hoefer, president of the Allied Carbon & 
Ribbon Manufacturing Corporation, New York City, 
has announced the appointment of Jack Hannam as 





JACK HANNAM 


district sales manager. Mr. Hannam until recently 
was New York sales manager for a local concern. 
In his new position, he will devote his abilities to 


handling the company’s greatly increased supply busi- | 


ness in New York, as well as using his recognized 
organization talents to build and expand the sales 
force. 

Mr. Hannam has for years been recognized as an 
authority on the application and usage of typewriter 
ribbons and carbon paper on office machinery and 
complicated business forms. 
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RE 1S OUR ADVERTISEMENT IN THE 
SATURDAY EVENING 

ial Oct. 6 POST Oct. 6 
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Of 18 fi marks many years Continuous Advertising in Sat- 
resses ay Evening Post, Collier’s, This Week, American 
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and eekly and Life. 

yers [Sky-Rite Advertising is also in Ladies’ Home 
enue, gymal and Good Housekeeping. 

; ur famous “PERSONAL” copy signed by 
ivors ; ag 
is of gt Emma is running in Newspapers from 
rvice st to Coast. Thousands are writing Aunt 
ansi- jpma for Samples of Genuine Sky-Rite. 
ction Jsky-Rite Lightweight Stationery is 


care ays in Trade Papers—Covers and 
ornia_ #ll pages predominate. 


Mrs, DMILLION READERS A MONTH 


sdon reading the Sky-Rite message— 
and Modern Trend is toward the 
of Lightweight Stationery— 
All correspondence. Plane 
train or mule back.” 
BBERS COAST TO COAST 
SKY-RITE 


74 Varick Street 
New York #3, N.Y. 
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Bassick ‘“‘Diamond-Arrow”’ office chair casters with 
their famous, patented “‘full-floating” ball race construc- 
tion —are the standard of quality in the industry. Com- 
bining maximum ease in swiveling with economy, they 


have for years been the largest-selling quality casters. 
7 & 84 ; 


YES — deliveries are slow, but we hope that conditions 


will soon change so we can ship your orders promptly. 


Bassick, world’s largest manufacturer of casters, also 
makes the complete line of floor protection equipment: 
cushion glides, NoMar rests, NoMar cups. The dealer 
who sells the Bassick line is in the best position to 
secure present as well as future business. THE BASSICK 
COMPANY, Bridgeport 2, Conn., Division of Stewart- 
Warner Corp., Chicago, Il. In Canada: Stewart-Warner- 


Alemite Corporation of Canada, Ltd., Belleville, Ont. 
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WATERMAN OPENS NEW SALES, DISPLAY ROOMS 

Visitors to the new L. E. Waterman Company sales 
and display rooms at the corner of Broadway and 
Fulton Streets, New York, N. Y., now have an oppor- 
tunity to see a good example of post-war design and 
direction combined with post-war efficiency in opera- 
tion. Many of the ideas can be readily utilized in 
retail store improvement. 

Purpose of the new location is threefold—first, 
to provide sales and repair facilities for metropolitan 





WATERMAN OPENS NEW SALES AND DISPLAY ROOMS 
IN NEW YORK CITY—Above: a pedestrian’s-eye view of the 
new sales and display offices recently opened by the L. E. 
Waterman Co. at the corner of Broadway and Fulton Street. 
The wholesale counter is to the right, service and repair coun- 
ter to the left. Below: a part of the public display section of 
Waterman's new sales and display rooms. Unusual design of 
cabinets adds to the effectiveness of displays. Beyond this 
section is the sales display room. 


dealers; second, to handle fountain pen repairs for 
the public; third, to provide executive offices for 
Charles S. Kernaghan, Waterman’s sales manager, and 
his New York staff. Retail sales were discontinued 
shortly after Pearl Harbor at all Waterman’s display 
rooms. 

Greatest amount of the 7,000 square feet of floor 
space is devoted to the public display room, the 
right side of which is assigned to dealer functions of 
various kinds. It is particularly planned to assure 
dealers of prompt delivery of merchandise. 

Left side of the room, in addition to accommodating 
the information center and cashier, is devoted to pen 
repairs. A force of repair men, located behind the 
mirror-glass partition, is ready to serve the general 
public. 

From a decorative standpoint, the new sales and 
display rooms leave little to be desired. In the main 
public room, for example, walls are decorated in tints 
of blue—ranging from soft, pastel shades to the deep 
midnight blue of the mirrored partition. They pro- 
vide striking contrast with the special red tiling of the 
floor, selected for its walking comfort and ability to 
absorb noise. Ceilings are also sound-absorbing and 
have been designed to permit the installation of air 
conditioning. All lighting throughout is fluorescent 
and indirect. Huge photographic murals have been 
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The Davidson Sime | 


























Davidson 
FOLDING MACHINES 


Machine folding of statements, form 
letters, bulletins, advertising litera- 
ture, etc., as accomplished with a 
Davidson Folding Machine, has 
proven amazingly economical in hun- 
dreds of banks and business offices 
throughout the country. 

The Davidson Line includes three 
models, each built for high speed, 
precision folding, and are equipped 
with automatic feed. The No. 121, 
shown above, is for simple one and 
two parallel folding. 





Model 133—4-Way Folder. Produces 
an almost limitless variety of one, 
two, and three way folds. 





Model 129—2-Way Convertible. Can 
be converted into a 3-Way or 4-Way 
Folder by addition of extra units. 
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OR over a quarter of a century, Davidson has built 
automatic paper feeders that have won unquestioned 
leadership in their field. Davidson Feeders have been and still 
are standard equipment on well known duplicating machines. 


Today, the Davidson Dual Duplicator, equipped with this 
same famous feeder, has won an enviable reputation in busi- 
ness and industry for its remarkable efficiency, low operating 
cost, and superior quality of work. 


Unlike other duplicators, the Davidson will handle both 
offset and relief work . . . reproducing from paper or metal 
direct offset plates, photographic offset plates, type, electro- 
types, and rubber plates. And only a Davidson can give you 
all this in one machine. It fits into modern office re sod 
where multiple copies of orders, shipping documents, pro- 
duction specifications, bills of material, etc. are needed, pro- 
ducing dozens or hundreds of copies with but a single writ- 
ing. This is particularly important where more copies are 
needed than can be produced with carbon paper. And with a 
Davidson, every copy is an original. It does remarkably fine 
work...clean, sharp copies from first to last... letterheads, 
envelopes, office forms, form letters, advertising folders 
in one or more colors, shipping tags, and many pe items. 

The complete story of the Davidson is contained in our 


booklet, ‘Questions and Answers about the Davidson 
Dual Duplicator.”” Write for your free copy today. 


DAVIDSON MANUFACTURING CORPORATION 
1048-60 West Adams Street, Chicago 7, Illinois 
Agents in principal cities of U. S., Canada, Mexico 


Davidson agents offer a complete offset plate-making service and carry a full line of 
Davidson plate-making equipment, accessories, and supplies. 


Yavigson 
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ONLY the enormous Shaw-Walker dealer franchise embodies a// 


essential profit-producing elements. 


A 1 —Twelve complete lines from this single source of supply. 
Results: —Simplified inventories, less office work, more 
quantity discounts by grouping orders. 


2—The best-known trade-mark in the industry. 

3—The OFFICE GUIDE, a 436-page catalog that helps 
the salesman on every call. 

4—A complete line of Fire-File equipment and other fast- 
selling repeat items available only from the S-W dealer. 





The Shaw-Walker 8,000 item franchise is the trade’s most 
valuable. It’s worth asking for. 
RIGHT NOW there are a few cities where we are willing to 


make a change. Yours may be one of them. 











LARGEST EXCLUSIVE MAKERS OF OFFICE FURNITURE AND FILING EQUIPMENT IN THE WORLD 
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employed throughout the display rooms and executive 
offices to good advantage. 

Martin Donnelly, who recently completed 45 years 
of service with the company, is in charge of the new 
quarters. Design and construction was supervised by 
Col. A. W. V. Pohl, Waterman’s vice-president. 

nn oes ec 
STATIONER URGES GIFTS FOR VETS OVERSEAS 


A very effective method was adopted by Harry 
Scroggs, stationer and office outfitter of Hawthorn, 
Calif., to call attention to the fact that there would 
still be thousands of boys overseas at Christmas, and 
that more than ever, in the monotonous duties now 
confronting them, they would weicome Christmas gifts 
from home. In August, he published an ad in home- 
spun verse that struck home to Mr. and Mrs. Average 
Citizen who had loved ones still across the water. 


It ran as follows: 
Dear Friends: 


A bass was a-nibblin’ an’ a-bitin- at my hook, 

An’ I was reflectin’ on how our peace does look. 

He nibbled again and then let it be. 

An’ I was a-wonderin’ how many boys still oversea 

The Japs have hollered “Uncle,” an’ we've celebrated 
V-J Day. 

The war is over for many—an’' so is their weekly pay. 

But how about that soldier ‘ats still shoulderin’ his gun 

An’ has to stay for months to put the bee on that old 


Son o’' Sun? 
I imagine our celebration was a mockery to his ear, 
But a Christmas gift would be welcome from someone very 
dear. 
Our duty yet is to this Boy, wherever he may be 
Whether markin’ time in Europe, or ‘cross the Pacific Sea. 
We suggest sumpin’ ’at would give him comfort for his 
lonely night— 
A book o’ funny stories, an’ a hand-carved briar pipe. 
A checkerboard or deck o’ cards to while his hours away, 
Er a Dunhill service lighter when his matches go astray, 
Some fancy stationery fer to write his girl a letter, 
A fountain pen or pencil so he can write the better 


An’ fer the folks at home a radio in a table-model type 
’'Tis a 5-tube job, and it’ll get your station just right. 
There’s no priority—an’ you kin buy it fer money alone 


An’ fora portable model it has a most beautiful tone. 
You can buy fer cash, charge, or on our lay-away 
So come in an’ look around jest any old day, 
HARRY. 
— 30 >-e—_____ 


SOCIAL SECURITY HAS TENTH ANNIVERSARY 


V-J Day on August 14 also marked the tenth 
anniversary of the Social Security Act which set up 


Old-Age and Survivors’ Insurance, Unemployment | 


Compensation, and Public Assistance. The three pro- 
grams enable the United States to better meet the 
shock of post-war unemployment than was true at 


the close of World War I, Social Security Act adher- | 


ents declare. 

The Old-Age and Survivors Insurance program, 
which is operated by the Federal Government, pro- 
vides for the payment of monthly benefits to workers 
and their families when the wage earner retires at 
age 65 or later, as well as to the widows and children 
of deceased workers of any age. 

Accumulation of over $6,500,000,000 in Federal and 
state unemployment insurance funds provides unem- 
ployment insurance for about 36,000,000 workers in all 
States, qualifying them for weekly payments if they 
are thrown out of work involuntarily and remain 
unemployed for more than a short time. 

Under Public Assistance, which is also operated by 
the states with Federal collaboration, monthly pay- 
ments are at present provided for more than 2,000,000 
old people and 640,000 dependent children. 

ainenweesilgiliaibipaacion 


NEW OWNERS FOR SPENCER, IOWA, FIRM 


Ralph G. Barton and George M. Bergstrom have 
announced the purchase of the Bowman Business 
Supply, printing and office equipment, at Spencer, 
Iowa. Mr. Barton was with the Sioux City Journal for 
35 years and Mr. Bergstrom was connected with Per- 
kins Brothers Company at Sioux City for 20 years. 
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TYPEWRITER RIBBONS 
AND CARBON PAPER— 


“GRAND 
PRIZE 





Quality Material 
for 


Quality Performance! 












Why be satisfied with 
“second best” when 
“Grand Prize” typewriter 
ribbons and carbon pa- 
per assures first class re- 
sults in clean, sharp, per- 


manent work? 


PACIFIC CARBON 
& RIBBON MFG. 
CO M P ATES 


J. FRANCIS O’CONNOR, Pres. 


Head Office & Factory 


1451 Harrison St., San Francisco 3, Calif. 
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NATUNAL 


JESAS 





NATIONAL EXECUTIVE DESK 
No, 6612S 66" x 36" 


To every executive office this National 
Desk lends an air of distinction, of dig- 
nity and of assurance—the subtle ex- 
pressions of refinement and good taste. 


Naturally the demand for this outstand- 
ing example of National craftsmanship 
exceeds production due to the labor 
and raw material situation, plus the fact 
that much of our facilities are actually 
engaged in war work. With our very 
limited production deliveries are defi- 
nitely retarded. Your patience and 
understanding in this emergency are 
appreciated. 


NATIONAL DESK COMPANY 


HERKIMER, NEW YORK 














126 


| PROMOTE INDUSTRY FOR YOUR OWN BENEFIT 


(Continued from page 32) 
so to speak—when the first buying panic of new ma- 
chines has been satisfied. 
Probably the office machine dealers as a group have 
been too selfish in striving for an immediate and 
direct remuneration for their efforts, with almost total 


| disregard for general and future effect of their 
| methods on their individual businesses and their in- 


dustry as a whole. The members of some industries 





MILLER HUGGINS 


have co-operated with one another to the ultimate 
good of their customers and themselves by the de- 
velopment of higher standards of operation. 

It is important for the office machine dealers to 
give serious consideration to the development of the 
standards and ethics of practice in our industry to 
make it of the greatest possible value to our business 


| customers and by doing that, more profitable to our- 


selves. 
Many Points Bear Repetition 


There are many things that could be taken into 
consideration along the above outline of development, 
but only a few can be included here. In any con- 
sideration many of the topics are repetitions of what 
we have heard and read, but they are always timely 
because they are always problems of the progressive 
dealer to try to handle better. Many of the problems 
of the office machine dealers’ business are like the 
little boy who climbs upon his daddy’s knee and 
asks him to tell him about the three bears. He has 
heard the story many times but it interests him again. 
So many of the problems of our industry have been 
analyzed many times but they provoke our constant 
consideration. 

Repair service is probably the one that is kicked 
around the most. It has been given lots of lip de- 
velopment and not too much real development. The 
majority of dealers agree that good repair service is 
one of the best means of building the office machine 
industry. An efficient, prompt repair service by high- 
class factory-trained men, working in a completely 
equipped shop, with a good stock of parts for the 
machines that service is offered on, is vital to the 
success and growth of any dealer. Too often the 
emphasis is placed on the price of the service ren- 
dered rather than the quality. The office manager 
should be more interested in the capabilities of the 
repair man and the completeness of his equipment 
and parts than he is in the immediate charge for 
the service. It is up to the dealer to inform the 
office manager of the advantage of the most reliable 
service. It is up to the dealer to improve his shop 
to the highest standard and have a factory-trained 
and experienced expert in charge, whether he has 
one, six or a dozen repairmen. 

Practically all the manufacturers of office machines 
have regular repair schools and will give your service 
man special training if you will send them to their 
factory or large city office. Many dealers who have 
availed themselves of this training for repairmen 
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WEAREVER Zenith 
Sel... « FRG 






WEAREVER Zenith 
Pen... $1.95 






WEAREVER Pacemaker 
Ha. sa Se 









WEAREVER DeLuxe 
Pen... $1.00 


WEAREVER Pacemaker 
Pass. «2 S275 


$ 
IGaTIER POST: WAS ee 


©reas, v. k., Inc. | 
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No. 600: Leatherette and Fibre-X, With Border. 

Executive Type Only. Made Extra Comfortable with 

50% Shredded Foam Rubber, 50% Cotton Felt. 
Lists at $5.00 


| emphasizes it in making a sale. 
deserving of guarantee service ahead of a user on a 





y, 





a 
EASY SALES 
+ 


CONSTANT TURNOVER 
equals — 
BIGGER PROFITS 
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are more than satisfied. Certainly many of the 
troubles with all types and makes of office machines 
that cause dissatisfied customers and disgruntled 
dealers for the manufacturer are not very serious— 
only little things that might happen to any mechani- 
cal device which could be repaired or adjusted by a 
mechanic who was trained and quite thoroughly 
familiar with such machine. We have heard severe 


| criticism of a certain adding machine by dealers at 


dealer meetings because it was not properly built. 
We were selling the very same machine in large num- 
bers with only the average number of repair calls, 
all of which were being taken care of by our service 
men because they had proper knowledge of the mech- 
anism. Most dissatisfaction is due to dealers’ lack 
of trained servicemen. 

Guarantee repairs are one of the necessary evils 
of the office machine dealer’s business, it seems. The 
guarantee work is not revenue-producing, yet the 
customer is most certainly entitled to it because the 
manufacturer publicizes it and the dealer usually 
Really, the user is 


regular repair call because he has already paid for 


| his repairs when he paid for his machine, whereas on 
| regular calls payment is made after the work is done. 


The obligation is to the customer with the guarantee 
repair. Gratis repair calls either on new machines or 


| guaranteed overhauls might be pushed aside or neg- 


lected temporarily to give preference to revenue-pro- 
ducing calls. Why not make the gratis call produce 
something, at least in the nature of good will and ad- 
vertising, by instantaneous response? Good will for 
the manufacturer and especially for the dealer is 
all that can be gained directly from guarantee service. 
The good will can be created by the customer’s seeing 
the repairman walking in the door when he lays the 
telephone down or hears the service car coming 
down the road if it is an out-of-town call. Let’s 
prove that the guarantee is not just a selling state- 
ment. 

Needed 


Every dealer should have definite policies in the 
conduct of his business. There should be a definite 
itemized list of what “repair,” “clean and oil,” “over- 
haul,” and “rebuild” each includes, so that a user 
could have a standard to go by in comparison of values 
offered by two services. It also creates in his mind the 
difference in the type of jobs if he is being approached 
by a non-progressive dealer with poor equipment and 
a low-priced mechanic using a cheap job at a low 
price to secure work. A definite policy on which of 
the repair jobs are guaranteed and how they are 
guaranteed is important. Certainly, an overhaul or 
rebuild should be given some guarantee. If the dealer 
does not have that much confidence in the customer’s 
machine and his shop, the work would likely be a 
poor investment for the user. Such a policy could 
prevent many misunderstandings and ill will. There 
should be a definite policy on what allowance of 
rentals and repair charges can be taken as credit 
on purchases and the limit of time on them. There 
are many other conditions that a policy should cover 
but the ones mentioned are the special points wherein 
dealers’ policies differ that cause customer misunder- 
standing. In many cases dealers do not have a fixed 
policy on these things, but settle each occurrence as an 
individual deal, which develops into a bad practice. 

Although some of the important problems of prime 
importance, in my estimation, have been mentioned 
above, there are many others. The one constructive 
attitude that every dealer should resolve to take is 
one of co-operation toward every other legitimate 
dealer, especially those in his territory. If the more 
influential dealer will try to co-operate with the 
dealer who is not considered so ethical or progressive 
in the conduct of his business, oftentimes improve- 


Definite Policies 
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to the community and office machine user will result. 
Urge your competitor to belong to your state office 
machine dealers association and subscribe to the office 
machine magazines to broaden his viewpoint. Get 
acquainted with him and encourage him to do a better 
job in the office machine business. 

Every office machine dealer in the U.S.A. should be 
a member of the National Office Machine Dealers 
Association and his local. Their program is construc- 
tive and productive for the office machine industry. 
There is much they are doing in these times for the 
dealer and much more they will do, if they have the 
support of the thousands of dealers who needs the 
penefit that would result from their membership. 

Se eee ne 

ELECT NEW OFFICIAL OF MURPHY CHAIR CO. 

Hamlin L. Gresinger of Cleveland, Ohio, has been 
elected executive vice-president of the Murphy Chair 
Company, Owensboro, Ky., by its board of directors, 
according to an announcement made by Gleeson 
Murphy, Jr., president. 





the price division of the OPA in Washington, and 

















HAMLIN L. GRESINGER 


for the past two years has been with a Cleveland 
manufacturer of ground-air identification materials 
for the past two years has been with a Cleveland 
counsel. 

From 1936 to 1941, Mr. Gresinger was vice-president 
of the B. L. Marble Chair Company, Bedford, Ohio, 
manufacturers of office chairs. Prior to that time, 
he practiced law in Cleveland, specializing in corpora- 
tion, tax and railroad law. He was graduated in law 
from Western Reserve University. 

I 
HY LINDEN SETS THEM UP AT GLTC MEETING 

The August 24 meeting of the Great Lakes Travelers 
Club resolved itself into a birthday celebration for Hy 
Linden, of Ace Fastener Corporation, who provided 
refreshments for all who would participate. Mace 
Cole, of Stein brothers Manufacturing Company, had 
as his guest Walter Collins of Dallas, who will travel 
for Stein in the Southwest. The meeting was enlivened 
by discussion as to time and place for a Victory golf 
outing to be held early in October. 





The place of the ceremony, the Last Frontier Hotel, 
Las Vegas, New Mexico, may or may not be significant, 
but anyway Jim Davison has deserted the bachelor- 
hood ranks. The charming bride is Mrs. Marjorie 
Taylor, who for the past ten years has been style 
consultant for the Quaker Lace Company, New York, 
N. Y. After the wedding on September 5, Mr. and 
Mrs. Davison spent some time visiting his trade as 
representative of the Fritz-Cross Company and Jasper 
Office Furniture Company, and in touring the national 
parks. They expected to make their home near San 
Francisco. 
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DePelodole 


FINEST CUSTOM QUALITY 





To many of our customers, the word DEPENDABLE is 
synonymous with MIDCO the Perfectlite portable fluorescent 


| desk lamps. 


The undeviating adherence to the highest standards of excel- 


: | lence in design, materials and custom workmanship, maintained 
From 1941 to 1943 Mr. Gresinger was counsel for | 6 I 


through the years, is constant assurance that every lamp deliv- 


| ered will render maximum service, free from operating troubles, 


superior in lighting efficiency and an attractive, durable finish. 
This policy has won for us and our dealers the maximum in 
customer good-will, in itself a continuing source for mutual 
profit. 


Current demand for MIDCO the Perfectlite lamps is heavy. 
which, together with the temporary tightness in both material 
and labor, may cause some delay in shipments and may, for 
the moment prevent us from maintaining our usual prompt 
service. If you have not yet placed your order, we urge that 
you do so immediately. All shipments will be made in the 
order of their receipt. 


4200 Series 
MIDCO the Perfectlite 
fluorescent desk lamp 





MIDCO 
Adjustable Clamp-on 
Model 1006-A 
Double Arm 





DESCRIPTIVE FOLDERS AND DETAILED 
INFORMATION ON REQUEST. 


Midwest Naturlite Company 


228 West Kinzie St. Chicago 10, IIlinois 
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the amazing new way to attach 
typewriters to desks securely... yet 


lift them off Te A easy motion — 


WITHOUT REMOVING 
A SCREW... 


THAT MAKES SERVICING 10 TIMES EASIER! 














Put SILENT SENTRY on in j Clean and repair 
LESS THAN i inside the machine 
without 
5 i Q ell removing 
MINUTES i ) the base 
i 
| ° | H ile 
| ili i +Y 
i a 




















Fits Any Standard Make Machine : Typewriter Movable 


\ Back and Forth 
RovAtl for typing 
convenience, 


SMITH-CORONA 








ond ye 
oni oo oe 
ef \ 

WoopsToc ©* | 


... these and 9 OTHER FEATURES make 
SILENT SENTRY the PROFITABLE-Selling 
typewriter base every dealer should know about 


Not just an ordinary felt pad, but a mechanical 
improvement for every standard make typewriter 

. that's "Silent Sentry."’ No more ugly holes in 
desks — four small screws are all that is required 
to fasten typewriters securely to desks or stands, 
when you fasten it the ‘Silent Sentry’’ way. Yet 
your mechanic — without removing a screw —can 
turn the machine on its back, and without removing 
the base, clean and repair inside me. machine! 


Write today for full illustrated details of 
this newest, most revolutionary typewriter Ls, 







base. It spells profits for you in many = 
different ways. Certain territories still < 
available TYPEWRITER 


BASE 
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96 LIBERTY STREET @ WOrth 2-1823 @ NEW YORK 6, N. Y. 
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G. M. DENNY NEW HEAD OF TRANSYLVANIA 


At a meeting of the stockholders of the Transyl- 
vania Printing Company, Lexington, Ky., on August 3, 
Gayle M. Denny, general manager of the firm for the 
past three years, was elected president. Mr. Denny 
succeeds Robert S. Byars, who was president from 
December, 1942, until his death on June 28, 1945. 

Mr. Byars, for 21 years a partner in the printing firm 
of Hurst & Byars, Lexington, Ky., bought the interests 























ROBERT S. BYARS 


GAYLE M. DENNY 


of Mrs. Ben Spicer and Charles N. Lyle in November, | 
vice-president of | 


1941. He was elected executive 
Transylvania Printing Company at that time and 
served in that capacity until he was elected president 
in December, 1942. Ben Stapleton, vice-president and 
general manager of Transylvania at the time Mr. 
Byars acquired an interest in the company, was 
then a reserve officer in the U. S. Army. He was 
called to active duty in May, 1942. He was trans- 
ferred to the Signal Corps and assigned to the Lex- 


ington Signal Depot as property officer. He was pro- | 


moted to the rank of captain about a year later, 
and in June, 1943, was sent to the European theater. 
He has since been promoted to the rank of major 
and is at present with the Signal Corps somewhere 
in Germany. 

The new president, Gayle M. Denny, started with 
the Transylvania Printing Company on August 1, 1936, 
as shipping clerk. He came up through the ranks 
during the succeeding years, holding almost every job 
in the firm, with the exception of the printing de- 
partment. Mr. Denny, store manager under Ben 
Stapleton, was elevated to general manager in May, 
1942. At 32 years of age, he is the youngest president 
the Transylvania Printing Company has had in its 
entire history of 73 years. He is married and has two 
children, and is a member of the Lexington Board 
of Commerce, the Junior Chamber of Commerce, the 
Kiwanis Club, and secretary of the board of officers 
of the Broadway Christian church. 

Other officers elected at the August 3 meeting were 
Mrs. Caroline S. Barrow, vice-president; Mrs. Frances 
C. Byars, secretary; Joseph B. Lynch, treasurer; and 
J. Lindsey Thomason, general manager. Mr. Thoma- 








a 


son, who has been with the company for 15 years, | 


was formerly an outside salesman in 
Kentucky territory. He was appointed store manager 
in 1942, and elevated to general manager August 3, 
1945. 

The Transylvania Printing Company has had a long 
and prosperous career. The firm was first established 
in 1872, under the name of The Transylvania Print- 
ing and Publishing Company. It was established for 
the primary purpose of printing and publishing books 


and various writings of professors at Transylvania 
College, the oldest college west of the Allegheny 
Mountains. 


The company was first incorporated on June 15 
1908, with Thomas M. Owsley as president. He served 
with the firm in this capacity until his resignation 
May 31, 1919. John P. Barrow was then elected presi- 
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BATES NUMBERING MACHINE: 
the world’s standard 
of quality for more 

than fifty years. 





OFFICE HELPS 


BATES STAPLER: 
makes its own staples, 
5,000 in one loading. 

Can’t jam or clog. 
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At Office Supply Dealers Everywhere 
THE BATES Mfg. Co., Orange, N. J. 
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@Tii BIG BATES B that tells 


the story of Bates OFFICE HELPS 


and Bates Quality will be in the 


Saturday Evening Post every 


month. Different Bates Products 


will be featured but the BIG 


BATES B will keep reminding 


your customers that your store 


is headquarters for Bates Office 


Helps. Remember . 


.. there is 


no substitute for Quality. 


THE BATES MFG. CO., ORANGE, N. J. 
New York Office. 30 Vesey Street 
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LINES OF ATTRACTION 


THAT DRAW STATIONERS AND MANUFACTURERS TO 


“ASSOCIATED” 


* Largest and most complete stock of Commercial 
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WoRLo- WIDE : 
Business > 
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Prompt, accurate, and efficient handling of orders. 
All Trade Manufacturers are invited to consult us regarding our warehouse 
facilities and complete trade coverage by experienced salesmen. 


Retail Stationers — write for details regarding economic advantages of out 
Centralized Buying Service. 





ASSOCIATED STATIONERS SUPPLY CO. 


WHOLESALERS AND DISTRIBUTORS FOR MANUFACTURERS 


229 S. JEFFERSON STREET, CHICAGO 6, ILL. 
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dent and served until his death on February 28, 1933. 
His widow, Mrs. Caroline S. Barrow, the company’s 
present vice-president, still holds the majority of the 
stock in the company. Upon the death of Mr. Barrow, 
Ben W. Spicer was elected president. It was during 
this period that Gayle M. Denny, the new president, 
first became affiliated with the business 

At the present time, Transylvania employs 35 per- 
sons. Fifteen of these are in the printing and binding 
department, and 20 employees are connected with the 
store. Two of the present employees have been em- 
ployed continuously for 43 years. 

The Transylvania Printing Company, like many 
other stationery and office supply firms, is planning 
now to expand and modernize its facilities and is 
looking forward to the future with faith and confi- 
dence. 











VIEWS AT STEIN “E” AWARD CEREMONY 


TOP: this picture was taken as Col. R. L. Finkenstaedt 
addressed the men and women of Stein Bros. Mfg. Co. at 
recent Army-Navy “E” award ceremony, details of which 
were given in the September issue, page 44. Center: par- 
ticipating in the presentation ceremony are (left to right) 
Comdr. Boyd, USNR; E. R. Manning, general manager of 
Stein Bros. Mfg. Co.; Col. R. L. Finkenstaedt; Leo Stein, presi- 
dent of Stein Bros. Mfg. Co.; Coxswain E. B. Stein; Edward 
Lerner, factory superintendent; Maj. Harvey Humphrey; Lt. 
Comdr. Nunn, USNR; and department representatives from 
the Stein plant. Bottom: some representatives of the office 
equipment and supply industry attending the ceremony. Left 
to right: Walter S. Lennartson, OFFICE APPLIANCES; J. Ed- 
ward Conlon, Rockwell-Barnes Co.; George Kuhfuss, Horder’s, 
Inc., Chicago; R. D. (Bob) Latsch, Latsch Brothers, Lincoln, 
Nebr., president of the National Stationers Association; John 
A. Gilbert, OFFICE APPLIANCES; W. E. (Bill) Smith and 
Herbert J. Walsh, both of Ace Fastener Corp. 
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Our complete line of Typewriter 
Stands and Stools is now being 


manufactured in OUR OWN 
PLANT. Our facilities have been 
enhanced to produce more than 
double our previous shipments, 
and, by controlling our own pro- 
duction, we can offer a far more 


efficient delivery service. 


{LL NEW ORDERS 
CAN BE GIVEN 
PROMPT DELIVERY 


May we serve you? 


Literature describing new designs 
and prices being readied. Mailed 


on request. 


S.H. GOULD CoO. 


201 North Broad Street 
PHILADELPHIA 2, PA. 

















IMMACULATE! 


Strikingly Tio oe ee 
Scientifically (Toa 





W PRESENT this new and remark- 
ably advanced typewriter carbon with ex- 
ceptional and outstanding features: 
CLEAN TO HANDLE 

CLEAN TO ERASE 

SHARP CLEAR COPIES 
SPLENDID DURABILITY 








plus 


FREEDOM FROM 


FEED-ROLL OFFSET 


Hands and Work Stay Clean 

With IMMACULATE 
Two Finishes Three Weights 
IMMACULATE Sharp 
IMMACULATE Intense 





Manufactured by 


H.M. STORMS COMPANY 
He “Complite” Line 


Brookyln 16, N. Y. 


561 Grand Avenue 
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DYNAMIC WINDOW MERCHANDISING INCREASES 
STORE TRAFFIC 


(Continued from page 15) 


crease the sale of those wares. It is not wholly true 
that “To show it, is to sell it,” because it is always 
necessary to drive home to the prospective buyer the 
facts that will (provided he is able to make the pur- 
chase on the spot) arouse the conviction: “Yes, that’s 
what I need. I should have that piece of equipment; 
it’s worth the price; I have the money to buy it; I'll 
buy it now!” 

It is not so important to success to determine (even 
if it were feasible, which, generally, it is not) whether 
a window display or an interior display exerted the 
conclusive power in the determining action of a pur- 
chase, so long as the two forces, working as a properly- 
harnessed selling team, are unquestionably productive 
in their co-operative primary functions of attracting 
store traffic and arousing the possession impulse of 
the contemplative buyer. 

With the exception of price offers, it is seldom that 





a customer says that a given display induced his pur- | 
chase, but any experienced stationery salesman can | 
judge the influence that current display has exerted | 


on the sale from the customer’s approach to the trans- 
action. That man is no less a good salesman who ac- 
knowledges that in many cases creative and timely 
displays in strategically-located window frontage have 
unquestionably done from 50 to 75 per cent of the 
selling. 

Good Windows Are Big Asset 


I have heard it said that, with some retailers, their | 


store windows are like the numbers on their house— 


SEUSS RNERERERAEET 


they see them so often that they are likely to forget | 


about them. But, in the case of the store windows at 
least, the more they forget, the more monetary losses 
forgetting will cost them. In the first place, window 
frontage in any good mercantile district represents a 
considerable part of the landlord’s computation of the 
rental value of the entire store. If windows aren’t en- 
livened with the right kind of merchandise displays— 
fresh, inviting, interest-challenging and always up-to- 





date—they won’t stop the business man who is walking | 
by—probably going down the street to a competitor— | 


and that’s the loss that hurts. On the other hand, 
good windows on a good street can be the biggest 
money-maker and the strongest traffic-induction 
power the stationer could possibly have. 

They should be filled with a constant succession of 
nationally-famous stationery merchandise — modern 
supplies and sundries that have eye-appeal and buy- 
appeal—the kind of window merchandising that at- 
tracts store traffic and interests the public in the 
stationer’s best profit-producing specialties. 

There are some persons who argue against .the 
single-idea window display, except where a window is 
unusually small. They believe that partitioning a large 


window into several sections, with each section dis- | 


playing different articles, holds more interest for the 
typical window-shopper and therefore produces more 
sales. But many years’ experience in merchandising 
have convinced me that the really effective display 
window, and by effective I mean the exhibit that sells 
merchandise, is the one that hammers home one or 
two strong specific selling appeals. 

The average human brain cannot assimilate many 
impressions or ideas at once, and when the eyes have 
too much thrust before them, the brain becomes con- 
fused with several messages, destroying any possible 
concentration of appeal. In these times of hustle and 
bustle, most persons haven’t time to linger long in 
one spot; therefore, the successful window-dresser is 
the man who can get his sales message across with 
a bang—right now! That’s why the window card with 
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SURNAMES MAY BE DIVIDED BY 
FIRST OR CHRISTIAN NAME INITIALS 
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ist STEP—The Primary 
or Basic alphabetical index 
— in the Ist position —Blue. 


When cards increase in 
quantity and a finer distrib- 
ution is necessary—the 


2nd STEP—Auxiliary 
guides, dividing the main al- 
phabetical sub-divisions are 
placed in the 2nd position— 
Orange. They maintain con- 
trol of the number of cards 
behind each guide. 


3d STEP—Common or 
Surname guides, 3d cut, last 
position—Black, are inserted 
to index like names when 
they occur in large numbers. 
These may be broken down 
into smaller groups by using 
Christian name initial guides 
— Orange, in last position. 
End guides show the term- 
ination of Common name 
groups. 
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Victor 


Reference Cabinet 
Visible 


Victor 
Sectional 
Visible 


They re Coming Back 
in STEEL 


Cabinet Visible, Sectional Visible, reference equipment, 


Equipment 


vertical files, insulated files, safes—all are on their way. 


Displays, literature, educational material is ready or 
in preparation—for Victor “helps you sell.” Write 
Victor today for full information on franchise arrange- 


ments and sales helps. 





Vertical Files Insulated Files Office Safes 





be THE VICTOR SAFE & EQUIPMENT CO., INC. 


TOR NORTH TONAWANDA, NEW YORK 
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Help business re-convert more easily and 
economically with record-keeping equipment by 





CARDINEER 
& . . » Rotary Card File speeds 
i: reference and posting—main- 
te tains control at minimum cost. 


- Vertical Visible Files 
with 3-way visible mar- 
gins give facts at a glance. 





OMMON SENSE must play 

a big part in re-conversion. 

To know how to speed up proc- 
esses—to transform energy easily 
—to keep tab on details with the 
least expenditure of time, space 
and money —these are the ele- 
ments that spell success now 


that peace re-converts business. 


Here, illustrated, are a few short- 
cuts in both record-keeping and 


protection. Each product is 


RECORD 
HOLLOW METAL 
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CASHGARD 
CHESTS 


. . Save up to 73% on 
burglary insurance rates— 
discourage holdup attacks. 














V-LINE 














. Posting Trays eliminate 
compressors—keep ledgers in 
perfece order—easy stuffing. 





FIRE-RESISTIVE 
VAULT DOOR 


Recommended for 
severe fire risks. 


FLEX-SITE 

. « Visible Binders offer 
large visible margins for 
wide range of record sizes. 





| SAFES 


|... Let the Diebold 
1|| Man measure your 
' fire hazard—balance 
' it with 1, 2 or 4-hour 
protection, 





SAFE-T-STAK 


. . . Steel Storage Files save 











space, stack to ceiling, lock 
vertically and horizontally. 





designed to meet certain spe- valuable records from fire, theft 


cific needs. Experience has and unnecessary wear with 
proven their adaptability—their — Diebold’s full line of protective 
surprising economy—their eff- equipment. 
ciency in time-saving, space- , 

| Investigate the unequaled op- 
able cdiancconcialnanbla ad portunity for profitable business 
offered by the Diebold line. | 


Write us for information on| 


You can supply the correct sys- 
from the Diebold 


whether the need be for visible, 


tem line 


Open territory. 


vertical or rotary equipment. 
DIEBOLD, INCORPORATED 
CANTON 2, OHIO 


Scace 19859 


You can also offer customers 


adequate means of protecting 


FIRE 
DOORS e 


AND BURGLARY 
BANK VAULT 


PROTECTION 
EQUIPMENT e 


EQUIPMENT 
MICROFILM 
1945 
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small lettering and a long rambling message extolling 
the merits of the goods is out of date. 


Window Display Has Short Life 


Another argument in favor of the strong, simple 
trim is the greater frequency with which window 
displays are changed nowadays as contrasted with 
years ago. With rare exceptions, no matter how good 
it may be, the life of the average definite-sales-idea 
window set-up is three days. It ‘shines’ today, per- 
haps, and something more timely or more topical 
takes its place tomorrow, which-is as it should be in 
order to keep alive the community’s interest in the 
store. 

A very interesting observation on window displays 
is the established fact that some stationers having 
stores with window frontage on two streets have found 
that certain things which sell briskly when displayed 
in the windows facing one street do not sell so well 
when displayed in the windows facing the other street, 
and vice versa. In such circumstances, they must 
constantly apply their best judgment in the selection 
of window-promotion “ammunition” for the two dis- 
play fronts. 

Where the stationer is blessed with an amply-wide 
entrance, sidewalk display cases are a very effective 
facility for promoting new appliances or stationery 
specialties, and one or more of these outside display 
fixtures can be used again and again throughout the 
year for the display of a wide range of timely-appeal 
merchandise—and especially, for spot-lighting some- 
thing new that is being advertised currently by the 
manufacturer. 

One matter that requires consideration in window- 
display trade promotion is that of suitable display 
equipment and fixtures. This does not mean that a 
lot of money is required for such materials or equip- 
ment. Indeed, in the case of many office appliances 
and specialties, there is no stronger display possible 
than the showing of the machine itself, supplemented, 
of course, by the advertising cut-outs or window- 
mounts supplied by the manufacturer. 

For all routine requirements, the stationer can 
usually collect ample suitable display accessories at 
very small cost. The greatest need would seem to be 
that of developing the necessary degree of interest 
to sustain the mental alertness that will aid the 
stationer in recognizing things that can be used to 
advantage in the store’s display activities and storing 
them for repeated use. 

After gathering a supply of suitable material, the 
big thing is to know what is available and how to use 
it to the best advantage. In order to do a good job 
in planning a window display, it is just as necessary 
to know what accessories are available and how they 
can be used to advantage for the display at hand as 
it is to know what merchandise is available and to 
recognize the most timely and favorable opportunities 
for exploiting it to advantage in order to do a good 
job of selling. 


Should Have Central Theme 


Every distinctive window installation has a strong 
central theme—something that registers a strong im- 
pression that is conducive to sales. It is not merely 
an attraction in colors or pictures, but rather a 
message-bearer capable of commanding a hearing, so 
to speak. Jdeas are the things that energize the mes- 
sage—in fact, there can be no worth-while sales 
message without some definite idea. Any modern 
Stationery stock is replete with ideas for effective 
displays and the profitable application of them is 
limited only by the stationer’s industriousness and 
ingenuity. 

Among strong window presentations for a stationer’s 
business there might well be a window exhibit 
devoted to stenographic or secretarial supplies and 
accessories; another could be a window exhibiting 
school supplies. A typewriter display—either new 
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BOLENS PRODUCTS CO.. 









FOR 
TRUE COMFORT, 
SAFETY, LONG SERVICE 


BOLENS Designers are constantly seeking improve- 
ments for office chair controls, giving the chair 
builder the opportunity to offer greater working 
efficiency, posture comfort, and service in office 
chairs. 

In selecting your office chair lines, make certain to 
get these exclusive BOLENS quality features in 


action controls: 


m@ SAFETY from Tipping. 


= COMFORT resulting from Correct 
Back Support. 

m® CERTAINTY of long, trouble-free 
service that builds and holds customer 
good will. 


YOUR SALESMEN should know about their com- 
petitive advantage in selling office chairs equipped 
with Bolens “Orthopedically Correct” chair action. 
They'll sell a larger volume of quality office chairs. 


Division Automatic Products Co 
216 Park Street ¢ Port Washington, Wis 


Dependable Chair Iron Controls 
for All Office Seating. 
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AMERICA'S 
FASTEST SELLING 


DRAWING INSTRUMENTS 


Set No. 814 





Now available from one of America's largest stocks 
—the complete line of CHARVOS INSTRUMENT 
SETS as listed below. We can supply you with any 
quantity—and there is no priority rating required. 


Quick Deliveries! Quick Turnovers! Quick Profits! 


SET 814 (Illustrated above), De Luxe Set with Center Wheel bow 


Instruments. Contains: Compass, 6”, new streamlined design with 
knuckle joint in cach leg, straightening device, head adjustable 
for desired tension. Pen and Pencil Parts, and Lengthening Bar. 
Divider, 6”, equipped with micrometer adjustment and tension- 


center wheel adjustment. Bow 


adjustable head. Bow Divider, 3°4” 
Bow Pen, 334” center 


Pencil, 3°4” center wheel adjustment. 
wheel adjustment. Ruling Pen, 54%”, octagon shape carbon steel 
with hand finished point. Screw Driver, Needles, Leads, and Parts. 
Velvet lined two flap pocket-type case. 


$18.00—Maximum Trade Discount 
SET 612 Contains: Com- 


pass, 6”, Straightening De- 
vice with Pen & Pencil 
Parts and Lengthening Bar, 
Ruling Pen Bow 
Pencil 3°34”, Bow Pen 
3°34”, Serew Driver with 
Needles and Leads, Velvet 
lined two flap pocket-type 
case. 


$10.80—Maximum Trade Discount 
SET 614N Contains: Com- 


pass, 6”, Straightening De- 
vice with Pen & Pencil 
Paris ard Li ngthening Bar, 


Ruling Pen 5142”, Divider, 


5%”, 





6” with Straightening De- 
vice, Bow Divider 334”, 
Bow Pencil 3°%4”, Bow Pen 
3%4”, Screw Driver with 
Needle and Leads, Velvet 
lined two flap pocket-type 
case. 


$15.00—Maximum Trade Discount 





Additional Discounts On Volume Orders Over $1,000 Net 


One of America’s foremost suppliers of material to artists and draftsmen 


gem The Department Store of Ant Materials 


(35 ARTHUR BROWN & BRO. 
‘ 67 West 44th St., New York 18, N. Y. 
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machines or high-grade rebuilt machines, according 
to the times and the circumstances—would make a 
strong mass display installation to impress the com- 
munity with the stationer’s typewriter stock and 
maintenance service. 

Such specialties as adding machines and check- 
writers can make a strong related-equipment dis- 
play, especially when displayed against a background 
arranged with the life-size window mounts or adver- 
tising cutouts, lithographed in colors, which some 
manufacturers of such appliances have produced, 
showing their products in actual use, especially for 
window display purposes. 

Another strong window for the commercial sta- 
tioner would be one showing the latest ideas in mod- 
ern filing equipment, reinforced with educative pla- 
cards announcing, for example, new and improved 
filing methods for the largest business office. Manu- 
facturers’ booklets or folders might be shown in the 
foreground of the display with a neatly-lettered card 
inviting the interested observer to step inside and 
obtain a copy without obligation. All such devices 
for inducing the public to come into the store add 
to the flow of customer traffic, giving the sales per- 
sonnel the opportunity to convert many inquirers into 
buyers, either then and there or in the near future. 


Why Not a Desk Display? 


The stationer who sells office furniture could com- 
bine a desk display with a complete layout of up-to- 
the-minute desk-efficiency aids and accessories, plac- 
ing one of his beautiful models in a large show win- 
dow and arranging on the desk every item that the 


/ modern business executive requires for the efficient 


| dispatch of the day’s administrative business. 


Show 


| also a modern desk chair to make the picture com- 


plete and appealing, causing a business man to make 
a mental contrast of the outfit displayed with that 
which he is using and to reflect “That’s the outfit 
that I ought to have and will get soon.” 

For a run-of-the-mill display of small, everyday 
items from the stock—items which, of late years, have 
been distributed in increasing volume by non-station- 
ery outlets to the detriment of the local stationer— 
the enterprising stationer might well present a mass 
display in his largest window space. This could have 
a wide assortment of items ranging from a five-cent 
lead pencil to a 50-cent letter-box, not overlooking 
blank books, envelopes, blotters, rules and some of his 
low-priced writing paper. The merchandising theme, 
emblazoned on a large placard, might logically be, 
“Buy Stationery in a Real Stationery Store. Items 
in this Window Range from 5c to 50c”. Every group 
should be definitely priced, of course. 

Except for the type last mentioned, displays should 
be planned to include only two—at most, three— 
related objects rather than a miscellaneous assort- 
ment. The display should strive for unity and there- 
fore should never be crowded. The arrangement 
of the goods should have as much study as the back- 
ground. 

Next to actual life in a window (as, for example, 
a personal demonstrator) mechanical motion or color 
schemes are the best mediums for attracting attention. 
In all but very small business localities, it is profit- 
able to have some illumination in the support of 
the theme “BUY STATIONERY IN A REAL STA- 
TIONERY STORE” (the implied thought being not 
in a five-and-dime or variety store), the stationer 
who has a large, wide window could make an impres- 
sive exposition of a score or more of items that 
come within the five-to-50-cent price range. 

The display could include pencils, pins, erasers, 
blotters, ink pads, folders, fiber cases and folders, 
letter transfer boxes, gummed tape, thumb tacks, 
paper clips, steel pen points, mucilage, photo paste, 
scholars’ companion kits, staples and fasteners, ink, 
rulers, blank books, colored pencils and crayons, memo 
pads, rubber bands, expansion files, and lower-priced 
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ANN SOTHERN in “MAISIE” 
eagens, TO WEDNESDAY NIGHTS 


‘iin 9:30 p.m. E.W.T.— CBS NETWORK 


WHY, ANN SOTHERN, WHAT'S 
THIS | HEAR ABOUT YOUR BEING 
RADIO'S NEW “TUNE-IN GIRL?” 








THANKS, PHIL, MY “MAISIE”’ 
SHOW IS DOING WELL—IF | 
DO SAY SO MYSELF! 


PHIL BAKER in “TAKE IT OR LEAVE IT” 


STAYS AT 10:00 E.W.T. SUNDAY NIGHTS— —CBS NETWORK 





ro TWO TOP-RANKING RADIO SHOWS HAVE 
nt MADE AVZAS/HAAP the Biggest Name in Writing! 


“ Two big coast-to-coast network radio shows— EVERSHARP’s sales messages every week ...a 
ms both of them up at the top of the list of the greater market than has ever been reached in 
~ nation’s favorites! That’s EvVERSHARP’s record the history of the industry. 

x —a record NO OTHER ADVERTISER can Wide-awake dealers are giving EVERSHARP 
rt- match. Tens of millions of people hear top billing! 


“| REMEMBER—ANN SOTHERN in “MAISIE” IS NOW GETTING 
* | AN EVEN BIGGER AUDIENCE ON WEDNESDAY NIGHTS...CBS- 


a WATCH FOR ZVZAS/AAAP'S SENSATIONAL NEW MAGAZINE ADVERTISING CAMPAIGN 
at IT WILL FIRST CATCH THE EYES OF MILLIONS OF READERS IN THE OCTOBER 22 LIFE 


KS, zy BYZ / 
4 Hie rs VALE Yo LA ne > i es/ ; r 
no . — 
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Sleiman Waster Sledlmatle 








300 EAST 145TH STREET © NEW YORK SI, N. Y. 
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lines of note paper or typewriter paper, chalk, loose 


leaf books for students, carbon paper, envelopes of | 


various sizes and types and twine. 


Every item should be distinctly grouped and priced. | 
How many groups could be presented at one time | 
would be governed, of course, by the number of dis- | 
play windows available and the area of the windows. | 


This idea is not a one- or two-day display promotion. 


It should stand for a week or ten days for the maxi- | 
mum effectiveness of the impression it is intended | 


to register in the community’s mind. 


Night Lighting Needed 


Windows should be illuminated at night, because | 
in the larger centers of trade there are many persons | 
who would not see the window displays during the | 


day, but who have time to view them in the evening. 
Observance of this recommendation does not mean 


that the stationer needs to use the full illumination | 


load that he would be using when the store was 


open, but rather, perhaps, a simple all-night “spot- | 
lighting” of some timely and important unit of dis- | 


play in one part of his window. The diffusion of light 
from such an illuminated unit, together with the 
general light reflection from the electric signs and 
windows of all the stores along any well-lighted 
modern business thoroughfare, would make most of 
the merchandise in the window sufficiently visible to 
invest the display with night advertising value any- 
way. 

In planning any mass display for a window, show 
enough merchandise to register the impression of 
brisk demand. Obviously, any single item window ex- 
hibit (except one that features large equipment and 
appliances) should be a mass presentation. As proof 
of this’ principle, I can do no better than to cite the 
experience of two dealers in handling alarm clocks in 
the days when they were cheap and plentiful. A 
traveling man had sold an equal quantity to each 
dealer. The one placed six or eight clocks in a 
window, priced 98c each. The other dealer placed 
75 clocks in his window at the same price. The dealer 
who was too lazy or too behind the times to install 
a mass display sold only four clocks in one week. 
The other dealer sold his entire stock in two weeks. 

Ample and profuse displays are the badge of leader- 
ship in progressive modern stationery merchandising. 
They identify the outlet as the sure source of supply 
for everything that is currently popular in stationery 
service and office equipment. Each display should 
carry some prominent sign identifying the exhibit 
with the firm name and business slogan, such as: 
“Gunderson’s, Everything for the Office Since 1895”; 
or, “Ripley, Quality Stationer. If It’s for the Office, 
We Can Supply It.” 

Such progressive symbols of trade identity cause 
observers who may not come into the store immedi- 
ately to remember where they saw this or that dis- 
play. They should be used with interior displays, 
too, to keep customers ever conscious of the fact that 
they are not merely in some stationery outlet, but 
in the store that is distinctively that of Gunderson 
or Ripley, or whoever’s establishment the enterprising 
business may be. 

a ee 
OMAHA AGENCY ADDS MAN TO THE STAFF 


Frank F. Roark, Fridén Calculating Machine Com- 
pany, Inc., agency manager at Omaha, Nebr., an- 
nounces the appointment of Ivan K. Little as salesman 
with his organization. 

“Ike” Little was born in Davenport, Iowa, and 
graduated from the University of Iowa. He was field 
representative for Vortex Cup Company in Iowa. 
Nebraska and the Dakotas for four years. 

Starting as a junior salesman, he was with Bur- 
roughs at Omaha for eleven years and is a member 
of the Life All Star Club. 
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Gi b son Notes, Drafts and Receipts 
are the kind that satisfy 
users, bring repeat orders 
and make lasting friends 
for your store. 





BUY MORE WAR BONDS 
the world’s best investment 
AND KEEP THEM 


C. R. GIBSON & COMPANY 


Lithographers 
& Publishers 


CONNECTICUT 





NORWALK 
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~ THE GREATEST CON- 
VENIENCE OFFERED IN 
ANY BRIEF CASE... 
To convert the CON- 
VERTO from a looseleaf 
to a regular portfolio, 
just remove the ring 
metal! NO LOOSE 
PARTS! NOTHING TO 


GET OUT OF ORDER! 





First Quality Booster-Type Metal 
Metal Reinforced Back-plate 
Available WITH or WITHOUT Disappearing Handles 


Vvvv 


Made in a variety of styles, sizes and leathers to meet 
all requirements 


CONVERTO Zip Cases enjoy national preference because 
of their rich beauty and long-lived durability . . . Finest 
Quality and Craftsmanship in Every Detail 


Write for Descriptive Circular and Prices 


REUBEN CO. 


JACKSON BLVD., CHICAGO 6, ILL. 
} Manufacturers Since 1920 
A&X OF QUALITY LEATHER-ZIPPER-RING BINDERS & PORTFOLIOS 
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PITNEY-BOWES, INC., FIRST TO ESTABLISH AN 
“INDUSTRIAL RELATIONS COUNCIL” 

On September 10, the first complete “reconversion” 
of a war plant labor-management committee to peace- 
time production was announced by Pitney-Bowes, Inc., 
wartime manufacturers of aircraft and ordnance parts, 
peacetime makers of postage meters. 

The committee is one of the 5,000 employer-employee 
production teams which WPB’s war production drive 


established in key war plants and shipyards to boost 


output and morale, and which skeptics have pre- 
dicted would fold up when patriotic incentives were 
withdrawn. 

The “reconversion” is complete even to a new name 
(Industrial Relations Council), a new insignia and a 
new “charter” or statement of purpose. Each replaces 
an official WPB wartime counterpart, used nationally 


| in the drive launched by Donald’M. Nelson in 1942. 





The new name was suggested by a labor member, 
Fred Fowler, as better suited to peacetime operations 
and better descriptive of the greatly expanded pro- 
gram which now embraces even “white collar” office 
workers not generally identified as “labor” or factory 
workers. 

The new symbol preserves the basic handclasp of 
labor-management teamwork in the WPB original, 
but replaces the Government eagle with the “PB” 
company initials, and supplants “labor-management 
war production committee” with the new council 
name. The insignia was especially designed for the 
council by the company’s advertising and public 
relations manager, Frederick Bowes, Jr., who headed 
WPB’s war production drive in New England for two 
years. 

The new council “charter,” succeeding the official 
WPB statement of purpose which was jointly endorsed 
by the heads of the AFL, CIO, NAM and U. S. Chamber 
of Commerce, was initiated by Walter H. Wheeler, Jr., 
company president and former New England regional 
director for WPB, and was unanimously adopted by 
the group. 

It states that the new peacetime labor-management 
committee “seeks to serve labor witth increased job 
security and satisfaction in working conditions and 
earning opportunities,” and to serve management 
“with a broad pooling of ideas, and the development 
of a high degree of teamplay in turning out better 
products at lower costs for wider distribution.” 

It declares that “the Council serves as a permanent 
part of the company organization, functioning in an 
advisory and consultive capacity. It concerns itself 
with all matters affecting the operation of the busi- 
ness, including the well-being and fair treatment of 
all groups of employees. It does not handle individual 
grievances, however, nor serve as a mechanism for 
collective bargaining.” 

The “reconversion” is accompanied by an expansion 
which extends joint participation to the furthermost 
units of the plant and offices through departmental 
subcommittees and thence to labor deputies for 
smaller groups, wherever located. 


There are four plant-wide special activity commit- 
tees, including those for safety, suggestions, produc- 
tion progress and the incentive system. All commit- 
tees have equal representation of labor-elected and 
management-appointed members. They meet weekly 
and biweekly. Elections will be held annually. 

In addition, labor members of the new council now 
attend regular monthly meetings of the company’s 
general executive staff—a practice believed to be 
unique in this field of industrial relations. They 
participate in discussions, make recommendations and 
receive first-hand information on the company’s 


| financial, production and sales progress. 


The company is high in praise for the work of the 
War Production Board, saying, “they showed us the 
way”; and the wartime predecessor of the new council 
has been credited by the management with major 
contributions to its war record which includes win- 
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al the Convention thal Had to te Fostponed 


OR the first time in many years, we cannot invite you 
to visit the Dennison Booth at the National Stationers 
Convention in October. The Convention has been post- 
poned. And this makes it impossible to hand you the 
traditional McIntosh Red Apples at the usual time. For 
the time being we shall have to put our greetings on 





WE CANNOT 
HAND YOU... 





paper, and look forward to a meeting in the near future. 

During the War period now ended, mutual cooperation has 
helped all of us through many difficult situations. Count on 
us to maintain that cooperation during the peaceful days to 
come. And expect from Dennison ample supplies of quality 
merchandise, new and old, as soon as conditions permit. 


How To Get Your Full Color Reproduction of This Print 


Just write to 
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We'll be glad to send you a handsome reproduction of the art print illustrated 
above, suitable for framing and display in your office, your store, or your home. 


Dennison Manufaclhuring So. 


FRAMINGHAM, 


MASS. 
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It's Experience 


Which Makes 
the Difference 


The difference between the work of a 
novice and the work of a craftsman is 
experience. Only by practicing his art for 
long years can a novice hope to acquire 


experience enough to become a craftsman. 


So it is in the manufacture of chairs. In 
our more than 40 years, we have acquired 
experience—“know how”—by making 
chairs. And to that experience we have 
added several unique and exclusive manu- 


facturing methods. 





That’s why it is worthwhile for both you 
and your customers to insist on HIGH 
POINT chairs. 


HIGH P OINT BENDING & CHAIR CO. 


SILER CITY, N. C. 
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ning the Army-Navy “E” production award four times. 
The company employs over 1,000 workers at its Stam- 
ford general offices and factory, and another 500 in 
40 branch offices located across the country. 


———__o-= 0 


MARKETING MEN READY FOR PEACETIME 


Marketing executives are preparing “for decisive 
action in the coming period of intensified competi- 
tion,” according to the annual report of the American 
Management Association made August 29 in New York, 
N. Y., by Alvin E. Dodd, president. 

“Return to a peacetime economy,” the report de- 
clares, “will bring about a far more discriminating 
market, with the precision yardstick demanded” by 
most war materials replaced by yardsticks of quality, 
price and service. Marketing men will face the prob- 
lem of winning back the good will of customers who 
feel that they have been dealt with unjustly during 
the years of shortages, while concurrently seeking 
sound relationships with new customers—and they will 
have to do all this notwithstanding the fact that in 
many fields the continuation of voluntary rationing 
by the producer will be necessary. 

“In embarking on the distribution of new products 
or new models of old products, marketing men will 
have to add new wisdom and judgment to improved 
marketing research. They will be bedeviled with the 
choice of devoting their production wholly to nation- 
ally-advertised products or only in part, the balance 
going into the production of private brands. .. .” 

The report asserts that “management must become 
more sensitive to changing social concepts and ready 
its thinking and its operation to facilitate rapid 
adjustment to these changes. Agreement is universal 
that the overwhelmingly great problem of our times 
will be that of maintaining a continuously high level 
of employment, and that the major contribution to 
this must come not from government, but from 
business.” 

It is declared that the training of office employees 
will demand greater attention. “The office manager,” 
says the report, “looking at the wartime accomplish- 
ments of training people quickly and effectively in 
work entirely new to them, will recognize the possi- 
bilities of applying new training methods to clerical 
workers.” 

—-—e—__ 


W. K. DOWNING TEACHES ADVERTISING CLASS 


William K. Downing, sales promotion manager of 
The Globe-Wernicke Co., has been placed in charge 
of the class in “ rinciples of advertising” at the 
University of Cincinnati Evening College. 

In assuming the post, Mr. Downing commented that 
the reconversion program will be mainly one of dis- 
tribution and selling. He said that one of the big 
factors in taking up the slack in the unemployment 
situation would be that new markets for old materials 
em new markets for new materials will create new 
jobs. 

“Our production strength was tested during the 
war,” he asserted. “Upon the shoulders of advertising 
men will fall the big job of selling, and it will be their 
responsibility to match the initiative and ability of 
the producer.”—RCE. 


———_o——e . 


NEW FULTON SPECIALTY REPRESENTATIVE 


Fulton Specialty Company of Elizabeth, N. J., with 
Sales offices at 200 Fifth Avenue, New York, N. Y.. 
manufacturers of inks, stamp pads and specialties, 
announce the appointment of Harold P. Keinke as 
district representative, working out of the Chicago 
Office at 2140 North 77th Avenue, Elmwood, Chicago 
35, Ill. Mr. Reinke, well-known to the trade, will cover 
Ohio, Indiana, Illinois, Iowa, Kansas, Nebraska, 
Missouri, Michigan, Minnesota, Wisconsin and South 
Dakota. 


OFFICE APPLIANCES, October, 1945 











AN OLD FRIEND RETURNS 
to civilian Life! 





Aiong with many other manufacturers of 
business equipment, Indiana Cash Drawer 
Company has proudly shared in supplying 
the needs of our armed forces. Today, ot 


course, those needs are greatly lessened . . . 
and our skills and facilities are once more 
concentrated on the job of producing the 
famous Indiana Autographic Cash Register 
together with limited quantities of Indiana 
Cash Drawers. Frankly, however, the supply 
of Indiana Products for some time to come 
will be considerably below the pent-up de- 
mand by retailers in many lines. It will be 
during this critical period that your patience 
and understanding will help us . . . all of us 
... in getting back to that long looked-for 


era called “normalcy”. 


“CASH DRAWER 
y 





SHELBYVILLE, INDIANA 
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Today —right now — make 






the “Tolerance Test” with 


KOH-I-NOOR Draw- 
ing PENCILS. See how 


they create those fine toler- 





kes 
: 
s 


ances on paper, so often Hi 
demanded by American In- be 
dustry. See those lines come : 
up crisp — clear — sharp. 
And very important, too — 
see their “staying power’. 
For in the long run, you'll 


tele. @ OF > Ew EE OOd 
Drawing PENCILS f 


most economical. 


17 uniform degrees to 
choose from—smartly pack- 
aged in a permanent litho- 
graphed container — one 
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SEND FOR LEAFLET NO. 18 


The RIGHT pencil for the RIGHT job 


KOH-I-NOOR PENCIL COMPANY, INC.., 
BLOOMSBURY, NEW JERSEY 
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ARMY ARTISANS REPAIR OFFICE MACHINES 

Fitting the square peg into the round hole is a 
practice that has been imputed to the United States 
Army during the last two wars by facetious commen- 
tators. 

In refutation at Headquarters, Panama Canal De- 
partment, is cited a preponderance of examples in 
which the Army has utilized the civilian talents of 
a skilled artisan, not only to its own advantage, but 










ARMY REPAIR SHOP FOR OFFICE MACHINES 


1. Cpl. Walter N. Shellenberger makes a typewriter platen 
good as new while S/Sgt. Gino Filippi watches the oper- 
ation in his official capacity as supervisor of the office 
repair section of the Panama Canal Department salvage 
and reclamation shops. 

2. S/Sgt. Filippi gives a hand as Cpl. Shellenberger makes 
a fine adjustment on one of the main machines main- 
tained and repaired by the Army. 


| 3. Pic. George Glaysher of Hempstead, L. I. (seated, right) 


performs an intricate operation in assembling a repaired 
office machine under the instruction of S/Sgt. Filippi. 
The other worker is a civilian trainee. 
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SUNRUCO 
RUBBER 
FINGER PAD 


H™: a real work expediter...the new 
Sunruco Sanitary Finger Pad... now 
ready to help office workers “put the finger” 


on wanted papers— faster. With it, fingers 


fairly fly through numerous jobs such as action... the 


finger joint. 








filing, counting, assembling, handling money. 


With it your cash register starts ringing up ~ Made in § sizes, each size packed one doze 
‘ me hier , to a carton, 12 cartons to.an attractiv 
sales again on hot-selling Sunruco office counter display container. Furnished in familiar — 


oe Pe a . Sizes: S- -11Y2, $-12, $-13, ee | 
specialties. Be red color. Sizes: S-11, $ NY, S-12, $-13, S-14 = 


Sunruco Sanitary Finger Pads are completely Write For Prices 





All classes of the trade will find Sun's price 5 
: schedule on Sunruco Rubber Finger Pads |@ 
composition, molding, performance. Check affords unusual profit opportunities. Discounts 


new...better all around...in design, 


for quantity shipments are most attractive. 


> > 
Sunruco’s advantages, and see why they’re Your Inquiry. vill rocebve teiigaadiealiais 


sure to set a new high for sales appeal. bv 


“Stocks are adequate ... no waiting... order - 
now for IMMEDIATE delivery. 





— 


THE SUN RUBBER COMPANY 2 This new Sunruco predic 


points the way to the new and — 
¢ broader lines of Sunruco | 
Office Specialties to be | 


“BARBERTON: OHIO? brought to you by Sun In the 


brighter days ahead. 
















$-845-11 | 


OFFICE APPLIANCES, October, 1945 151 

















( 
t 
Harter 
Posture Chair § 
E-32C t 
I 
¢ 
s 
C 
‘ 
f 
a 
l 
t 
Harter a 
Posture Chair 
E-15C - 
- 
h 
t. 
sl 
h 
il 
ti 
ti 
a 
8) 
e 
1 
@ |: 
h 
Harter 
Executive Chair “) 
C-1500 
G 
ju 
in 
01 
HARTER STEEL OFFICE CHAIRS) ; 
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Here are three of the Steel Chairs which we are now manufacturing for office ra 
use. Limited production has been resumed following the recent easing of restric: C 
tions on steel chair manufacture. De 
: , - : Lt 
Every model in our present line features the three qualities of Harter leadership— In 
DEALERS: efficiency, comfort, and beauty. The rugged construction of these steel chairs insures uf 
Pe long years of trouble-free service. They are skillfully designed and carefully built “e 
ships for Harter Posture for deep-seated comfort. Their graceful lines and rich styling complement the good 
Chairs are available now, taste of modern offices. os 
as well as franchises for ri 
Satie. Muciaiinn Chualen Our production will be limited for some time by shortages of manpower and wi 
materials. Place your order now for quicker delivery. Ask us to send you folders be 
showing all of the Steel Office Chairs we are now manufacturing. Write today. 
Dept. O, Harter Corporation, Sturgis, Michigan. O! 
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also to the benefit of the individual concerned by 
giving him an opportunity to keep abreast of his 
peacetime work. 

The Salvage and Reclamation Depot of the Panama 
Canal Department is but one of the many phases of 
military operations which depends for its successful 
functioning on personnel who performed the several 
types of work involved before they entered the service. 

Besides shoes, clothing and individual equipment, 
skilled mechanics keep in constant repair such essen- 
tial Army property as the office machines and equip- 
ment necessary in the administration of a command 
of the magnitude of the Panama Canal Department. 
Available are such soldier experts as Cpl. Walter M. 
Shellenberger, who does in the Army the same type 
of work he performed as an office appliance mechanic 
with Underwood Corporation in his home town of 
Allentown, Pa. 

The wide range of calculating machines, typewriters 
and other essential office equipment presents no prob- 
lem to the corporal, who handles them all in stride, 
together with his assistants, to return them to service 
almost as good as when they first left the factory. 

A deviation from the square peg in a round hole 
idea might be the case of Staff Sgt. Gino Filippi, 
supervisor of the office machines section by virtue of 
his mechanical efficiency as well as seniority. When 
this section of the depot first was in operation a 
short time after the all-out mobilization three and a 
half years ago, he was clerk for the shop established 
in a 15-foot square storage shed. As a civilian in retail 
trade in Brooklyn, he used business machines and 
tinkered with them when they went out of order, 
rather than have them tied up for long periods in 
a repair shop. 

During the first six months of operation of the 
small shop, Sgt. Filippi received training from civilian 
experts whom the Army called in while waiting for 
mobilization and classification system to provide it 
with soldier mechanics. He became so proficient that 
he was given supervision of the embryo soldier force. 

—_—_—— =o 


“PEOPLE OF THE PACIFIC” IS GRAPHIC RECORD 


Replete with pictures made by Scotty “South Sea” 
Guletz just before America’s entrance into the war 
just concluded, “People of the Pacific’ presents an 
interesting picture for those who want to vision life 
on the islands before the holocaust of conflict hit. 

The booklet was received from Alexander Brothers, 
Ltd., and Huston and Alexander, Ltd., of Honolulu, 
Hawaii, who have full page frontispiece and inside 
back cover spaces. The two companies are territorial 
distributors for Underwood Corporation, Felt & Tar- 
rant Manufacturing Company, Commercial Controls 
Corporation, The Todd Company, Old Town Ribbon & 
Carbon Company, Inc., Victor Adding Machine Com- 
pany, The Acouster Company, Red Feather Products, 
Ltd., Fridén Calculating Machine Company, Inc., Ditto, 
Inc., The Haloid Company, Cushman & Denison Man- 
ufacturing Company, Talk-A-Phone Manufacturing 
Company, Dictaphone Corporation and Vari-Typer, 
Inc. 

Author of the book says, “The islands of the Pacific 
will be a new frontier. Geologists, oil men, miners, 
traders, merchants, planters, and a host of others 
will swarm over the Pacific to extract the fabulous 
wealth of these untouched lands. The old native ways 
of life will be gone forever.” 

——_——_e—r— 
OFFICE SUPPLY STORE IS OPENED AT ADEL, GA. 

Formal opening of Adel Office Supply, a new store 
at Adel, Ga., was held during September. Lines car- 
ried include office supplies, stationery, school supplies, 
novelties, typewriters, adding machines and other 
office equipment. Owners are L. L. Patten, former 
chairman of the Georgia Highway Board, and G. C. 
Patten, editor of The Adel News. In addition to pub- 
lishing The Adel News, the two Pattens also publish 
the Lanier County News, Lakeland, Ga. 
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900 East 95th Street 








THE Y°RE 


COMING 
BACK... 


But Slowly? 





For years, war demands absorbed our 
full production on priority ratings. 
We can’t blame you for having al- 
most forgotten these old time profit- 
making friends. 


Conditions are changing. Production 
restrictions have been removed and 
there is some measure of satisfaction 
in this fact. However, we are still 
faced with a manpower shortage 
which will continue for some time to 
limit our ability to render service. 
Quantities allotted must necessarily 
be limited until the condition is re- 
lieved. 


Orders will be scheduled for delivery 
in sequence of receipt — degree of 
service based upon pre-war record. 


VAIL 
MANUFACTURING 


COMPANY 


Chicago 14, Illinois 
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LITTLE 


but not for 


CARBON PAPER 


that's why good typists 


choose 


KEEN-RITE 


and 


SUPER-TREATED 


Both the popularly priced 
KEEN-RITE and the de luxe 
SUPER-TREATED brand are 
made by a special process 
to prevent curling and smudging. Every typist can now 
get clearer, cleaner copies along with maximum wear. No 
more unsightly erasures and no more soiled hands from 


handling. 


The famous patented "Carbon Gripper" 
in every box of Codo Super-Treated, 
Super Kote and Keen Rite. 


-=% MFG. CORP. 


270 Lafayette St., 
New York 


529 South Franklin St., 
Chicago 
Factory: Coraopolis, Pa. 


PACIFIC NORTHWEST NOTES 


C. M. Litteljohn, Correspondent 


Mr. and Mrs. Wendell H. Arnold and Mr. and Mrs, | 
Jack Rogers have purchased the Treasure Chest, 
formerly located at 543 Sixth Avenue, Bremerton, 
Wash., from Mrs. Annie Ridgeway. The new owners 
have relocated and expanded the business at 4257 


Pacific Avenue. 
- 7 a 


A new member of the Tacoma Chamber of Com- | 
merce is L. G. Lucavish, head of the Lucavish Type-/ 


writer Company, Tacoma, Wash. 
* * * 


Enlarged new quarters at 2024 Third Avenue have ™ 
been taken for the Seattle branch of the Toledo Scale 
Company. 

* * o 

Bert Broad, head of Broad’s Stationery Store of | 
Yakima, Wash., is making $20,000 expansion plans for } 
his firm, located in the fruit center of Washington. 
Considerable additional floor space, a basement and 
mezzanine are being added. 

* o 

Myron D. Morgan has been appointed as an agent 
in western Washington and Alaska for the Toledo 
Scale Company after serving a decade as sales and 
service engineer in the Seattle branch. 

me ” * 

Richard G. Montgomery, heading up the Richard 
G. Montgomery & Associates advertising agency in 
Portland, Ore., has added a new associate in George 
M. Couchs. He will serve both as production manager 


and account executive. 
* * - 


Eddie Vine, long associated with the stationery, | 
greeting card and fountain pen field in Seattle, re- 
cently landed a 24-pound King salmon while parti- 
ciptaing in one of the servicemen and servicewomen 
fishing parties which he promotes. 

* e * 

Presaging an expansion program, the Portland 
Typewriter Company,- which is owned and operated j 
by Maurice Friedland of Portland, Ore., has purchased 
the two-story brick building from Milton C. Rice at 
the southwest corner of Southwest Broadway and 
Akeny Street. Purchase price was $32,000. 

x * * 


The John L. Bird Company office supply house at 
Seattle has followed the stirring world-wide events | 
on distant as well as home fronts with a “Follow the 
News” window well integrated to a map-merchandis- 
ing program. The window is highlighted with a front | 
page of the Hearst paper at Seattle and all manner 


of maps and globes. 
ee 


APPOINT E-Z SORT SYSTEMS DISTRIBUTOR 

Lee Osborne, former western distributor of Produc- 
Trol for the Wassell Organization, has been appointed 
exclusive national distributor by the E-Z Sort Systems, 
Ltd., of San Francisco, Calif., manufacturers of the 
E-Z Sort edge-punched card sorting system and com- 
plete line of hand and electric punches. 

In making the announcement, A. A. Rembold, presi- 
dent, stated that Mr. Osborne is appointing distribu- 
tors in all principal cities and has established his 
headquarters, the L. M. Osborne Company, at 45 
Second Street, San Francisco. 

———— -__ i 
PORTLAND TYPEWRITER FIRM BUYS BUILDING © 
The Portland Typewriter Company, Portland, Ore., 


| owned by Maurice Friedland, has purchased the two- 
_ story brick building at the southwest corner of S.W. 
| Broadway and Ankeny Street for $32,000. The pur- 

chase from Milton C. Rice is announced by Charles) 


Ringler, realtor. Mr. Friedland established his busi- 
ness in 1917 and for the last 25 years has been located 
at 406 S. W. Fourth Avenue. 
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The Good Days Are 
Just Ahead 


When once again materials will be available to 





a normal complement of manpower to manu- 
facture peacetime products—those will be the 


good days. 


And when fibre board comes back for civilian 


purposes TRANSFILE FILES will continue to 


Trademark 


prove their superiority in their own class. All 
the records which have been accumulated and T R A N S F | a fe 


stored for the past four years, can be trans- 
ferred to TRANSFILE FILES, where they will be FIBRE BOARD FILES 
safe, clean, orderly and ready for instant ref- @ 


erence. 


TRANSFILE FILES are complete individual 
file units. They can be stacked into batteries as 
high and wide as required by using the 2-Way 
Interlock. No screws, nuts or bolts are needed. 
The 2-Way Interlock just slips into formed metal 
loops on the metal reinforcements on the sides. 





Now is a good time to line up your prospects 


for the good days just ahead. 
A COMPLETE LINE OF 
GUIDE SYSTEM & SUPPLY CO. dies unemane 
335 CANAL STREET ° NEW YORK 13, N. Y. ee 
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POST-WAR TAX POLICY COMMITTEE SEEKS 
SWEEPING CHANGES IN FEDERAL TAX SYSTEM 


Recommendations for revising the Federal tax sys- 
tem to fit the post-war years were made available in 
Washington, D. C., on September 19 to the joint 
congressional committee on internal revenue taxation 
and to Treasury officials. 

The recommendations were contained in a 275-page 
report, “A Tax Program for a Solvent America,” 
prepared following a 16-month study by the committee 
on post-war tax policy, and made public by Roswell 
Magill, former Undersecretary of the Treasury, who 
is chairman of the committee. 

The committee is composed of leading fiscal authori- 
ties working under a special grant from the Maurice 
and Laura Falk Foundation. 

Recommendations for reductions in taxes on both 
corporations and individuals are included in the re- 
port. Federal taxes ultimately would be reduced to 
a figure ranging from $15 billion to $22 billion a year. 
(War revenues reached a peak of nearly $47 billion in 
the fiscal year ending June 30, 1945.) 

The report cautions, however, that the extent of tax 
reductions after the war should depend upon how 
much Federal Government spending is reduced, and 
how soon—that “if a policy of free spending is fol- 
lowed, very few choices among taxes will be possible.” 
“Expenditures are the key,” the committee states, 
“and irresponsible fiscal policies in the post-war period 
would prove not merely costly, but unsupportable.” 

The committee cites as its primary aim high produc- 
tion and employment, and stresses its belief that a 
healthy and vigorous economy, “achieved without 
sacrifice of individual liberty” can be attained only 
“through the encouragement and re-energizing of 
private enterprise.” 

The committee takes a clear stand in favor of con- 
tinued efforts to balance the Federal budget, to elimi- 
nate deficit spending, and to reduce the national debt 
at the earliest possible date. 


Tax Revision 


The committee recommendations in regard to tax 
revision deal with a “transition period,’ and with the 
“normal, long-range post-war period” which will fol- 
low. 

During the “transition period,” estimated at two to 
three years, the committee recommends as a first step 
to relieve individual tax burdens the repeal of the 
three per cent normal tax. This would free approxi- 
mately 9,000,000 people, principally in the low income 
brackets, from paying any Federal income taxes. The 
committee would establish a single set of progressive 
tax rates on individuals, eliminating the present com- 
bination of normal tax and surtax so far as tax 
returns go. The tax rates would be scaled downward 
as the Federal budget is reduced. 

Tax reductions on corporations recommended by the 
committee for the transition period include imme- 
diate repeal of the excess profits tax now that the 
war has ended; repeal of the capital stock tax and 
the declared value excess profits tax; gradual reduc- 
tion of the corporate normal tax and surtax, with 
the application of a lower rate on small corporations. 
All of these reductions, the committee declares, neces- 
sarily, “have in mind the permanent tax system to be 
maintained in the post-war years.” 


Post-War Proper 


In the post-war period proper, the committee be- 
lieves that expenditures by the Federal Government 
should be reduced rapidly to the point where a bal- 
anced budget is possible. The committee recommends 
further tax relief, both for corporations and indi- 
viduals at this time. 

“Our interest,” the committee declares, “is in a tax 
program for a solvent America. By national solvency 
we mean that the Government can and does live 
within the fiscal resources which are provided for 
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IMMEDIATE DELIVERY 
ALL METAL 


FLUORESCENT DESK LAMPS 


O.P.A. DEALERS PRICE APPROVED 


D.L.-9C — AC ONLY 











FINISH: Wrinkled Bronze. 

Base and Column: Heavy cast white metal. 

Reflector: Heavy gauge pressed steel of scientific para- 
bolic design to cast maximum light over writing area. 
Construction is strong and sturdy—no wabble or bend. 
Material and workmanship is of the finest. Fully guar- 
anteed. 

Height: 12!/4 inches. Width: Reflector 18!/2 inches; Base 
8!/. inches. Depth: Reflector 6!/2 inches; base 5!/2 inches. 
Equipped for 15 watt, 18 inch tube. Turn Sockets. Ballast 
reactor in base. Bottom is covered with sheet metal plate 
having four felt bumpers to prevent scratching of desk 


Packed in individual cartons. 4 to master carton only. 


CAN $7 900 


RETAIL 
UNDER 
METAL ASH TRAY 








BURNISHED BRONZE FINISH with BRASS CIGARETTE 
HOLDER. Will not tarnish or stain. Size 734 inches with 


FELT BASE. 
RETAIL $7 50 


UNDER 


SANTOS & COMPANY 


FACTORY REPRESENTATIVES 
49 WEST 45TH ST. - NEW YORK 19, N.Y. 
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it by the people through taxation. In a fundamental 
sense a government is insolvent if it regularly and 
habitually provides public benefits in excess of the 
amounts which the people are able—and willing—to 
pay in taxes.... 

“The goals of high living standards and national 
solvency are linked together. . . . There cannot be 
high-level, widespread prosperity and a general ad- 
vance in personal and family well-being on a basis 
of national insolvency, a condition under which gov- 
ernment is continually seeking to create the illusion 
of prosperity by adding to the public debt.” 


Individual Taxes 


In the long-range post-war period, the committee 
suggests, the initial tax rate on individuals should be 
set at between 15 and 20 per cent, depending upon the 
level at which Federal expenditures are set. The 
rates would then range progressively upward to 25-30 
per cent at the $8,000-$10,000 bracket, 40-45 per cent 
at tthe $25,000-$50,000 bracket, and 49-54 per cent 
at the $75,000-$100,000 bracket, with a top rate of 
67-72 per cent at the $1,000,000 level. 

This contrasts with present rates which begin at 
23 per cent, including the three per cent normal tax. 
and range up to 91 per cent on incomes over $200,000. 

The committee would keep the present exemption 
of $500 for each taxpayer and for each dependent. It 
would alleviate the present double taxation of cor- 
poration dividends paid to individuals by allowing a 
credit to stockholders receiving the dividends. It 
would retain the withholding principle and current 
payment of taxes. It would continue to permit mar- 
ried persons the option of making joint or separate 
returns. The Committee recommends no present 
change in the tax treatment of capital gains. 


Corporate Taxes 


In connection with corporate taxes for the long- 
range post-war period, the Committee recommends a 
program of simplification. It would eliminate the 
surtax and impose a single tax on corporate income. 
the goal to be the same rate as the initial rate on 
individual income. This, the committee feels, would 
promote employment and production by equalizing 
the tax burden on all types of income. 

Repeal of the excess profits tax would leave the 
corporate rate at its present level of 40 per cent. 
This rate, the committee feels could stand for the 
first transition year, provided there were assurances 
that it would later be reduced, perhaps to 35 or 33% 
per cent in the second transition year and eventually 
to a level equal or close to the initial individual rate. 

In keeping with the objective of alleviating the 
double taxation on dividends, the committee would 
remove the tax on intercorporate dividends. It would 
also repeal the penalty tax on consolidated returns. 


Other Recommendations 


The report suggests that there is a proper place 
for excise taxes. While most of the wartime “nuis- 
ance” excise taxes should be removed, a reasonable 
number of excise taxes should be retained after the 
war. These taxes the committee views as desirable to 
diversify the sources of tax revenue and to stabilize 
the tax yield in times of financial strain. 

Taxation of estates, gifts, and gasoline, the com- 
mittee would leave to the 48 states in the interest of 
preserving the financial independence of the states 
in the performance of state and local functions. 

Finally, the committee makes recommendations con- 
cerning the personnel and administration of the 
Bureau of Internal Revenue of the Treasury Depart- 
ment, urging more adequate salaries and security of 
tenure to attract competent career men. 


Committee Members 


Members of the Committee on Post-war Tax policy 
are, in addition to Mr. Magill, Fred R. Fairchild, Knox 
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STENCILS 


DUPLICATOR 
Le) 


DUPLICATOR 
SUPPLIES 


CORRECTION 
FLUID 
TYPE 
CLEANER 


HECTO 
FLUID 


the NEW 
RED FEATHER 





FACT-O-SCOPE 


FEATURES: 


1. A new scientific development in the refraction of light, gives complete 
even diffusion and distribution of light over the entire working area. 


2. Positively cold illumination, with 100% more intensity of light. 


3. Clear Lucite light-table, built in sturdy olive green steel case; Compact, 
Light in weight, Unbreakable. 


4. Equipped with an attached drafting machine head, Plastic Tee Square, 
adjustable horizontally and vertically. 


5. An inset drawer provides convenient storage space for Styli and Letter- 
ing Guides. 


6. It is a fact, Fact-O-scope is in production and orders placed now will 
receive first attention and earliest shipment. 


A RED FEATHER FRANGHISE IS AN ASSET IN YOUR BUSINESS 


Wire or write for details, today. 


PRODUCTS LTD. 


RED FEATHER 


REDWOOD CITY - CALIFORNIA 
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DESIGNED FOR 
= DIVIDENDS= 


Highest engineering skill, proven production 
methods go into the designing of CRAMER 
CHAIRS . . it’s a design for comfort. More 
than that, CRAMER CHAIRS are a design for 
dividends . . . for you and your firm! 








Employees cannot possibly do their best without 
proper working facilities. When people suffer in 
uncomfortable chairs, their work suffers too. 
Chairs which cause improper posture produce 
fatigue. This means lost efficiency .. . less profit. 


Insure your firm against this loss: Provide every 
seated worker with the solid comfort of a 
CRAMER CHAIR. The perfection of posture that 
is part of our design helps banish fatigue... 
increases speed and accuracy. This business of 
seating comfort is our specialty ... OUR design 
produces greater efficiency on the part of your 
employes ... that’s YOUR design for dividends, 





























1205 CHARLOTTE STREET ® KANSAS CITY 6, MO. 


CHAIR COMPANY 


CREATORS OF AIR FLOW COMFORT IN EXECUTIVE, 
SECRETARIAL, GENERAL OFFICE & FACTORY CHAIRS 
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professor of economics, Yale University; Rowland R. 
Hughes, comptroller, National City Bank of New York; 
Victor H. Stempf, president, American Institute of 
Accountants; and Thomas N. Tarleau, member of 
New York bar, and former tax legislative counsel, the 
Treasury Department. 

The background work in preparing the committee 
report was done by a staff of research experts under 
the direction of Dr. Harley L. Lutz, professor of public 
finance, Princeton University, who served as director 
of research on the project, and Alfred Parker, who 
was associate director. 

The Committee on Post-war Tax Policy came into 
being in May, 1944. It was the result of a special 
conference attended by a score or more of the nation’s 
leading economists and presided over by Dr. Henry M. 
Wriston, president of Brown University. 

es 


UNDERWOOD STEPS UP RECONVERSION PROCESS 


The Underwood Corporation, with large plants in 
Connecticut and New Jersey, manufacturing office 
machinery and supplies, is making rapid strides in its 
reconversion program, according to L. C. Stowell, the 
corporation’s president. “We are facing the difficult 
task of the reconversion of our manufacturing plants 
with the same determination for efficiency and speed 
with which we successfully converted from peacetime 
manufacture to that of war production,” Mr. Stowell 
announced in New York recently. 

Much of the corporation’s manufacturing facilities 
were devoted to important war work right up to 
V-J day, at which time all existing war contracts 
were terminated. These plants turned out carbines, 
rate-of-climb indicators, automatic gun chargers and 
wiring devices for the B-29 and A-26 bomber pro- 
grams, bomb fuses and anti-tank mine fuses, and 
miscellaneous ordnance and aircraft engine parts. 

Illustrating a part of the task in reconverting its 
plants, Mr. Stowell pointed out, “In one plant alone, 
our Hartford Works, which before the war was the 
world’s largest plant manufacturing typewriters, there 
are more than 21 acres of floor space, over which we 
must move outgoing machinery, in addition to relocat- 
ing machinery, and replanning new manufacturing 
and assembly lines. This is a problem in our new 
Hartford Works.” 

According to the best estimates at this time, the 
Underwood Corporation expects that its employment, 
after reconverting, will exceed that of pre-war days. 
As an example, at its Hartford Works, where type- 
writers are manufactured, there was a peak employ- 
ment of 5,000 workers before the war and it is ex- 
pected that figure will reach 6,000 or more during the 
post-war period. It is Mr. Stowell’s opinion that the 
entire office equipment industry will exceed its pre- 
war employment levels in order to meet the backlog 
of demand on the part of business. The same employ- 
ment situation will hold true in its other plants in 
Bridgeport and New Hartford, Conn., and Burlington, 
N. J., where management and employees are bending 
every effort to catch up on the backlog of orders. 

et 


W. A. HAZELTON TAKES POSITION IN EAST 


W. A. Hazelton, Jr., former manager of Underwood 
Corporation’s consolidated office at South Bend, Ind., 
has moved to Rochester, N. Y., where he assumed man- 
agership of the company’s branch on September 1. 
Mr. Hazelton served as assistant manager of the 
company’s regional office in Chicago after being hon- 
orably discharged from the Army Air Forces last 
January. He has been with the Underwood Corpora- 
tion since 1922 and was connected with its South Bend 
branch from 1933 until entering the service. He is a 
veteran of both world wars, having served three years 
with the Canadian infantry and six months with the 
Royal Air Force in the first war, and with the Army 
Air Forces from 1942 until his discharge in the 
second war. 

1945 
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Ready Now 


BROWNE-MORSE 


STEEL FILES 


Better-than-ever Browne-Morse quality, mass produced 
with modern facilities. This new Browne-Morse file is 
designed to fit the spirit with which American business 
faces the development of peacetime markets. Sturdy, 
rigid, long lived and dependable, with a smooth, easy 
draw action that simply breezes open and shut. Its 
quality surpasses the expectation of users and dealers - 
for office equipment designed and built to meet the de- 
mand of the forward looking business man. Check the 
features of construction and operation listed below which 
make this Browne-Morse file the best engineered in its 
price range today. 


Write for complete data on Browne-Morse en- 
gineering service ... helps you build efficiency 
into your office operations, 


Reinforced, heavy-duty, one-piece ex- Patented extension arms and channels Jam-proof, sure-grip, positive -actins 
tension arms with five hardened rollers, permit inserts to be made in a few follower block helps keep files rigidl, 
roller bearing equipped for a positive minutes. All-welded steel frame creates at attention at all times. A light touch 
free-floating action. Extension arm is a solid, rigid unit. Positive action on the spring lock releases the block 
ribbed, providing a minimum bearing drawer stops, drawers easily taken out for quick, easy adjustment to the 
surface for frictionless opening and or put back. Automatic locks can be drawer contents. 

closing. installed in field. 


ARCHITECTS OF EFFICIENCY FOR AMERICA'S OFFICE 


MUSKEGON Browne-Mborse MICHIGAN 


For over 37 years, manufacturers of high quality 
files, desks, chairs, filing supplies, safes, special counters, cabinets and office forms 
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SAN ANTONIO NEWS NOTES 
B. C. Reber, Correspondent 








With shipments from factories on the increase and 
with desks piled with unfilled orders, there is every 
indication that the last three months of 1945 will be 
profitable ones for the stationery and business equip- 
ment trade in this city. All typewriter dealers report 
many orders received and are waiting only on ship- 
ments from the factories to get started. Roughly 
estimated, there are orders for approximately 2,000 
machines awaiting delivery in this area, not including 
special business machines. 

At the same time, new businesses are coming into 
the city, it being estimated that 20 have already made 
preliminary arrangements. This will bring business 
to local firms, in addition to the good volume antici- 
pated from those already established. 

And, when the year is completed, it will probably 
represent the best year that stationers and business 
equipment firms have experienced in some time. 

* cs * 

Loraine Saxon, representative for National Blank 
Book Company, was in the city this month on one 
of his periodical trips, and reports business good 
throughout his territory. He also reports that he has 
met more traveling men representing stationery and 
business equipment firms on the road, indicating that 
business is picking up. He looks for good business 
during the last quarter of this year. 

* * * 


Fred Deutsch, manufacturers’ agent out of Dallas, 
was in the city this month on his first trip since being 
31 months in the service. Fred was connected with 
the 8th Air Foree in the European theater of opera- 
tions and saw some real service. 

7 * + 

Miss Inez Burns, secretary to R. P. Grieve, vice- 
president of Maverick-Clarke, has returned from a 
vacation in Mexico City. 

A. W. Tebow has joined this firm as an outside 
representative in general lines. 

Mrs. Ruby Teller, the energetic manager of the social 


stationery department of this firm, announces the | 


addition of an engraving case to assist in selection of 
cards, personal stationery, invitations and announce- 
ments. Mirrored walls, glass shelving and candles will 


be features of the new case. This department is also | 


putting in a new gift wrapping section as a service 
in purchasing gifts here. 

Miss Leta Cochran of the Corpus Christi store of this 
firm has been at the local store for a week’s training 
in the social stationery department. 

* “ - 


Frank C. Hall, local manager for the Underwood 
Corporatien, is not only interested in merchandising 
typewriters, but is active in sports as well. He is 
working with others on plans for a pistol match to be 
sponsored by the Liberty Pistol & Rifle Club in the 
near future. 

* * * 

Miss Terry Conner of the engineering department 
of Paul Anderson Company and Sgt. Warner Uphoff 
were married on August 22. Sgt. Uphoff is uncertain 
about the length of time he will still be in service, 
so their plans for the future have not been completed. 

* * * 

E. P. Haye, branch manager for L. C. Smith-Corona, 
reports receipt of the new L. C. Smith typewriters, 
with Corona typewriters and adding machines to come 
later. He is well pleased with the new machines and 
looks for a big business during the last three months 
of this year. 

William A. Gunter, mechanic, Clovis Wukasin, me- 
chanic’s helper, and Eugene Ryan, supervisor, have 
been added to the staff of Mr. Haye’s service depart- 
ment. Mr. Ryan has had seven years experience in 
Service work, while Mr. Gunter has had three. 

Milton R. Forke, Jr., has taken over the sales and 
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| To build up sales and 
Profits too, 
Midnight 

work for yoy! 


Let Carter’s 












ECRETARIES all like Carter’s 
Midnight Carbon. Famous 
for making clean, sharp copies, 
this fine carbon paper is surpris- 
ingly easy to handle—never 
curls or wrinkles. It’s durable 
too—it wears and wears and 
wears! 
Take a tip from the kitten. 
Sell Midnight Carbon for quick 
sales, big volume, lasting good 


will! 





THE CARTER’S INK COMPANY 


Boston, Massachusetts 


Carbon and Ribbon Specialists 
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Today, we are able to pro- 
duce only a few of our new 
chair controls but after recon- 
version we will be ready to sup- 
ply our customers with a new 
and improved line of revolving 


and tilting chair controls. 


With many improvements in 
function and design, we look 
forward to offering you a wide 
variety of all-steel chair controls 


with “EQUI-BALANCED” 


action. 





COLLIER-hEYWORTH CO. 


GARDNER, MASSACHUSETTS 
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' service for the Corpus Christi territory, effective 
Sept. 15. 


Mr. Haye also expects the early return of Sgt. 


| Armond A. Weitzel, who formerly worked out of this 





branch, but who has been serving in the Air Forces. 
Sgt. Weitzel expects to get his discharge this month. 
* *~ «x 
W. E. Baumann, division assistant manager for 
Monroe Calculating Machine Company, who was trans- 
ferred to the local office recently, has purchased a 
home and moved his family here. 
Mrs. Frances Strobel, secretary to Mr. Kyle, division 
manager, has returned from a vacation spent at 
Bandera. * * & 


M. G. Callahan of Austin has joined the staff of 
Royal Typewriter as wholesale supply representative 
serving dealers in the San Antonio territory. 

Clarence M. Duncan, also of Austin, has been em- 
ployed as city salesman on typewriters. 

Johnny McAllister, who has been in the service, is 
back again in typewriter service. 

This, G. L. Davis, branch manager, states, makes his 
organization complete, and he is looking forward to 
some big business. The service department of this 
branch, under the able foremanship of Tom Ewing, 
has done some wonderful business and ranked first 
among the branch office divisions of Royal for the 
month of August. 

ok * * 

Completing their expansion program in which they 
doubled their floor space, Southern Sales and Service 
have installed two 16-foot wall cases with sliding 
doors, new desks and new display cases. 

Miss Virginia Nesbit has joined the staff of this 
firm as an outside sales representative. 

* * * 
Paul Anderson Company of San Antonio, Texas, is 
to be congratulated on the excellent window arranged 
around a “Back to School” theme, and which resulted 
in bringing them some good business. 

The background of the window was a large black- 
board on a pedestal, with a crayoned picture of the 
little red schoolhouse and the inscription, “BACK 
TO SCHOOL.” 

Displayed in the window was a full and complete 
arrangement of pencils, tablets, pens and inks, and 
all other items required by students returning to their 
classes. 

The window attracted quite a little attention and 
the firm has received many compliments on their 
fine, timely display. 

* * * 

Southern Sales and Service of San Antonio, Texas, 
have had some success through distribution of a 
blotter listing all services and merchandise offered 
by this firm. 

Distributed throughout offices and public buildings 
by the sales representatives, it has done much to 
bring the attention of this firm before business rep- 
resentatives of all local firms. 

Blotters have been found successful, for they are 
used in all offices, principally by executives and 
department heads who sign many papers during a 
day’s work. And, since these are the men who place 
the order, the arrangement has proven effective in 
bringing this firm to their attention, and in bringing 
in sales. 

9 — 
ECONOMY OFFICE SUPPLY BOUGHT BY TRUELICK 

On August 25, P. R. Truelick took over the Economy 
Office Supply Company, Chicago, and changed the 
name to Economy Office Supply & Equipment Com- 
pany. The name was expanded because Mr. Truelick 
plans to enlarge the business to include office furni- 
ture and equipment. 

Prior to going into business for himself, Mr. Truelick 
was a sales representative of the Graver-Dearborn 
Corporation, Chicago, for 12 years. Before that he 
was with the Horder organization in a sales capacity. 
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We’re Planning a Bright Desk Future For You! 











OFFICE APPLIANCES, 


Never has our country witnessed an economic 
situation that bodes so well for the future. Never 
before in our entire history has industry been 
presented with such an extraordinary opportunity 

. the combination of pent-up desire for mer- 
chandise plus a gigantic back log of purchasing 
power stemming from high wartime earnings and 
resultant savings. To the office furniture trade, 
these facts have great portend . . . they mean 
new profitable highways for the sale of office 
furniture. Rest assured . . . IMPERIAL DESKS 
will be ready for you to cash in on this golden 


opportunity. 





esk company. 


EVANSVILLE 7, INDIANA 


member WOOD office furniture institute 


October, 1945 
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Our Bis Job 


The old pioneers knew the Indian as a fightin’ 
fool but he lacked the knack of concentra- 
tion on his work. He could not successfully 
resist the White Man because he did not 
realize that in war everything must give way 
to victory. 


Because America has only recently emerged 
from history's greatest war we have been 
unable to supply our many friends and cus- 
tomers with "Andy units of steel'’ for three- 
and-a-half years. We were working 100%, 
for Uncle Sam and doing our best to help 
bring the war to its quick, victorious con- 
clusion. 


For the patience and understanding you 
have shown us during this period of scarcity 
we are more than grateful. With the big job 
finished we soon shall be back with a brand 
of service concentrated on the thought of 
utmost usefulness to the distributors of our 


D ERSON-HicKkEY Go. 


INC. ? 
GENEVA ’ 
ILLINOIS 
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Seen and Heard 


in Southern California 
By J. Edward Tufft 


1719 Fremont Ave., South Pasadena 


Southern California office supply dealers look for 
only a brief period of readjustment, three months at 
the most, according to statements made by several 
of them this month. A number do not anticipate any 
slack period at all. Of course, big volume will depend 
somewhat on the quantity of new equipment gotten 
into the area from the East during the coming three 
months, but most of the dealers have confidence in 
the ability of the manufacturers to give them service 
and that rather quickly. Vacations are over, all are 
set to go. 

* * * 

Charles W. Brentner of the Brown Shop, Pasadena, 
with his wife, son and daughter spent an August 
vacation at Big Bear Lake. 

* * * 

Hart’s Typewriter and Adding Machine Company, 
1259 La Brea Avenue, Los Angeles, has taken over 
the entire building in which the firm is located. It 
formerly occupied only half of this building. Both 
the shop and the show room are enlarged in keeping 
with post-war plans for increased volume of business, 
according to Gene Hart, proprietor. 

a * * 


Charles W. Harris of L. C. Smith and Corona Type- 
writers, Inc., 533 South Spring Street, tells an interest- 
ing story of three Los Angeles typewriter mechanics, 
among the three being Bernie Critchlow, formerly 
with this company. By strange coincidence Mr. Critch- 
low and the two others found themselves working 
together in the same building on the island of Guam. 
The two others are Jack McConnell, formerly with 
Los Angeles County, and Ed Lamoreaux, formerly 
with the Los Angeles Bureau of Water and Power. 

Mr. Harris states he is now looking forward to 
Critchlow’s return. All three men are in good health 
and all, of course, expect some of these days to be 
“good neighbors” again in sunny Southern California. 

* * * 

Elmo Willeford, well known in the stationery field, 
recently of Tulare, Calif., has purchased a store in 
Delano. The store is a combined stationery and 
variety store. 

* * a 

A. C. Hauser of the Columbia Wholesale Stationers 
recently returned from a _ business trip to San 
Francisco. He states that although he found business 
a little slow for the moment because of the sudden 
ending of the war, he nevertheless encountered gen- 
eral enthusiasm. The feeling is that after industry 
has been “converted” business should get into good 
stride. 

x ~ * 

Louis Deitchman, formerly of the Sports Stationery 
at Manhattan, has joined the staff of the Columbia 
Wholesale Stationers. 

* oo + 

The Mercury Printing Company, 755 North Western 
Avenue, has purchased a parcel of land in the same 
vicinity where a new plant is to be erected at once, 
the thought being to have it ready for the Christmas 
trade. About 5,000 square feet of floor space will be 
provided. A portion of the space will be used as a 
retail stationery set-up, according to Aaron Fefferman, 
owner. 

* * x 

Frank D. Mathews, formerly with the Columbia 
Wholesale Stationers is now operating his own com- 
pany at 1016 South Hill Street, Los Angeles. He has 


OFFICE APPLIANCES, October, 1945 








H 


WE ARE GETTING THESE CHAIRS 
OUT AS FAST AS WE CAN.... 
BUT THEY ARE STILL ON A 


RESTRICTED BASIS 





HE” 


TRESS COMPANY, Inc. 


BUSINESS CHAIR MANUFACTURERS, BUFFALO, N.Y. 





No. X77-3 has the exclusive , 
Sikes ‘'Fixed-Floating Seat,” 
U. S. Patent No. 1909018, 
that insures ‘‘All-Day Work- 
ing Comfort”’. Your Sikesrep- 
resentative will gladly keep 
you posted as to the avail- 
ability of this famous chair. 











INSTITUTE MEMBERS 
MEET 

The first post-war mem- 
bership meeting of the IN- 
STITUTE was held at the 
Sedgefield Inn in North 
Carolina, late last month. 
An indication of members’ 
interest and enthusiasm is 
the fact that attendance ex- 
ceeded all previous records 
in the history of the INSTI- 
TUTE. 


DEVELOPMENT WORK 
IN FINAL PHASES 


Members expressed great 
satisfaction with the pro- 
gress of the research and de- 
velopment work on desks and 
chairs and were pleased that 
the first great phase of this 
program is nearing such a 
successful completion. No 
opportunities are being over- 
looked in our attempt to 
create the best in office 
furniture for our customers. 


We now believe that we 
are gradually achieving our 
aim, but we hope to continue 
our research work, for we 
must be on the alert to find 





(Ble Z 





more and more ways to im- 
prove our products. We have 
succeeded in giving our 
members information, blue- 
prints and models from 
which they are now rushing 
their own individual plans 
to a speedy conclusion. From 
this material, they are creat- 
ing experimental models of 
new desks, chairs, tables, 
and other pieces of office 
furniture . furniture 
which overcomes the com- 
mon complaints of dealers 
and users, and offers many 
additional selling features as 
well. However, labor and 
material shortages still pre- 
vent any immediate produc- 
tion of these new models. 


It is hardly ‘possible to 
paint a composite picture or 
describe the new furniture 
in any detail. We have pur- 
posely avoided any attempt 
to insist on rigid standardi- 
zation of the products, and 
each member has interpret- 
ed the INSTITUTE’s crea- 
tive work according to his in- 
dividual taste and the work 
best suited to his particular 
operation. 





PUBLIC RELATIONS 
PROGRAM STARTED 


Members also approved a 
promotional program to pub- 
licize the INSTITUTE and 
the new era of wood office 
furniture. Our products will 
boast of many new features, 
but we believe that the pub- 
lic must be told about these 
advantages. The aim of this 
program is to create a de- 
mand for our products... 
to show the public the need 
for new furniture and there- 
by bring more buyers and 
inquiries into your store. 


A competent agency has 
been retained and work has 
already been started on the 
program. Everything is be- 
ing done to get it into mo- 
tion as early as possible, in 
order to build up the proper 
setting for our members’ 
products when they intro- 
duce them to you and to the 
public. 


Pee 








OFFICE 


FURNITURE INSTITUTE 





American Security Building 











WASHINGTON 5, D. C. 
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taken the name of Utility Business Systems for his 
organization. He is manufacturing a full line of mid- 
get size pay roll and compensation record forms for 


dealer trade only. 
* * * 


The California Typewriter Exchange (E. E. Thorn- 
ton, proprietor), now in its fine new home, is selling 
Lightning calculating machines very rapidly. As a 
matter of fact the staff is now working over time to 
fill orders. Production of this machine has recently 
been trebled, according to Hal Pettit, sales manager. 

* ak * 


The Robert L. Parker Company formerly located at 
156 West 12th Street, has moved to larger quarters 
at 1837 South Main Street, Los Angeles. The company 
handles duplicating machines and supplies and is 
also the Rex-O-Graph distributor. In business for 15 
years, the company originally (1930) had only desk 
space in an arcade. Soon the business had grown until 
space was leased from the Victor Adding Machine 
Company in the Chamber of Commerce Building. The 
next jump was to a store at a monthly rental of $25 
per month at 150 West 12th Street. Six years ago it 
was necessary again to move into larger quarters, at 
156 West 12th Street, and three years ago it was neces- 
sary to take over adjoining space at 158 West 12th 
Street. 

The company has also purchased the business and 
good ‘will of the Patton Stencil Company and moved 
it to the new location. This company formerly was 
located at 406 South Main Street and was established 
12 years ago. The founder died some time ago but 
Mrs. Patton continued to operate the business. Un- 
der the new arrangement, Mrs. Patton will remain 
with the Parker company for a time. 


ok * * 


R. E. Shepperd of Schwabacher-Frey Company took 
his vacation early in September. Vacations at the 
big store are now practically over and everything is 
set for the fall and holiday business. 

* ca * 


Blake Lockard, secretary of the Stationers Associa- 
tion of Southern California, at this writing has com- 
pleted plans for the first fall meeting of the associa- 
tion, scheduled for September 28 at the Athletic Club. 
This was to be a supper meeting with A. T. Danielson, 
vice-president of Barker Brothers, Los Angeles, as the 
chief speaker, taking as his subject, “Selling Problems 


in the New Era.” 
* * * 


Douglas Holman of the Los Angeles Desk Company 
says he thinks it will require about three months for 
readjustment and reconversion and then he looks for 
a fine volume of retail and wholesale business. By 
that time he looks for new equipment to be coming in 
in rather satisfactory manner. He believes that many 
of the boys returning from the service will want to 
get into business. He points out that this was the 
case after the last war and asserts that this will 
more than likely be true this time, but on a much 


larger scale. 
* * * 


R. C. Anderson has moved his Business Appliance 
Company back into his old quarters at 509 South 
Spring Street. While the building was being re- 
modeled this firm was located at 841 South Spring 
Street. The interior of the place of business has been 
completely redecorated and remodeled. Both Mr. and 
Mrs. Anderson feel very much at home after having 
been “away from home” for eight months. 


* * * 


N. L. Piper, manager of the Stationers’ Corporation 
branch at 6369 Hollywood Boulevard, is another man 
who is looking for bigger and better things in the 
Stationery business. Some items are now coming in 
better than they have for some time and business is 
ahead of last year. Right now Mr. Piper is waiting 
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INDIANA 
CHAT 
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will build comfort office chairs 
for the executive and secretary — 


Now on the road home are many Americans who will 
presently return to the forest products industries and 
help to restore production. The need is for men .. . for 
logging, sawing, drying, cutting, forming, fitting, to the 
final details of finishing and polishing NEW INDIANA 
office chairs. 


No. 451 






Greater manpower will solve most of the production prob- 
lems in this trade. The situation is slowly but surely im- 
proving and there is good prospect of re-established lines 
soon. Watch for our announcements. 





NEW INDIANA CHAIR CO. 


JASPER, INDIANA 
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General’s Carbo-Weld 


SEMI-HEX 
(5 Degrees) 


The quality pencil for 
efficient office work. 


Use the right pencil for the 
type of work to be done. 


KIMBERLY Drawing (22 degrees) 
for artists, architects, draftsmen, 
engineers and designers. 


KIMBERLY Colored Indelible (27 
colors) for checking, drawing, wash 
painting, etc. 


SEMI-HEX Thin Colored (14 col- 
ors) for map and blueprint work. 


KIMBERLY Hectograph Multi- 
Copy for Super Duplicating work. 


WET-PROOF for marking on all 
kinds of outdoor tags, shipping 
labels, etc. 


Heneral bp Company 
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for the return of two boys from service. One returned 
during the year just past. 
* ” 7 
T. F. Peirce,, proprietor of the Pacific Desk Com- 
pany, 1031 South Spring Street, was due back from a 
business trip through the East on September 15. 
* * * 


The Aldine Printing Company, 232 South Spring 
Street observed its tenth anniversary in business Au- 
gust 10. The firm has been in its present location for 


| eight years and it was in another location for two 
| years prior to that. 


H. E. Feinstein, proprietor, was host to 75 employees 


| and guests of employees. The group went to the Ken 





Murray show, “The Blackouts of 1945,” and following 
the show went to Mr. Feinstein’s home in North 
Hollywood for after-theater refreshments. 

This company is opening two new departments 
soon, an office furniture department and an electrical 
appliance department. 

Norris Hambly, son of Earle P. Hambly, manager, 
has recently been transferred from a base in the 
South Pacific to the naval base at Pearl Harbor, where 
he is storekeeper in the disbursing office. 

Word recently received from Corporal Gilbert Fein- 
stein, brother of H. E. Feinstein, reported that he 
was on his way from Tokyo to Singapore. Corporal 
Feinstein is on the editorial staff of The Stars and 
Stripes, Army publication. 

Mrs. Sophie Kappner, who was on an extended leave 
of absence, has returned to take up her new duties as 
expediter in the printing department of the company 
and as confidential secretary to H. E. Feinstein. 

Mrs. Ruth Hahn is now in charge of accounts pay- 
able, replacing Miss Teresa Fecas, who recently re- 
signed and returned to her home in Boston, Mass. 

Miss Leah Osterbach, bookkeeper, has gone to Chi- 
cago for an indefinite stay and Miss Ruth Epstein 
has taken over her duties. 

i 


WELLS STAPLES OFFERED TO TRADE 
For the past 18 months, the staples manufactured 


by Wells Office Furniture Company, Chicago, have 
gone exclusively to the armed forces. Now that victory 





WELLS STAPLE PACKAGE 


| is won, Wells staples are offered as the second in the 
| parade of post-war items that Wells Office Furniture 


Company has in store for the trade. These staples 
are declared to have won recognition because they 


| are consistently made from precision-manufactured 


and properly-tempered wire. Additional details may 
be secured by addressing the company at 725 South 


| LaSalle Street, Chicago 5, Ill. 





=o 
KANSAS CITY FIRMS IN EXPANSION MOVE 
The Ben Franklin Press and the Baird Stationery 


| Company, who jointly occupy half of the fourth floor 
| of the Remington Rand Building at 915 Wyandotte 
| Street, Kansas City, Mo., have leased the entire floor 
| for expanded operations, it is reported. The lease is 
| with Remington Rand, Inc-——GMH. 
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cet pencil-TEx 
YOUR Ds & S 


QUALITY 
pERMANENCE 








Pencil drawings on Penciltex provide all, 
of the permanence of the best tracing | 
cloth—all of the permanence plus the | 
additional protection of a moisture re- 
sistant surface. 











The quality of a Penciltex drawing is | 
best demonstrated by the sharpness and 
clarity of the prints. Only Penciltex 
drawings have the contrast so vital for 
easy-to-read prints. 


Let Penciltex guard your P’s & Q’s— 
the permanence and quality of your en- 
gineering drawings. 


The Frederick Post Company 


3650 AVONDALE AVE. © CHICAGO 18, ILLINOIS 







DETROIT * HOUSTON » CHICAGO + LOS ANGELES * MILWAUKEE 






INSTRUMENTS - EQUIPMENT - BLUE PRINT PAPERS + KINDRED SENSITIZED PRODUCTS 





NATION WIDE NETWORK OF POST DEALERS 


Atlante... ese... Jack. 2121 Dayton ‘ Adams 9174 Kansas City Victr. 7881 Omaha Atlantic 7890 Seottle Main 4022 
Birminghom........... eoeeeeeed°B183 Denver Ch. 3677 Knoxville 3-4944 Philadelphia Lom. 7044 Syracuse esa .4-8218 
Boston ........ .uwbiberty 4690 Detroit Ran. 8483 Los Angeles Tri. 8164 Pittsburgh Atl. 3350 Tompo . ‘ M-8377 
buffalo . , Cleve. 0370 Ft. Wayne Ant'y 4142 Memphis 8-6796 Portland Atwater 8681 Cite a Adams 7224 
Chicago ....... Key. 7000 Fort Worth 3-3244 Milwaukee Marq. 7246 St. Lovis Chestnut 0688 3.0168 
Cincinnati . Main 6644 Houston Preston 3101 New Orleans Ray. 0331 Salt Lake City acca j 

Cleveland vevvseChe. 7347 Indianapolis Mkt. 4466 New York Wis. 7-7678 Salt Lake City 4-7823 Washington Natl. 4063 
Columbus. vee Main 3420 Jacksonville...... 5-2166 Oklahoma City 3-6306 San Francisco Dov. 5975 Wichita vvsvevaeha-d 22 
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List Price 
$1.00 per box 
F.0.B. Chicago 


FURAN ITURE 






COM PA 








el 
oo the past 18 months, 
the Wells Staples manufactured by Wells Office 
Furniture Co., have gone exclusively to the 
armed forces. Now that Victory is won, Wells 
Staples are offered to the trade as the second in 
the parade of post-war items that Wells Office 
Furniture Company has in store for the trade. 
Wells Staples have won their spurs because 
they're BETTER STAPLES. There are good 
reasons too for their superiority . . . Wells 
Staples are consistently made from PRE- 
CISION DRAWN AND PROPERLY TEM- 
PERED WIRE. Why be satisfied with less 
than perfection. Give your customers the best 
staples—Sell Wells—Sell Wisely. 


725-33 SOUTH 
LASALLE STREET 
CHICAGO 5, ILL 
TEL HAR. 1100 
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DON’T FORGET THOSE WHO STAY 


By W. B. Stoddard 


MID THE JOYFUL homecomings of thousands of 
our boys, and the preparations for “the jolliest 
Christmas ever,” let us not forget the thousands of 
others who are still doing guard duty in foreign lands. 
More than ever, they will appreciate gifts from home 
assuring them that they are still remembered. 
Early in the season, Schwabacher-Frey, Los Angeles, 
devoted two entire windows to featuring receptacles 
for holiday gifts going abroad. The first was filled 
with solid fibreboard cartons—some on the floor, 
others on the wall, and still others on low stands, 
some flat and others made into regular box form. 
On an easel was a large card lettered in red and 
green, “Christmas Parcel Tags,” and strewn over the 
table were gummed labels with space for the name 
and address. Another large card said, “Shop Early— 
Mail Early. Send in solid fibreboard cartons correct 





Mail Army Personne! Gilts September 15th to October 15th 


MAIL QUERSEAS 
CHRISTMAS GIFTS 













Send Your OVERSEAS Army Gifts In 


SOLID FIBRESOARD CARTONS © 







Correct Size Right Weigh 

Ample Capacity .. Officially En 
dorsed by Post Office and Army 
Authorities only 










co 
Los Angeles’ Favorite Gift A 


REPRODUCTION OF SCHWABACHER-FREY AD 


mailing size. 10 cents.” The other window showed 
on the wall an immense record, while in cabinets were 
a number of records of normal size. On the big record 
was printed, “Now ship records overseas safely and 
economically in these record shipping cases. Hold 
four 10-inch records, 75 cents. Approved by the post 
office.” 
Display Sells Mailing Cases 


“This record mailing case display brought especially 
good results,” said one of the executives.” It not only 
sold scores of cases for those who had intended mail- 
ing records, but it gave to many the idea of sending 
records as a holiday gift. We did not feature any 
special type of records, for the tastes of the boys 
Overseas are as varied as those of the folks at home, 
but we did have cards in our record department sug- 
gesting, ‘Send joy and music to the boys.’ A third 
window had a stepped-up fixture, showing at the top 
a bunch of overseas fellows opening their Christmas 
boxes. Shown on the different steps were fountain 
pens and pencils in cases, all sorts of small leather 
goods, stationery, high-quality sun glasses, books 
printed on thin paper, and miniature game sets. In 
this window we called special attention to the ad- 
Visability of mailing early, and gave the final dates 
of shipping for both Army and Navy.” 


OFFICE APPLIANCES, October, 1945 









PRODUCTS ) 


"CASH 





1P.@? 


MODERN BEAUTY IN 
CASH BOX DESICN 


NEW 





SEAMLESS STEEL CONSTRUCTION 
beautifully finished in metallic gray. 
IMMEDIATE DELIVERY .. . ORDER 


NOW. Orders filled regardless of 
quantity in sequence as received. 


No. 923 (without tray) size: 11/2 x 6 
x 4% in. List price, each $2.00. é 


No. 1923 (same size as illustrated 
with 6 compartment removable tray). 
List price, each $3.25. 


Individually cartoned; packed one 
dozen to shipping container. Cash in 
on your waiting market. 
order today! 


Send your 









f) 
ee KRUMWIEDE and ASSOCIATES 


Chicago 


320 South Jefferson Street 
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There Are No 
“Short Cuts” 
in Building 
Meilink Safes 


Strength and Quality will not be sacrificed. 
Sure, we have speeded up our operations by 
new improved methods—but there are no 
“short cuts” in the Meilink Quality. 





Production lines are gaining momentum, 
and your orders are being processed. We 
are doing everything to get Meilink Safes 
delivered to you. 










@ Send in 
your orders. 
Be first in 


line with 
Meilink Safes. 


ee 
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fon mime) NEW YORK 
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NOW IT CAN BE TOLD—IN CHINESE 


| A. R. Hager Adapts Addressing and Duplicating 
Equipment for Use in China 





LEVELAND-MADE business equipment is learning 
how to “speak Chinese” under the tutorship of a 
man who lived in the Orient for more than 40 years 
but who is now doing research and experimentation at 
Addressograph-Multigraph Corporation. 
A. R. Hager, owner and operator of the Business 





A. R. HAGER 


Equipment Corporation in Shanghai, China, until 





three well-armed Japs walked into the establishment 
in 1942 and confiscated it, is the man who has been 
figuring out ways by which American office machines 
could be used more effectively for serving the compli- 
cated language of our Far East ally. 

Since coming back to the United States aboard the 


| exchange ship, “Gripsholm,” in December of 1943, Mr. 


Hager has spent many hours working upon this prob- 
lem, the magnitude of which can best be appreciated 


| when one recalls that unlike English, with its mere 26 
| letters or characters, Chinese requires several thousand 
| characters. 












Translation of above ADDRESS of 
Generalissimo Chiang Kai Chek 


foe Ae 2 DAD 2 OS 
of the above address in Chinese 


Soe C8 £ BR 
National Government President 
Chiang President 













Shanghai 
263 Klangse Road 
BUSLIESS ZQIUPMENT CORPORATION 


This CHINESE ADDRESS, inorinted 
by Addreszozraph, with the 1945 
proces3, 19,09) character plate 
can be used with all of such 
automatic orerations of Latest 
d2sizn Adtir23397raxh ewtorent 
as Auto.Selector &# 3-Col.Lister 










This CHINESE ADDRESS, imprinted 
by Addressograph, with the 1945 
process, 10,000 character plate 
can be used with all of such 
automatic operations of latest 
desiecn Addressozgraph equipment 
as Auto.Selector & 3-Col.Lister 











IMPRINTED IN CHINESE BY THE ADDRESSOGRAPH—At 
the left is the address of Generalissimo Chiang Kai-Chek 
and at right the address of Business Equipment Corporation. 


A Chinese typewriter uses 2,000 of the more fre- 
quently written characters. This typewriter, manufac- 
tured in Shanghai and having a speed comparable to 
the stencil-cutting machines used in shipping depart- 
ments, is a clumsy, slow machine using printers’ type. 
It has no resemblance to the streamlined, speedy 
American typewriter. If a character not among the 
2,000 is needed, the operator dashes from the street 
to the nearest printing shop and borrows one. 

Mr. Hager resolved several months ago that when he 
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CULTIVATE POSTWAR BUSINESS 
BY SELLING YOUR CUSTOMERS 
THESE BETTER STAPLES... 


My,’ 



















e In a Branded Package—easily identi- 
fied and remembered—backed by manu- 
facturer’s guarantee 


e 100% Round Wire—resulting in smooth- 
er penetration — eliminating the excess 
lacquer which collects on flat staples 
causing clogging 





¢ Precision Made—guaranteeing uniform- 
ity and full count 


e For use in any standard machine 


¢ Advertised Nationally* on a scale sure 
to develop a great demand by name 


¢ Allows more than ordinary mark-up 


| - 
EXTRA PROFITS FOR ¥ 


(Administration 





SPEED PRODUCTS COMPANY - 37-18 Northern Boulevard, Long Island City 1, N. Y. 
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3039 








2049 





2041 





1055 





3038 








1991 





1082 


LEATHER GOODS OF DISTINCTION 


2039— Writing Case 914 x 7 Genuine Leather, Leather Lined. 2041—Autograph Book 414 x 6 Genuine Saddle and Grained 
Chestnut or Blue List $7.50 ea. leather. Assorted colors..................................List $2.00 ea. 
Other Writing Cases from List $4.00 to $25.00 ea. Also 1997 Leatherette Autograph Book 5 x 7. Tan 
: E ; only . sa cen tecte Mee le id ac cbs eed ...List $1.25 ea. 
2079—Address Book 4 x 6 Genuine Saddle and grained leather. 1999—Ladies’ Wall C ; Saddle leat! sh Cl 
Tan. Brown. Blue, Green. Red.................... List $2.00 ea. sadies allet, Genuine Saddle leather, with Change 
purse. Red and Black, Black and Red, Tan and 
1050—Address Book 2144 x 334 Genuine Saddle & Grained Brown BESS Pee ao ee wssciatar diet $1.20 a 
> ar. Ass . s ist $1.00 ea. ° . . 5 O 
ee = a —. List ae ye =a 1082—Triple Frame, Genuine Saddle leather 
ther Address books trom.. ...List 00¢ to 32.00 ea. For 244 x 3% photos........... _.......List $2.00 ea. 
3039—Birthday Book 3%4 x 5 Genuine Saddle & Grained leather. Also double frame -................. List $1.50 ea. 
With Horoscope, also plain. Assorted colors... 2049—Pocket Secretary, Genuine Saddle leather 
List $2.50 ea. oe WE fe es Le sosccenesacLabet SLO Onl 
3038—Guest Book 7 x 544 Genuine Leather. —— ee 2059—Photo or Pass Case, Tan Saddle leather.......... List $1.50 ea. 
: AREER Ht TORE TRO sist $2.50 ea. " , 
Also 3015, Size 10% x 73, List $4.00 ea. 1991—5 Year Diary 444 x 6, Genuine Saddle and Grained 
leather. Assorted colors................ ....List $3.00 ea. 
1055—Telephone Book 5 x 8 Genuine Saddle and Grained Also 1 year Diary as above.............. ....List $3.00 ea. 
leather. Assorted colors List $3.00 ea. Also Diaries as above with lock and key......List $4.00 ea. 


Special genuine leather zipper pencil pouches filled with three eraser top pencils, pen holder 
and ruler No. 1998 List $1.00 ea. 


ALL PRICES SUBJECT TO REGULAR DEALERS DISCOUNT AND TERMS: 
2/10 N 30 F.O.B. NEW YORK CITY * PROMPT SHIPMENTS. 


SHANK LEATHER GOODS CoO. 


230 FIFTH AVENUE £=—*NEW YORK 1, N. Y. 
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returned to the Orient—and he hopes to be on “the | 
first Clipper back”’—he would take with him some 
method by which the Addressograph, widely used for 
repetitive writing of names and data, could be used in 
connection with the Chinese written language. 


Finds Way to Make Plates 


There’s more than one way of skinning a cat—even 
a Chinese cat—and Mr. Hager has devised two proc- 
esses for making plates carrying raised Chinese char- 
acters, using any characters, up to 10,000 or more. 

These Chinese character plates operate in Addresso- 
graph frames as perfectly as do embossed plates in the 
English language, in the work of addressing envelopes, 
wrappers and other material. Decidedly enthusiastic 
about the possibilities for use of his new development, 
Mr. Hager looks forward to offering it to Oriental 
businessmen when Shanghai is again open for com- 
merce. Moreover, he is confident of great industrial 
expansion in post-war China and consequent ex- 
pansion in the use of all office equipment. 

Also interesting is the method Mr. Hager devised 
for Multigraph duplicating in Chinese. His system. 
which he used for a number of years before the war, 
was to have the Chinese language characters and any | 
illustrations carved into a special rubber composition 
plate of exactly the correct thickness to print with 
type. 

Mr. Hager has a vivid recollection of the last time he 
saw his Shanghai headquarters. The three Japs who 
came in had their guns loaded and cocked. The leader 
spoke excellent English. 

“You are evicted,” this American-speaking Jap told 
him. “Get out.” 

“There are a few of my own things around here,” 
Mr. Hager replied, “personal articles of mine which 
I would like to take. May I gather them up?” 


Eviction Meant “In a Hurry” 


The American-educated Jap looked the elderly busi- 
ness man over from head to foot and then, speaking 
deliberately and with a sneer, said, “Don’t you know 
the meaning of the word, ‘evicted’?” 

“T only wanted to find out whether I could take a 
few personal belongings—.” 

“You can take your coat and hat and get out.” 

Until he was repatriated with hundreds of other 
American civilians on September 19, 1943, Mr. Hager 
was confined to Shanghai, where he lived in his resi- 
dence. He escaped being sent to a prison camp only 
because his home was so situated outside the city 
limits, subject to Chinese guerilla raids, that the Japs 
had no use for it. He had difficulty, as did all resi- 
dents, in obtaining food. In fact, he lost 63 pounds in 
his two years in the hands of the Japs. 

The Chinese, on the other hand, Mr. Hager admires 
and loves. He never tires of talking about the great 
accomplishments of their ancient civilization. At any 
given opportunity he will tell you that they had move- 
able type 400 years before Gutenberg “discovered” it 
for Western civilization; that paper was invented by 
the Chinese, and so forth. 

Among other business activities, Mr. Hager also 
has the distinction of being one of the two men who 
introduced Mah-Jongg to the United States. That, 
incidentally, is the correct spelling of the name, and 
Mr. Hager certainly ought to know because it was he 
who coined the name. His partner in the Mah-Jongg 
enterprise was Joseph P. Babcock, who at the time was 
a district manager of the Standard Oil Company in 
Soochow, China. The popularity of the game became 
so great in the United States, Europe and Australia 
that at one time it ranked as Shanghai’s third largest | 
export. 

Mr. Hager’s career reads, in fact, like a Somerset 
Maugham novel. His first trip to the Orient was in 
1901 when he went to the Philippines for the United 
States Government to build and equip laboratories at 
the University of the Philippines. He resigned from | 
government service a couple of years later and entered | 
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LIVE WIRE LINE because || 


the EAGLE-A line is a complete line of 
uniformly high quality. We help you sell 
it by furnishing you fourteen dealer 
helps and promotional ideas at no cost. 


“The COMPLETE Line — 


BONDS ONION SKINS 
MIMEOGRAPH MANIFOLD 
“PRINTED COPY” MANUSCRIPT COVERS 
BRIEF FOLDERS 
PLAIN AND LEGAL RULED 


EAGLE-A 
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BOOKKEEPER — CREDIT MAN business in Manila. Since 1907, his residence has 
been at Shanghai, where he was engaged in business 
_ STOCK CLERK & P. A. 
a 





until the Japs marched in. One of the founders of the 
Shanghai-American School, he served on its board for 
18 years, part of the time as chairman. One of his 
latest business positions was that of president of Asia 
Theatres, which operated the beautiful and luxurious 
picture houses in Shanghai. He calls them “palatial 
cinemas.” 






9 
EXPLAIN NEW KANSAS COMPENSATING TAX 


The Kansas Commission of Revenue and Taxation 
is advising book companies and boards of education 
that the former practice of selling books to teachers 
and students at cost without sales tax collection has 
been stopped. The 1945 Kansas biennial legislative 
session passed a compensating use tax. This applies 
to every piece of merchandise sold to an ultimate 
consumer, and brings into the sales tax collection pic- 
ture school boards, school teachers and any book 
companies who, because of sales to users, now come in 
with retail merchants responsible for the collection 
of the Kansas two per cent sales tax. 

Sales of books made to educational institutions for 
libraries, desk copies or reference shelves are tax 
exempt. 
es ; Sales of books made to teachers are subject to the 
file a visible oe a Fi LE tax. Sales made to retailers purchasing for resale 
ledger sheets, etc., they bring are exempt from the tax. It is the responsibility of 
order out of chaos—thereby in- Sl GNALS everyone selling to determine whether or not persons, 
creasing a department's effi- firms or schools claiming exemption for resale are 
ciency considerably. actually registered with the Kansas sales tax division. 


a If such persons making claim for exemption cannot 
The H. C. Cook Co., 14 Beaver St., Ansonia, Conn. 





a 


. 


A 


THESE AND 
HUNDREDS MORE USE 


Wherever facts must be segre- 


gated for quick reference, these COOK’S 


little signals do a remarkable 
job in saving time. Attached to S§tginless Steel 














furnish a Kansas sales tax registration number, tax 
should be charged, even though the school or teacher 
plans to resell such books at cost or cost plus 
profit—_AG 
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“SYMBOL OF QUALITY” 


DEALERS and STATIONERS 


have found profit and satisfaction 
in representing the Bucki line of 


CARBON PAPERS and INKED RIBBONS 


Wooo o44444444444444444444444444444444 
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for 50 years 


QUALITY *:" PROMPT SERVICE 


has earned this recognition. 
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Samples and prices gladly furnished. 


The Buckeye Kibbon & Carbon Co. 


NEW PROMOTIONAL MATERIAL OFFERED BY MELIND.— 
Dealers will appreciate the direct appeal of this attractive 
display card showing a typical bobby-soxer marking her 
possessions. Both the card and pennants are offered by 
the Louis Melind Company. The display serves to remind 
housewives, servicemen and students that indelible marking 
usually prevents possessions from going A.W.O.L. 
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é * 
mightier The Display Card illustrated above, using one of the war’s most 


famous news photos, dramatizes the power of the pen! It is the 

json the perfect way for you to support the coming Victory Bond Drive— 
Oct. 29 to Nov. 30. Attractively printed in two colors, it is just the 

S d right size (15" x 115g") to place in your window. If you have ever 
WOr bought direct from Zephyr American Corporation you will auto- 
matically receive one in the mail. If you have never bought directly 

from us, mail the coupon below immediately, and we will gladly 


send you a card without obligating you in any way. 


ZEPHYR AMERICAN CORPORATION ° 
Zephyr American Corp., 2 West 46th St., N.Y. 19 





2 West 46th Street New York 19, N. Y. r Sis 
Without obligating me in any way, please send the 
Ma ke rs of | 2-color Victory Bond card ‘The Pen is Mightier Than 
| The Sword” for use in my window. 
AUTODEX . 
AND 
| per 
SWIVODEX | 
| Address 
| 
l City ; State 
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VIRGINIA-NORTH CAROLINA NEWS NOTES 





J. F. Howison, Correspondent 





M. V. Moore, branch manager of the Monroe Cal- 
culating Machine Company for the Richmond area, 
has been elected to the Monroe High Point Club for 
outstanding sales achievement for the year ended 
June 30, 1945, according to an announcement made 
recently at the company’s home offices. This is the 
thirteenth time that Mr. Moore has won membership 
in the club. At the same time, officials of Monroe 
at Orange, N. J., announced that the company had 
completed its reconversion program, and that pro- 
duction of calculating, accounting and other business 
machines is virtually on a full peacetime basis. 

* a oe 

Major Argus K. Barker returned to Richmond on 
September 1 to resume his old position as manager of 
the local Comptometer agency. Gus, as he is well 
known to his many friends, served 39 months in the 
U. S. Army Air Forces. His duties were that of staff 
personnel officer, and also intelligence and public 
relations officer. He served at fighter bases, as well as 
B-17 and B-29 bases. In addition to the sales agency, 
Gus has a very fine Comptometer school here, where 
he trains young ladies who are high school graduates 
in Comptometer efficiency. As his success formula, 
he gives the knack of picking the girl, individual in- 
struction, a knowledge of his customers’ requirements. 
likes and dislikes. Gus will soon start his sixteenth 
year with the company. He is married and has a 
six-year-old son. 

* * * 

J. B. (Aleck) Alexander is certainly stirring ’em 
up and making great progress throughout North Caro- 
lina in inaugurating the very best and most alert 
agencies in that state for Remington typewriters, 
portables, adding machines, and calculators. He is the 
aggressive son of a sheriff, and surely gets what he 
goes after. He keeps ’em satisfied, well trained in 
the work of selling, and mechanically coached in 
giving the customers complete satisfaction. 

* * * 


The Durham Typewriter Company, a new business, 
has just leased a business location at 123 Orange 
Street, Durham, N. C., one of the most active indus- 
trial cities in that state. H. D. Wolfe is head of the 
firm, which will be the local outlet for Remington 
Rand products. A fully-equipped repair shop will also 
be maintained. Mr. Wolfe comes from Raleigh, N. C., 


where he has been for the past 12 years. 
* * ” 


L. M. Dennis, a rugged, successful salesman with , 


Remington Rand at Richmond for several years selling 
adding machines and calculators, will be transferred 
to the Charlottesville office, which will be made a 
full district office on October 1. 

a * ” 


R. E. Wilson of the supplies division at Richmond, 
the old plugger of ribbons and carbon under Morris 
Langhorne, stirs up more prospects for other things 
than any other salesman in the Richmond Rem-Rand 
office. 

ok * * 

J. B. Deariso, a very likeable and successful systems 
salesman for Rem-Rand in the Richmond area, con- 
tinues to wax enthusiastic about his work and success 
in the line. J. B. is now quite a domestic fixture, 
with a family to look after. 

* a * 

J. J. Wall, the well-informed sales engineer of the 
Remington Rand tabulating division at Richmond, and 
who was recently married, will be transferred to the 
Washington branch of Remington Rand about Octo- 
ber 1. 

* ” * 

W. B. Smethie, formerly well-known Underwood 

salesman, is now located at Charlottesville, Va., as a 
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A Really SAFE Knife for Pocket or Purse 


GITS 
No. 111 KNIFE 


(Patented) 









% Light-Weight, Unbreakable Plastic 
Handle. 

¥%& One-Handed Opening. 

% No Broken Fingernails. 

% Finest Steel, Replaceable Blade. 

% 5 Safe-Locking Blade Positions. 





Try . 






In Pearl White, Bone Onyx, 
Green Onyx, Red Onyx, 
and Black. 

Individually Boxed— 
12 to a Display Carton. 
12 Display Cartons (144 
Knives) in a shipping con- 
tainer (8 pounds). 


Holla operation 





uists 5O¢ och 





4664 W. HURON ST. CHICAGO 44, ILL. 
turers of the f Gits Flashlights, Knives, 
G , Protect-o-shields, Savings Banks, Etc. Order from Jobber 





CANADIAN DISTRIBUTOR: Kahn, Bald & Laddon, Lid., 69 York Street, Toronto 
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CARBON 
PAPER S 


TYPEWRITER RIBBONS | 


Made right—Priced right 
—Sold right. Here’s a 
ribbon and carbon prop- 
osition you can turn into 

real profit. You can al- 

ways count on our co- 
operation. 


| EXCLUSIVELY for | 
DEALERS *” STATIONERS 


Complete details on request 

ALLEN & COMPANY 
DEPT. M 

11-13-15 Vandewater St., 

+ New York 7, N. Y. 




















VICTOR PENS IN 
SERVICE EVERYWHERE 
LAND, SEA and AIR 


THE U.S. VicTOR FOUNTAIN PEN Co., INC. 


ESTABLISHED 1915 


225 LAFAYETTE ST. 


NEW YORK 12, N. Y. 
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Remington typewriter salesman. He is a weekly visitor 
to Richmond. 
* * - 

W. B. Pully, formerly of the Richmond Remington 
Rand office, now located at the Rem-Rand supplies 
factory at Bridgeport, paid his friends in Richmond 
a short visit during his September vacation. 

* x ea 

Miss Frances Ayers, who we reported as having left 
the Richmond Remington Rand office in July, 1945, 
is back again as Miss Tenser’s assistant in the office. 

* * * 

Morton Marks, one of Richmond’s largest dealers in 
new and used office furniture, reports an increased 
volume of business and states that he is now able to 
get many items that were frozen for such a long time. 
He was scheduled to receive a carload of new steel 
files in mid-September. 

* a * 

Hon. J. E. Gardner, member of the Virginia legisla- 
ture, reports a big surge in his personal business, The 
Business Equipment Company, Richmond. He has 
already leased the second floor of the building he 
has occupied for many years on Seventh Street, and 
is making extensive improvements. He recently re- 
ceived a limited shipment of Victor adding machines, 
for which he has a large accumulation of orders. 

* Sa * 

Young Typewriter & Electric Company have just 

been made Remington Rand dealers at Pulaski, Va. 
* *x * 

Shoemakers at Wilmington, N. C., have walked away 
with all honors as new dealers for Remington Rand, 
having hit 300 per cent of their quota. 

* * Es 


Asheville Typewriter Company (Koontz & Gray) at 
Asheville, N. C., new dealers for Remington Rand, fin- 
ished the month of August with 200 per cent of quota. 

* * * 


W. D. Wiggs, Raleigh, N. C., another new franchise 
dealer for Remington Rand, also finished August far 
above their quota. 

* * * 

The Baughman Stationery Company, Richmond, Va., 
one of the oldest stationery houses in the country, 
have announced in their monthly publication, “Baugh- 
man’s Arrow,” that Jim Baxley, a talented writer, 
has joined their organization. 

te ek 
McBEE CO. A CONTRIBUTOR TO ATOMIC BOMB 

The McBee Co., Athens, Ohio, is among _ those 
claiming a part in the development of the atomic 
bomb. For many months, Jay Howe, manager of the 
McBee Company’s office in Knoxville, Tenn., requested 


' and was given high priority handling at the main 


Athens, Ohio, plant on all orders for the Clinton 
Engineer Works at Oak Ridge, Tenn. 

McBee officials did not know for what purpose its 
products were being used—they knew only that 
something of tremendous importance to the war effort 
was going on in Oak Ridge. A system which was 
devised by the McBee Company was used in recording 
the terrific detail of information used in the manu- 
facture of the atmoic bomb.—AK. 

Pe: oti 
ART CALDER NOW WITH MASTERCRAFT 

Art Calder, formerly a star salesman with R. P. 
Lewis Company, Flint, Mich., branch, is now asso- 
ciated with R. E. Fisher as his partner in representing 
the Mastercraft Company of Kalamazoo, Mich. The 
offices of Fisher and Calder are located at 120 South 
LaSalle Street, Chicago. 

SE ee co 


INDIANA FIRM MOVES TO LARGER QUARTERS 
The Plymouth Office Supply, Plymouth, Ind., has 

taken new and larger quarters at 213 North Michigan 

Street on the main business thoroughfare. With 50 

per cent more floor space, the firm will have oppor- 

tunity for better display of merchandise. 

1945 
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CORRY - JAMESTOWN 


MANUFACTURING CORPORATION * CORRY, PENNA. 


1945 


Used daily for over 24 years, 
this STEEL-AGE FILE CABINET 
— none the worse for wear — is still 


in use. 


We're justly proud of its outstanding 
record—proud, too, that thousands of 
STEEL-AGE FILE CABINETS like 
it are upholding the high standard of 
STEEL-AGE quality year after year. 


Soon to be introduced, the new line 
of STEEL-AGE FILE CABINETS 
with many distinctive modern refine- 
ments will be even better. Better be- 
cause it’s backed with years of pro- 
duction experience, rugged testing and 
smart designing. Early delivery of 
this new modern line is planned soon 


after release of materials. 


Alert dealers everywhere know that 
the complete line of STEEL-AGE 
office furniture means much toward 
ready sales and profits. Prepare for 
early delivery now. Send for litera- 


ture and let us tell you what the 


STEEL-AGE line will mean to you. 


* 
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FOUNT-O-INK 


INSTANT ACTION 





For profit, prestige, and progress, sell 
Fount-O-Ink Instant Action Writing 
Sets. They open doors to new business 
and build up volume through customer 


a 


Fount-O-Ink is a full line. Utility 
models for large installations. Executive 
models, gift models, double and single 
sets with style and beauty. Writing 
Sets that particular people are proud 


satisfaction. 


to own. 


Sell Fount-O-Ink Writing Sets with 
14K Solid Gold Points for long years 


of uninterrupted writing service. 


GREGORY 
FOUNT-O-INK CO. 


3501-11 EAGLE ROCK BOULEVARD 
LOS ANGELES 41, CALIFORNIA 


COPYRIGHT GREGORY FOUNT-O-INK 1945 
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CANADIAN NEWS NOTES 





S. J. Luddington, Correspondent 





The St. Regis Paper Company of Canada, Ltd., 
Canada Permanent Building, Montreal, Que., recently 
awarded the contract for a plant extension at Cap 
de la Madeleine, Que. The structure will provide 38,000 
feet of much needed floor space and will cost an esti- 
mated $350,000. 


* * * 


The Howard Smith Paper Mills, Ltd., 407 McGill 
Street, Montreal, is having a fireproof addition erected 
to its branch plant on Second Street, in Cornwall, 
Ont. The new addition is 30 x 50 feet, two stories, 
over the existing plant building at the same location. 

* * * 

The Atlantic Paper Products, Ltd., 11 King St. E., 
Toronto, Ont., is having the second floor of its building 
reinforced for manufacturing purposes. 

¥ oe + 

James Wright, of Wright’s book and stationery store, 
629 Talbot Street, St. Thomas, Ont., returned recently 
from the Memorial Hospital in that city, where he 
was a patient for six weeks. 

* * oF 

Thomas J. Mines, who admitted recently in one 
of the city police courts in Toronto that he stole 
13 typewriters from offices of various firms in that 
city, was sentenced to two years less one day, and 
an indeterminate period of three months in the 
Ontario reformatory on each charge to run concur- 
rently. 

Detectives stated that Mines secured the typewriters 
from offices without any difficulty by entering at 
closing time. During the confusion of the employees 
leaving, he would pick up a typewriter and leave. 
The accused sold the machines to pawnshops for a 
total of about $150. 


* * * 


Robert Currie, 74, president and general manager 
of the Dominion Paper Company, Montreal, Que., died 
recently in that city after a long illness. 

Mr. Currie was a governor of the Montreal General 
Hospital and a member of the Canadian Manufac- 


turers’ Association and the Montreal Board of Trade | 


and was widely and favorably known in Canadian 


business circles. 
——7o——<o—__— 


IBM INSTITUTES EMPLOYEES’ RETIREMENT PLAN | 
Thomas J. Watson, president of International Busi- | 


ness Machines Corporation, on September 14, an- 
nounced over a telephone hookup to all IBM factories 
and various branch offices in the United States an 
employees’ retirement plan which will supplement the 
social security benefits to which the employee is 
entitled, to bring his total retirement income at age 
65 up to a minimum of $60 a month, increasing pro- 


portionately to a maximum of $130 a month for each | 


employee and $155 for an employee and wife, age 65, 
based on length of service. 

The benefits of the retirement plan are the same 
for all employees with equal length of service, regard- 


less of earnings or position, who have been employed | 


by IBM for ten years or more before reaching the 
age of 65. 

The entire cost will be paid in full by the company. 
The employees are at present covered by group insur- 
ance, paid by the company, up to age 65. 

Announcing the return to the 40-hour week from 
the wartime 50-hour week schedule, Mr. Watson also 
announced a 20-cent per hour pay increase to factory 
workers and customer engineers in the company’s 
service, with a minimum rate of $1 per hour, the quali- 
fying period being 6 months, and elimination of the 
20-minute per day rest periods in effect during the 
war. 
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THE NEW Compeo 


ALL METAL 


As decorative as it is 
practical, this modern 
new Compco ciga- 
rette urn is “‘must”’ 


equipment as a fire- 
proof disposal unit. 


Available now 
through recognized 
distributors. 


* 20 inches high x 10 inches dia. 


* Baked on wrinkle finish 


* Highly polished rustless top 
and trim. Removable top has 
ample sand storage space 
underneath. 


Two colors available: 
No. A84— Wrinkle Black 
No. A95— Wrinkle Brown 


Commercial Metal Products Co. 
2255 W. St. Paul Ave., Chicago 47, Ill. 





HERE THEY ARE IN STEEL! 


STEEL 
> SORTING TRAY 


An office necessity. 
Made of heavy gauge 
steel. Handles on both 
ends. Rubber feet. Mat 
on bottom. Olive green 
finish. Individually 
boxed. 





STEEL 
BOOK ENDS 


For Office and Home 
use. Holds books up- 
right. Made to prevent 
spearing of books. 
Heavy gauge steel with 
olive green finish. 





SPECIAL STEEL BOXES—ONE OR A MILLION 





The Line That Makes Things Easy to Find! 





Card  adved 

f) = c| Gs > MANUFATTURING COMPANY - 

MAKERS Of FILES AND FILING EQUIPMENT - 
2931 WENTWORTH AVE 
THICAGO 460 JLLINDIS - 
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If you need stock and or 

_data-Mail Coupon Now! 


THE TILTING 
2 LEVER 
BALL BEARING 
LINE-BY-LINE 






FRONT VISION 
NOTE BOOK & 
COPY-wORK EP ie ee A A EY GEES mo Mien 
HOLDER ‘oe : 
: Copy RIGHT Mfg. Corp. ] 
53 Park Place, New York 7, N. Y. | 


a Send literature and prices. 
Ship a Copy-RIGHT (stock-sample) | 
on regular terms. 









(attach to letterhead) 
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BERNARD Staple Remover 


Removes staples holding two sheets or two hundred 
—no matter how tightly clinched they are. 

Speeds up office routine. Increases use of stapling 
machines, which saves filing space. 

These and a wide list of BERNARD stationery tools 
are now available. Send for free BERNARD cata- 


logue. 


WM. SCHOLLHORN COMPANY 


Stationery Tool Div. * New Haven, 9, Conn. 
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NEWS NOTES FROM NSA DISTRICT NO. 8 





Gene Mitchell, Correspondent 





(NOTE.—Last month in the District No. 8 News Notes, 
H. J. Hoffman, Smead Manufacturing Company, was referred 
to as “part owner with J. L. Wren of The House of Wren, 
Oklahoma City.” As Gene Mitchell points out, Mr. Hoffman 
is in no way connected with The House of Wren. The erron- 
eous statement was published because a very important part of 
Gene’s copy was inadvertently omitted. The omission also 
removed the humor that Gene intended to inject into his state- 
ment. Following is the sentence as it should have been printed: 
“He (Mr. Hoffman) is part owner, with J. L. Wren of The 
House of Wren, Oklahoma City, of certain Chicago night 
spots.” We apologize to Mr. Hoffman and Mr. Wren, as well 


as Gene Mitchell, for the error.) 
a ea ” 


Welcomed by the St. Louis dealers during late 
August and early September were R. B. (Bob) Valleau 
of Milwaukee chairs and Leopold desks, George Ohland 
of Metal Office Furniture Company and Eugene Biggs, 


the Koh-I-Noor pencil ambassador. 
*” + * 


Among the Kansas City delegation to the state 
American Legion meeting in St. Louis in September 
was Vaughan Williams of Schooley Prtg. & Staty. 
Company, successfully politicing as usual and winding 
up with the second highest post of the state offices 
of the 40 and 8. Congratulations, Vaughan! 


* * * 


Armed Forces News: 

Sl1/c Ray L. Zehr, formerly of Jacquin & Co., Peoria, 
Ill., was honorably discharged from the U. S. Coast 
Guard August 27. He returned to his home to the 
bedside of his wife who passed away a few days later, 
following a lingering illness. 

S/Sgt. Peter C. Masterson returned from the ETO 
in mid-September and was honorably discharged in 
New York. He hopes to be back with Acco before long. 

Corp. Paul S. Baird of Geo. E. Baird & Son, Kansas 
City, received his honorable discharge in August and 
is in the midst of operations at his old stand. 

a ” * 


Herbert S. Held, director and buyer of Blackwell- 
Wielandy Company, St. Louis, received the congratula- 
tions of his many friends and coworkers September 1 
on the occasion of his thirty-fifth anniversary as a 
B-W employee. Herb has a long record of achievement 
and steady advancement, both with his company and 
with his trade organizations, having served several 
executive terms in the Wholesale Stationers Asso- 
ciation. 

” * aa 

A recent column mentioned the new signs recently 
installed over St. Louis stationers stores, but over- 
looked the beautiful and colorful sign recently hung 
in front of Buxton & Skinner Prtg. & Staty. Com- 
pany, which is easily read for several blocks in each 
direction along Fourth Street. 

* * * 

Vacationers seeking relaxation away from their 
St. Louis duties include Mr. and Mrs. Al J. Bartens, 
Shallcross Prtg. & Staty. Company, who visited rela- 
tives in Minneapolis and near-by points, and the 
Chester A. Kennedy family, who hied themselves to 
rural Missouri sections for their fun. Ches is man- 
ager of Wm. J. Kennedy Staty. Company. 


* * * 


And from Kansas City, we find Roy Moreland and 
Joe D. Landes among the missing from their usual 
haunts at Schooley Prtg. & Staty. Company. Mr. and 
Mrs. Landes spent their time with their grandchildren 
around Chicago. Oh, yes, they did see something of 
the parents of those little ones, also. 


* * * 


Miss Vivian Jairow, of Geo. E. Baird & Son, visited 
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"++ and in the case of 
Feldco Proves this con- 
Every Feldco Ring Binder 


A 


More ¢ 
han three Warters of g century 


FELDCO Locse Leaf CORP. 


788 MISSION ST., SAN FRANCISCO - 


NEW YORK - 25 CENTRAL PARK WEST « PHONE CO-5-0282 «+ PACIFIC COAST + 
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116 W. ILLINOIS STREET 
CHICAGO 10, ILLINOIS 


PHONE DOUGLAS 8563 
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These cabinets are designed for card record systems - 
and for use on desks or tables. Ideal for offices and 

LOCKS—Cabinets equipped with lock libraries. Constructed of best grade extra heavy cold a 
and key add $1.75 per drawer to above rolled furniture steel, electrically welded throughout. tr 
prices. E] 
Rubber legs are provided but can easily be removed di 
when the units are stacked. a 
Drawers are equipped with bail suspension, to prevent pi 
accidental withdrawal from cabinet. Also, newly im- rs 
proved positive lock compressor to keep cards in place. al 
Finish—rich olive green baked enamel. os 
Ww: 
ONE DRAWER UNITS rs 
Olive Jo 
No. Card Size Capacity Height Width Depth Green er 
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friends in Chicago and Benton Harbor, Mich., for 

two weeks. This was her first vacation since before 

Paul Baird entered the armed forces three years ago. 
7 * * 

Our hearty congratulations to the officers and em- 
ployees of Stein Bros. Mfg. Company, Chicago, upon 
receiving the Army-Navy “E” production award on 
August 24. A well-earned recognition, we all know. 

* * * 

Recent word brings the sad news of the passing, on 
September 5, of Taylor Wyrick, who held the position 
of paid secretary of the St. Louis Stationers Asso- 
ciation for some 20 years prior to about 1930, when he 
retired because of ill health. He was succeeded at that 
time by your correspondent, who served in that posi- 
tion for some five years. Mr. Wyrich was a practicing 
attorney in St. Louis for many years and handled all 
the local club’s affairs during some trying periods of 
the earlier days. He was in his late seventies at the 
time of his passing, and is survived only by his wife. 

* a *” 

Another vacationer from St. Louis is Walter Weihe 
of S. G. Adams Company, who, with his wife, visited 
relatives and friends in and around Chicago in Sep- 
tember. Quite a bit of their time was spent with 
their younger son who has been in training at a 
Navy aviation field near by. The older son has been 
serving in the South Pacific area for the past year. 

* * ~ 

Returning from his well-earned vacation soon after 
Labor Day was David O. Row, office furniture man- 
ager of Buxton & Skinner Prtg. & Staty. Company, 
St. Louis, the “dean” of the local retail office furniture 
industry and a real gentleman. 

* *~ * 

The Midwest Travelers Club joins the entire whole- 
sale and retail stationery trade in mourning the recent 
tragic passing of Eberhard Faber, vice-president of the 
Eberhard Faber Pencil Company and nephew of the 
distinguished president of the firm which bears his 


name. eww 


Recently joining the Comfort Prtg. & Staty. Com- 
pany organization in St. Louis were Herb Wheeler, 
formerly a Shaw-Walker Company representative, 
who is in charge of the office furniture department 
and William Patrick, former Macey Company repre- 
sentative in these parts, as an assistant in the furni- 
ture department. “Bill” Patrick has been employed in 
war work these past two years and was cited by the 
Government for his 100 per cent attendance on his 
job, having missed not one hour of time since he 
entered that work. 

~*~ “ « 

A surprise announcement received recently told of 
the marriage on September 27 of Mrs. Letha Crouch 
of Kansas City and our beloved lieutenant governor 
and vice-president of Schooley Prtg. & Staty. Com- 
pany, Roy Moreland. Our hearty congratulations and 
best wishes to these fine folks, who have many admir- 
ing friends in the industry. 

* * *” 

Frank McClure, president of Inland Printing Com- 
pany, Springfield, Mo., gave the boys a few lessons 
in golf recently when he won the city championship 
of Springfield with a net of 68. On Saturday, Septem- 
ber 15, Frank and Mrs. McClure drove to Tulsa. 

* os * 

Cpl. John B. Brain, Jr., formerly of Brain Stationery 
Company, Omaha, Nebr., may be addressed c/o Co. B, 
37th Battalion, Camp Crowder, Mo. He will heartily 
welcome cards and letters from his friends in the 
trade. 

ca * * 

Carl Thompson, formerly of Cast Office Supplies, 
Wichita, Kans., is the new store manager at Duke 
Office Supply & Printing Company, Wichita, Kans. 

* * * 


Our deep sympathies go to Clark A. Beems, president 
of Metropolitan Supply Company, Cedar Rapids, Iowa, 
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STARK DESK CALENDARS 


NOW IS THE TIME TO ORDER 
FOR 1946 


An 
Outstanding 
Line With 
Real Selling 
Features 
and 
Best of All 


A Keal Profit vediale 


Printed in two colors, RED and BLUE on quality 
bond paper with maximum writing surface. Priority 
ratings on Metal Stands essential. Stands only will 
not be sold separately. 





Write at once 
for catalog. 


STARK 


CALENDARS, INC. 


525 S. Dearborn St. 
Chicago 5, Ill. 





New York Office 
321 Broadway 
New York 7, N. Y. 
Phone COrtland 7-9779 











Heavy Hi-Grade Leatherette 8 x 3%", closed. 


TOO GOOD TO MISS 


This pencil pouch comes in all colors with 
seven lead pencils (5 with rubber tips), 
pen holder and in a special pocket, a 
6 inch rule. 

RETAILS 60c 
GENEROUS TRADE DISCOUNT 
A Great Buy Anytime. A Good Xmas Item 
Satisfaction Guaranteed 
Williams Products Co. 
1855 Milwaukee Ave., Chicago 47, Ill. 
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AFTER THE WAR—WHAT? 
Dealers who look ahead are making plans now. 
Here is your opportunity now—war or peace. 


SATIN FINISH 
EXECUTIVE rivtons 


Meet the maximum expectations 


of users of SILK RIBBONS 


SATIN FINISH EXECUTIVE Typewriter ribbons were 
introduced seven years ago as successful competition to 
silk ribbons for sharpness of write and maximum durability. 

SATIN FINISH EXECUTIVE Ribbons have been success- 
fully sold by enterprising dealers in competition with silk 
on the basis of equal sharpness, equal wear, something 
unknown heretofore with cotton ribbons 

SATIN FINISH EXECUTIVE will absolutely meet your 
and your customers’ fullest expectations. It is not uncom- 
mon for users to report that their typewriters consume no 
more than two or three SATIN FINISH EXECUTIVE rib- 
bons a year. So far as we know, there is no similar 
sharp writing, long wearing ribbon on the market. 

With the increasing difficulty in securing your require- 
ments on silk, SATIN FINISH EXECUTIVE is YOUR 
OPPORTUNITY to meet all the demands heretofore sup- 
plied by silk ribbons. 


“Oldest Exclusive Manufacturers of Typewriter Ribbons 
and Carbon Paper” 


fe AT TITLE. . 


MANUFACTURERS 


1888 Factory. Rochester 8, N. Y. 1945 











WB el-}0(-) ab ele)ecc) st Metre Meet ce 
I prices 


REGALRITE 


Carbon Papers 
Typewriter Ribbons 

J Vo lobbete mm Cocos ebbet- mm attoleres et.) 

| slole) .@ 4 -1-) op bate MB JLo lon ebbel- MB atte) eve) ot 


HEADQUARTERS 


Royal Typewriter Parts for Dealers 


try REVIVO; it renews 
leans type amazingly! 


ANTICIPATE 
The manufacture of a limited produc- 
typewriters has been re- 
ins should be available 
needs with us to be 
as soon as they come in 


REGAL TYPEWRITER COMPANY 


INCORPORATED 


200 Hudson Street van al, a) oe 
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on the recent death of Mrs. Beems, who many of us 
knew well for the past several years, and will miss 
on our visits to Cedar Rapids and at trade gatherings, 

Preceding the Midwest Travelers golf party in Kan- 
sas City on September 19, Roy Moreland of Schooley 
Prtg. & Staty. Company entertained with an all-day 
party at his new home on Lake Lotawana near Kansas 
City on Sunday, September 16. Among the guests were 
Mr. and Mrs. George Wilkerson, Leonard Wilcox, Mr. 
and Mrs. Dan MacDougall, Mr. and Mrs. Gene Mitchell, 
and Mrs. Letha Crouch and her twin daughters, Sue 
and Lou. 

*—? 
NEW SLANT ON OFFICE FURNISHINGS 

A firm of decorative artists, Staples-Smith, has 
turned its talents to the problem of making the busi- 
ness office more attractive and efficient. The result 
is a completely new type of office furniture and 
equipment which is modern and functional, with 
streamlines and color individuality. Executed exclu- 
sively for the Albert Manlon Company, Washington, 
D. C., this new line makes use of the finest woods and 
leathers and treats color boldly, with a thorough 
understanding of its psychological and restful effect. 

In connection with the launching of the Staples- 
Smith collection, the Albert Manlon Company is offer- 
ing the purchasers of Staples-Smith furniture a 
unique service in the form of actual consultation 
with Cecilia Staples herself. Dealers can arrange for 
this personal service office decorating plan by which 
she will study the problem and plan colors, arrange- 
ment and decor. 

—-? 

GEORGE SKARIE OPENS TYPEWRITER CONCERN 

George Skarie, who has been employed in various 
departments of the Albert Lea (Minn.) Tribune for 
37 years, has resigned to operate his own firm, the 
Albert Lea Typewriter Exchange. Mr. Skarie plans to 
take a refresher course at the Underwood service 
school in Minneapolis. Along with his typewriter 
sales office, he will continue to operate the typewriter 
service department at his residence. 





SWIVODEX AVAILABLE FOR HISTORIC SIGNING—Peace 
and the pen are as synonymous as war and the sword. This 
fact was forcefully dramatized in the historic surrender cere- 
mony on the decks of the U.S.S. Missouri. Sad-faced Japa- 
nese diplomats doffed their high silk hats and stopped to 
sign the surrender document at a table on which were 
placed two Swivodex sets (foreground and background, left). 
The makers of Swivodex, Zephyr American Corp., state that 
General MacArthur used one of the Swivodex sets during 
his signing. The company is proud of this fact and a 
reprint of the picture shown here has been mailed to sta- 
tioners throughout the nation for display purposes. In addi- 
tion, a two-color display featuring the picture has been 
sent out in connection with Victory Loan campaign. 
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File Headquarters 


Reporting ... 





Wer eyeing Tomorrow eagerly. 

As soon as we get a full and 
clear view, the plans we made 
and the new metal file cabinets 
we ve developed will be shown to 
the world. There are a few de- 
tails to straighten out before our 
production hits its full stride. But, 


when we get going—Watch Us! 


INVINCIBLE METAL FURNITURE CO. 


Manitowoc, Wisconsin 
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This concealed safe ur 
s a patented invincibie 


EXCLUSIVE |! 
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Brings New Opportunities 
to the Office Furniture Dealer! 





The office furniture trade may well 
face the challenge of tomorrow with confidence. For those dealers who 
are prepared to do a job of creative selling, the future holds promise of rich 
rewards. We believe that the modern executive will want no 

“rubber stamp" treatment for his office. His business home will reflect 

that individuality and personality that distinguishes him from all 
other business men. Yes . .. the future looks bright and the brightest 
spot of all in the office of "tomorrow" will be the JASPER DESK. 


We can assure you that JASPER DESKS will continue to 





merit a leading role in your sale plans. 





JASPER, INDIANA 


m= THE JASPER DESK COMPANY ammA fe 


MEMBER WOOD OFFICE FURNITURE INSTITUTE 
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GIVE STORE A VACATION, TOO? 
By Jack E. Adams 





Store Manager, 
Lairds Stationery Company, 
Oakland, Calif. 





E MUST ADMIT that we are living in a new 

era of changing times in which the five-day week 
and the shorter working day are making large head- 
way under sponsorship of the labor union and some- 
times the employer. 

And that brings up the possibility of widespread 
changes in vacation plans, particularly the idea of 
giving the store, as well as the employees, time off. 

Let us look at what has transpired during the 
summer months just past. We find many business 





JACK E. ADAMS 


concerns closing for the vacation period, thus allowing 
the entire force to vacation at one time and eliminat- 
ing the general disturbance and shortage of help 
usually ensuing through the staggered vacation plan. 
Under such a system the employee remaining on the 
job does not have to double up on his labor and thus 
in a few weeks lose what he has gained by taking 
a rest. 

It has been the writer’s privilege to converse with 
some of the officials of concerns “closing shop” for 
a general vacation and they claim there has been 
no loss of business. Enthusiastic about the idea, they 
plan to go ahead with the idea again next summer. 

What about the stationer? With vacations usually 
starting in the early part of May and lasting until 
September, he has a shortage of help all summer 
which brings about a lack of interest and generally 
unsatisfactory conditions. 

In a certain business house this summer where 
11 persons are employed, three were on vacation 
and two absent because of illness. This left six people 
to do the work of 11. 

Many years ago, the Wilson Jones Co. of Chicago 
gave a picnic to employees of the various stationery 
stores and they were all closed for the day. I am 
sure no one lost any particular business through the 
plan. 

What a grand thing it would be for the stationer 
to close for either two or four weeks each year. The 
vacation period would be known in advance, enabling 
the employees to make definite plans. Everyone would 
be going and returning at the same time, fresh and 
ready for another year’s work at his own job, and not 
the other fellow’s in addition. 

ikaia apaaialaad 

F. A. GROTE JOINS 0. MUELLER DEPARTMENT 

F. A. Grote, who has had 20 years’ experience in 
the office machine industry as mechanic, salesman 
and manager, is now associated with O. Mueller of 
Westchester County, New York, office machine depart- 
ment. 
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| NVESTIGATE 
THE MERITS OF 


MODEL 95 


The Quality five action, all steel 
and nickel, Numbering Ma- 
chine. 














% Capacity for ten wheels. 


% Priced competitive to ordi- 
nary machines of four and 
less actions. 


% UNCONDITIONALLY 
GUARANTEED. 


Your large discounts give you a 
real incentive to sell these units. 


THE ROBERTS NUMBERING MACHINE Co. 
694-710 JAMAICA AVE. BROOKLYN, NEW YORK 


Western Distributor LOUIS MELIND COMPANY 
362 W. Chicago Ave., Chicago, Ill. 593 Market St., San Francisco 








ASK ADIRONDACK ! 


FOLDING 
CHAIRS 


TABLET ARMCHAIRS 
AND FOLDING TABLES 
Many Styles 


Don’t Turn Down 
Chair Inquiries! 


All styles Anema Chairs, Bent- 


wood Folding Chairs. Tablet 
Armchairs —ideal for class- 


rooms, cafeterias etc. 
IMMEDIATE SHIPMENT 
FROM N. Y. STOCK OR FACTORY 
CHAIR COMPANY 
Dept. No. 15-1 
1140 BROADWAY 
NEW YORK 1, N. Y. 
Corner 26th Street 
Telephone: Ashland 4-1385 
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MADE 
of 
PRE-WAR 
IMPORTED 

TISSUE 


US TODAY 


for 
SAMPLES 


AND 
PRICE-LIST 

















CAN QUALITY BE ASSURED? 


Yes ... by insisting on 


Name Brands! 


All-Weather Stamp Pads and Inks 
Dri-Kwik Stamp Pads and Inks 
Fulton and Service Daters 


Fulton Business Outfits 


Bien SPECIALTY CO. 


200 Fifth Avenue, New York 10, N. Y. 


Factory at Elizabeth 1, New Jersey 
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G.I. BILL OF RIGHTS AND STATIONERS 


In the August issue of The National Stationer, R. A. 
Jonas, Jr., Oxford Filing Supply Company, vice-presi- 
dent, sales managers division, National Stationers 
Association, made the following illuminating com- 
ments about the G.I. Bill of Rights as it is related to 
the commercial stationery industry: 

“We know that many stationers, and some manufac- 
turers as well, plan to expand their sales organiza- 
tions through the use of returning service men. It is 
going to be difficult for many of these service men 
with two to four years of service in the Army and 
Navy to adjust themselves within a reasonable time 
to the competitive selling of merchandise. A period 
of training will be of tremendous help to such men 
and provisions for such training are available in the 
‘G.I. Bill of Rights,’ otherwise known as ‘Public Law 
No. 346 and Public Law No. 16.’ 

“Generally speaking, any honorably discharged 
service man or woman, who served in the active mili- 
tary or naval service for 90 days or more, is en- 
titled to a year of training or any part of a year 
that the course he elects requires. The law provides 
for a subsistence allowance during training of $50.00 
per month for single men, and $75.00 per month for 
a veteran who has one or more dependents. 

“In view of the fact that the law’s definition of 
training institutions includes ‘business or other estab- 
ments providing apprentice or other training on the 
job,’ this means that sales trainees can be hired to 
work part time and study part time in your organiza- 
tion under a program of training that will produce 
better salesmen than those trained purely in an 
academic fashion. However, the Government has set 
up safeguards to insure that the sales training is 
substantial and adequate. In other words, for class- 
room training, approval of the training course must 
be obtained from the governmental agency having 
jurisdiction over education within the state. In New 
York, for example, the Department of Educa- 
tion would have jurisdiction. For on-the-job training, 
approval of your training course must be obtained from 
the state authority having jurisdiction over such 
training —in New York, the New York State Ap- 
prenticeship Council. Where no such council exists, 
the Veterans’ Administration designates the body hav- 
ing jurisdiction. When training plans are submitted 
to these agencies, they should include the content of 
the program, the amount of time allotted for each 
phase and other pertinent information. 

“A veteran returning to claim the job which he held 
on a permanent basis before entering the service, 
and who therefore gets the full salary or wages for 
that job, is not entitled to subsistence pay even if he 
is in need of refresher training. However, exceptions 
would exist in the case of the individual who returned 
for refresher training prior to resuming his actual 
job and receiving his full salary. Another exception 
applies in the case of the veteran who was in train- 
ing when he was called into the service. If he resumes 
his training, he is eligible for subsistence payment 
until completion. 

“Any firms wishing additional details on this matter 
can obtain them from their local office of the Vet- 
erans’ Administration.” 


—_ + <> 
AL FICKS JOINS C. E. SHEPPARD COMPANY 


Albert Ficks, Jr., who for the past 14 years has been 
connected with the Wilson Jones Co., is now asso- 
ciated with The C. E. Sheppard Company, manufac- 
turers of Cesco loose leaf equipment, in an executive 
capacity. 

Mr. Ficks, who is well known to the dealers through- 
out the country, will be a valuable asset to the Shep- 
pard organization because of his wide experience and 
knowledge in the loose leaf industry. 

The Sheppard Company is streamlining its various 
types and style of equipment for peacetime marketing. 
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... 0 bench worker 


The glue pot, keen cutting knives and his own experienced 
fingers work, moulding leather to the metal frame of brief bags 
The workmanship in finishing the frame is a paramount sign of quality 
in leather goods. This man is a past master in the art of frame covering. 
It shows in his superior work and the pride he takes in it. 
Soon fine leathers, and other materials, will be available 
in quantity for civilian consumption, at which time Mashek 


will again make brief bags with hand crafted distinction. Watch for them! 





ee EO a 
yX 
( THE FRANK MASHEK CoO. y, 
= ‘ene —— C | a — 
1914 NORTH MILWAUKEE AVENUE, CHICAGO 47, ILLINOIS 
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The Truth and Nothing but— 


This shortage of fibre board is the real thing. 
There is nothing fictitious about it. Fibre board 


is still as scarce as hen’s teeth. 


We are trying our best to spread our meager 
supply to cover the basic requirements of all 


our dealers. 


So please be patient if we can’t ship you all the 
PRONTOS you order. You can be absolutely 


certain we will as soon as we possibly can. 


PRONTO FILE CORPORATION 


349 BROADWAY NEW YORK 13, N. Y. 








FIBRE BOARD FILES 
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EBERHARD L. FABER 


Eberhard L. Faber, 51, vice-president of the Eber- 
hard Faber Pencil Company, 37 Greenpoint Avenue, 
Brooklyn, N. Y., and his brother-in-law, Colonel Brock 
Putnam, 58, retired Army officer of Ridgefield, Conn., 
were drowned on August 25 when they attempted to 
save Mr. Faber’s eight-year-old son, Eberhard L. 
Faber IV, from being swept out to sea. 

The boy was carried from the water by another 
brother-in-law of Mr. Faber’s, Captain Duncan Taylor, 
United States Marine Corps, of Plainfield, N. J., and 
suffered no harm. 

Details of the life and career of Eberhard L. Faber 
here presented augment the information which was 
carried in the September issue of OFFICE APPLIANCES. 

Mr. Faber, who had a home at 1170 Fifth Avenue, 
New York, N. Y., was the grandson of Eberhard Faber, 
who in 1849 founded the pencil company, the oldest 
business of its kind in America. He was the son of 
Lothar W. Faber, who was president of the company 
when he died in 1943. 

His uncle, J. Eberhard Faber, of New York, is chair- 
man of the pencil company’s board of directors. 

The decedent, born at Port Richmond, Staten Island, 
was graduated from Princeton University in 1915. 
His entire business career was in the Faber company. 

Besides his son, Mr. Faber is survived by his wife, 
Mrs. Julia Taylor Faber; a daughter, Miss Theo Alice 
Faber, and a sister, Mrs. Margaret L. Putnam, the 
widow of Colonel Putnam. 

Private funeral services for Mr. Faber were held 
at the home on August 27. Burial was at the Moravian 
Cemetery, New Dorp, Staten Island. 

+; - + 
G. ROY SOULIS 

G. Roy Soulis of St. John, N.B., a leader in the 
office appliance trade as a dealer and distributor 
since he established his business in St. John, died 
August 21 at his home. Illness was of two weeks’ 
duration. 

Born at Bridgetown, N. S., Mr. Soulis made his 
debut as an office appliance dealer at Winnipeg, Man., 
in 1915. Previously he had been in the music supply 
trade as a partner of his father, the late Arthur E. 
Soulis, at Winnipeg. In 1926 he moved to Toronto, 
where he continued selling office equipment, and in 
1930 made another change, this time to St. John. 
There, he served as president and manager of Soulis 
Typewriter Company, dealers and distributors in type- 
writers, adding machines, filing systems, multigraph- 
ing and duplicating devices. As head of the business, 
he traveled through the maritime provinces selling 
office equipment, and made frequent trips to Toronto, 
Montreal and the United States. 

Active as a Kiwanian, he first became a member 
by signing the charter at Winnipeg. He continued at 
Toronto and St. John and became president and secre- 
tary of the St. John club and district lieutenant- 
governor. He was made an honorary member of the 
Fredericton, N. B., club for his work in its organization. 
He gave much attention to work among boys through 
the Kiwanis club and Boy Scouts. Other activities in- 
cluded presidency of the men’s brotherhood of the 
Main Street Baptist church of St. John for seven years 
and directorship of the Y.M.C.A. of that city. 

Surviving are the widow, formerly Miss Grace Nichol 
of Toronto; one son, George N. of St. John, and one 
sister.—WM. 

‘+ - 
GILES BUCK 

Death of Giles B. Buck, long-time head of the 
J. K. Gill wholesale stationery department, Portland, 
Ore., occurred Saturday, August 4, at his home, 
2205 Northeast 46th Avenue, in Portland. 

The decedent was born in Atchison, Kans., and 
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She 


Ball 


TECHNIQUE 






You'll agree 50 years is a long period of time—after all, it's a 
half century — and during that period we have followed the 
“straight ball technique" of selling our products. 


Like straight talk, a straight ball gets to the point quickly, 
without any foolin' twists or wrinkles. And 50 years of steady 
growth proves the soundness of this technique in dealing with our 
customer-friends. 


At your convenience, may we give you the straight facts on an 
interesting inked ribbon and carbon paper proposition, Mr. Dealer 
. . It's an attractive one! 


ADDING 
MACHINES 


* 
CALCULATING 


MACHINES 
* 
BOOKKEEPING 
MACHINES 
* 


Select Rough 
and Rebuilt 


Calculator Equipment Corp. 
Orange, New Jersey 
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-KURL 
EAR-PRIN PRO 





Repeat Orders 


yRPe™® 
THE ALL P 
CARBON PAPEX 


Ziptt/ 


— 


Best Testimonial 


Ever since Nev-R-Kurl Carbon Paper was intro- 
duced on the market, it has emerged from every 
exhaustive competitive test with flying colors. 
Time after time its unexcelled quality and fea- 
tures have shown it is the most economical car- 
bon paper that can be used for first class work. 
Its best testimonial is the constant flow of repeat 
‘orders from buyers who use Nev-R-Kurl Carbon 
Paper exclusively. 


NEV-R-KURL 


Will not curl, tree, wrinkle or smudge. 


Gives 35 to 50% more copies per sheet 
by actual tests. 








Universal adaptation—same sheet 
works on standard or noiseless typewrit- 
ers, billing or bookkeeping machines. 


Wood Stamp Pads 
Typewriter Ribbons 
Carbon Papers 














mock SS s Co Inc 








INDEX 
CARDS 


WARSHAW 


Good reasons why dealers throughout the 


country are recommending and _ selling 
ROLL LABELS = WARSHAW index cards. 
GUIDES 
GOOD QUALITY STOCK 
INDEX CARDS CLEAN—BRIGHT—CRISP 
FOLDERS NO FUZZY EDGES 
PROTEX rotary cut on all four sides 
ee UNIFORM MARGINS AND RULES 
MENDING TAPE made on fully automatic machinery 
GUMMED AN OUTSTANDING VALUE 
INDEX TABS ALWAYS IN DEMAND 


* Check your stock—Order today! 


THE WARSHAW MFG. CO., INC. 


1 MAIN STREET BROOKLYN 1, N. Y. 
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was employed at the J. K. Gill concern from 1905 
until he became ill in May of this year, except for a 
short retirement in 1939 to enable him to visit friends 


in his home state. 


Surviving are brothers Edward and Clem in Kansas 
| and a sister, Mrs. Marian Reppy, Pomona, Calif. 
+ + 
WILLIAM ALBREGHT 
William Albrecht, 65, founder and former president 
of the Western Tablet and Stationery Company, St. 
Joseph, Mo., died suddenly on August 22. He started 


| the company in 1906 with 50 employees and built it 


into one of the largest tablet factories in the world. 
It now has 1,000 employees. 

Mr. Albrecht is survived by his widow, and a 
daughter who is the wife of Lt. Col. Conger Beasley.— 


GMH. 
+; |; 
CLIFFORD M. GROVES 

Clifford M. Groves of Columbus, Ohio, one of the 
oldest representatives in point of service for S. S. 
Stafford, Inc., New York, N. Y., succumbed to a 
heart attack on Sunday, August 5, following a very 
brief illness. 

Mr. Groves represented Stafford for more than 25 
years, most of that period in Ohio, Indiana, western 
Pennsylvania and part of Illinois, calling on the 
stationery trade. 

+ - 


Cc. W. FREDENDALL 

Clarence W. Fredendall, 66, owner of the Acme 
Typewriter Company, Columbus, Ohio, died September 
1 at his home, 394 South Harris Avenue, Columbus. He 
had operated the Acme company since 1913. 

Surviving are a daughter, Mrs. Lucetta E. Wetter- 
hahn; sons Hugh and Edward Fredendall; a brother 
Edward S. Fredendall; and six grandchildren. 


+ - + 
ALEXANDER ALLOWAY 
Alexander Alloway, 76, plant official at the Erie 
Art Metal Company, Erie, Pa., since 1915, was killed 
August 24 when struck by a flying piece of stone 
from a shattered emery wheel. He was prominent in 
Masonic circles. His wife, Jennie, and_four sons 
survive —AK. 
+ i - 


HAROLD B. ALLEN 
Harold B. Allen, head of the H. B. Allen & Company, 
office equipment firm of Paterson, N. J., died recently 
at his home at the age of 44. He was former president 
of the Chamber of Commerce and the Rotary Club of 
Paterson. His widow and four children survive —GET. 

+ &- + 

MARSH K. POWERS 
Marsh K. Powers, advertising manager of the Dicta- 
phone Corporation, died in New York on September 11 


| following a brief illness. 


Mr. Powers was the founder of The Powers-House 
Company, a Cleveland advertising agency, in 1912 and, 
following its dissolution in 1938, was assistant to the 


| president of the Glenn L. Martin Company, in charge 


of advertising. 
+; + | 
TERRY L. STOCKING 

Terry L. Stocking, 58, sales manager of the Den- 
nison Manufacturing Company branch in Chicago 
since 1914, died September 19. 

He is survived by his widow, Martha, and two chil- 
dren, John and Joan, all at the family home in 


Glenview. 
+; | + 


PFC. CLAUD ROBERT NEFF 
Pfc. Claud Robert Neff, of the 810th Airborne Divi- 
sion, who was a salesman for the Royal Typewriter 
Company of Tulsa, Okla., before enlisting in the serv- 
ice, was killed September 16, in an automobile accident 


| while en route home on furlough. The accident hap- 
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Tomorrow’s Office Chair 


BY JASPER CHAIR COMPANY 


Tomorrow, greater production will be re- 
quired from office personnel—faster mak- 
ing of records, and faster reference—facts 
more quickly accessible, better, more timely 
decisions, shorter work days, more accom- 
plishment. JASPER CHAIR CO. office 
chairs will provide more of comfort and con- 
centration, correct posture support, roomy 
for restful change of position with facility 
and full mental power focussed upon the 
problem at hand. 


New processes for treating and finishing 
wood will improve and extend the service 
of JASPER CHAIR CO. office chairs. Our 
plans and preparation are being perfected 
while our suppliers of material get into 
the swing of postwar output. More value 
and convenience, expanding volume and 
restored numbers will mark the coming 
year. Depend on JASPER CHAIR CO. for 
“The Right Chair at the Right Price.” 








asper 


Lhair Co. 


JASPER, INDIANA 








MEMBER WOOD OFFICE FURNITURE INSTITUTE 


REPRESENTATIVES: Geo. A. Litchfield, Sales Mgr. 
James S. Fowls, (Southern) S. H. MacDonald, (West) 
327 Sunset Drive, North 405 Orpheum Bldg. 

St. Petersburg, Florida Seattle, Wash. 


W. H. Brown, (Chicago-Midwest) R. J. Freeman, (Eastern) 
6708 Glenwood Ave., Chicago 383 Madison Ave. 
(Phone ROGers Park 3644) New York, N. Y- 
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MYRTLE DESK CO./. 


POSTWAR Myrtle Desks will— 


Iu 





¢ Outstanding Eye-Appeal 
¢ Streamlined Modern Design 


e Ultimate measure of Desk Comfort 





¢ Maximum Utility 
¢ Utmost Flexibility in Efficiency Arrangements 
¢ Durable Finish 


e And Many Ideas NEW to Office Furniture 


MYRTLE — ee COMPANY 


HIGH POINT (3) NORTH CAROLINA 
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pened at Maxton, N. C. where he was stationed. 


He enlisted in the Army May 12, 1942, and served 


20 months in the African campaign. He was hospital- 
ized back to the states last November. 


Neff was born April 24, 1911, and lived in Wichita, | 
Kans., until 1923, when he moved to Tulsa with his | 


parents, Mr. and Mrs. J. R. Reeves. He is survived 
also by his wife, Mrs. Merry E. Neff, Tulsa; an uncle, 
Hal Kreugel; an aunt, Mrs. F. I. Ridgway, and grand- 
mother, Mrs. Elizabeth Bridgman, all of whom now 
live in California—GMH. 


— oe 
FORMER ART METAL MEN OPEN BOSTON OFFICE 


Three former Art Metal Construction Company 
representatives—Joseph W. Calley, Raymond F. Hen- 
derson and Leon O. Stewart—with combined terms 
of service aggregating more than 75 years, have 
severed their connections with that organization to 
open an office furniture store in Boston. The trio 
have taken over the Atlantic Marine Furniture Com- 
pany and will operate under that name until the first 
of the year at a temporary location at 104 Hanover 
Street. 

Mr. Calley has been with Art Metal for a total of 
32 years, the last 20 of which he has served as the 
Boston branch manager of the company. Mr. Hender- 
son, also a former Boston Art Metal representative 


and at one time manager of the Portland and Hart- | 


ford office, has been associated with the company for 
22 years. Mr. Stewart has spent his entire 25 years 
as an Art Metal representative in the Boston branch 
office. 


The new business will, within the next few months, | 


secure a display room or store and are planning on 
handling a complete line of wood and steel office 
furniture. The Metal Office Furniture line will be 
handled on an exclusive basis in the Boston area. 


—_————— 


NEW OWNER FOR DURHAM, N. C., FIRM 


Mrs. Loraine A. Wall has purchased the Durham- 
Storr Company and leased the property on Parrish 
Street for the operation of the business under the 
name of Carolina Office Supply Company. 

Details of the transaction were not announced. The 
firm has been in business here for approximately 
eight years as a part of a corporation operating 
establishments in other cities. 


Mrs. Wall, the new owner, has been connected with | 
the store for about six and one-half years and under | 
the transaction she becomes the sole owner. The | 
store, now to be home-owned, will continue to offer | 


a complete line of office supplies —GET. 
— oe 


DES MOINES OFFICE MACHINE FIRM MOVES 


The Office Machine Supply Company of Des Moines, 


Iowa, for the past three years located at 527 Seventh 
Street, announced their moving to new and larger 
quarters on October 1. Their new location is at 218 
Eighth Street, where they will have a complete service 
department for all types of office machines. The 
company has just recently been appointed distribu- 


tors for the Metal Office Furniture line and also the | 
Polychrome duplicator supply line. The company is | 
also distributor for Codo carbon and ribbons. James | 


V. Proctor is the owner. 
—_————>o—____— 


PEORIA FIRM TAKES NEW LOCATION 


Office Systems & Equipment Company, Peoria, IIl., 
recently moved from 1000 East Corrington Street 
to a downtown store at 418 Liberty Street. The new 
quarters are larger and better arranged for effective 
display of office equipment and supplies. The com- 
pany specializes in visible records systems, filing 
and sorting methods, and time and space-saving 
devices. 
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FOR 
IMMEDIATE 
DELIVERY e 


SIZE 36” x 48” $5.00 LIST 
SIZE 48” x 54” $7.00 LIST 


COLORS—MAROON, BROWN, GREEN 
NO EXTRA CHARGE FOR COLORS 


MASONITE 
DESK TOPS 


SIZE 72” x 36” $5.40 LIST 
SIZE 60” x 34” $5.10 LIST 
Add 10%, in lots of less than 12 


LARGE STOCK OF OFFICE 
FURNITURE USUALLY AVAILABLE 
TO DEALERS 


OFFICE FURNITURE WHOLESALE 


DISTRIBUTORS 
74 BROAD ST. N. Y. 4, N. Y. 


Bowling Green 9-8231 


























DARNELL CASTERS 


Oy-Y 40146 Gm ©) -4 ee aD) 60 WALKER ST NE 


LONG BEACH 4 CALIFORNIA 36 N CLIN 
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COAT AND HATRACKS 



















Write for 
Bulletin 
No. G-13 


“ey LN 


Now 
Available 
in STEEL! 


Take orders now for 
early fall delivery. 


Beautiful new designs —mod- 
ern in line and finish. A com- 
plete line of space-saving, 
sanitary wardrobe and locker 
racks that keep wraps dry, 
aired and in press. 

The 3-U (illustrated left) 
accommodate 3 persons per 
running foot (6 persons in 
double back-to-back units). 
Provide each with spaced 
wooden coat hanger, venti- 
lated hat space, overshoe 
shelf and umbrella rack. 





VOGEL-PETERSON co. 


“The Checkroom People” 


624 So. Michigan Ave., Chicago 5, U. S. A. 








eEPCy 


TRADE a | 












ually Cone 
—FIBE ROK 


Sturdy, sightly units for office 
and home ... built for enduring 
service. All wanted sizes, many 
finishes. This famous line presents 
a real merchandising opportunity! 


Send for Literature 


addnase 447 


FEDERAL FIBRE CORP. 


3704-10 Tenth Street 
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Long Island City 1, N. Y. 














WHELAN MARSDEN OPENS WASHINGTON OFFICE 


Whelan J. Marsden, formerly manager of the Gov- 
ernment contract department of Charles G. Stott and 
Company, Inc., Washington, D. C., has terminated his 
association with that company and opened offices at 
1609 Connecticut Avenue, NW, in that city, where he 
will represent manufacturers of office equipment and 
supplies on Government contracts. 

Mr. Marsden at 43 is one of the few men to have 














W. J. MARSDEN 


amassed a quarter-century of experience in contract 
selling of office supplies and equipment to the Gov- 
ernment. His first connection in the field was as 
messenger boy for the R. P. Andrews Paper Company, 
and later was with the Government contract depart- 
ment of the same concern for nine years. Seventeen 
| years ago he joined the Government contract de- 
partment of Charles G. Stott and Company, Inc. 

Mr. Marsden’s many friends in the industry join in 
wishing him success in his new enterprise. 


—_—_——— a -- oo 


FORMER OFFICE APPLIANCE MAN MARKETS 
USEFUL “GADGET” 


Carl E. Lehman, who for a period of 27 years was 
connected with Brandt Automatic Cashier Company, 
left the industry nine years ago to market a device 
he had developed known as “Faucet-Queen.” It is 
attached to any size or shape of faucet by a simple 
twist and gives the user a choice of single stream or 
spray. The sale of “Faucet-Queen” has reached 
phenomenal figures. For three and one-half years, 
because of war restrictions, Mr. Lehman was out of 
production. He resumed early this year with adequate 
sources of metal and synthetic rubber. The address 
of his “Faucet-Queen” business is 326 West Madison 
Street, Chicago. 

Mr. Lehman started in the factory of the Brandt 
company in Watertown, Wis., before the World War I. 
Shortly afterward he was moved into the office 
and then was given a sales assignment in Kentucky. 
Later he traveled in Wisconsin, his work there being 
interrupted for the length of time he was in the 
Army. From Wisconsin he went to Canada to open 
up sales activities in the Dominion, then serving as 
district manager in Philadelphia, New York and Chi- 
cago. He established a remarkable record in the sale 
of change-making machines, an experience which 
proved to be excellent training for his present ac- 
tivities. 

—— 


DEALERS’ DAY AT GREAT LAKES 


Sterley Jerue of McClain & Hedman Company, St. 
Paul; John Ford of Peterson Lithograph & Printing 
Company, Omaha; and Warren Spitzer of Spitzer’s, 
Inc., Chicago, all were present at the September 21 
meeting of the Great Lakes Travelers Club. Mr. Jerue 
and Mr. Ford were guests of Marion Follin, manufac- 
turers’ representative. Mr. Spitzer was the guest of 
1945 
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FAIR CHAIR CUSHIONS 














1" CUSHIONS [as shown | 


De luxe Line (50%, genuine flaked foam 
rubber and 50%, cotton felt) 


#62 Steno size, list each................0. $2.70 
#64 Executive size, list each.............. 3.20 


All cushions are made with fibre matting {on one side) and 
gabardine (on the other) and are available in brown or green. 





2" CUSHIONS fas shown aft right) 


De luxe Line (50°, genuine flaked foam 
tubber and 50%, cotton felt) 








FURNITURE COMPANY 


1197 McCARTER HIGHWAY, NEWARK 2, N. J. 





FAIR 
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““Here’s Where | Was When It Ended’’ 


While the war was going on, everyone wanted 
to check up on a globe to see where the boys 
were fighting. Now that it’s over over there, 
and the boys are coming home, they will want 
to show the folks where they have been. 








MILLIONS OF RETURNING VETERANS WILL 
WANT TO “CHECK UP” ON A GLOBE 


Yes, millions of American boys and girls will be coming home soon 
after having done more world traveling than most of them ever expected 
to do. Never again will a globe be to them just an ornament. They will 
want to have a globe—and use it. They will want to see—and show the 
folks—where they have been—how they got there and how they came 
back. These millions of homes create a huge post-war market for globes. 
Cram’s self-revising globes are available in models selling as low as 
$2.45, and de luxe illuminated models selling up to $90. Order NOW for 
holiday selling. Send for Catalog 453. 


THE GEORGE F. CRAM COMPANY INC. 
730 E. Washington St. Indianapolis 7, Ind. 
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Dick Singer of The Globe-Wernicke Co. A well-known 
traveler who first visited the club at that same meet- 
ing is H. Ed Cooper, former president of the North- 
west Travelers Club, now southern and western repre- 
sentative of McMillan Book Company. Mr. Cooper 
rarely has been in Chicago at the time of the club’s 
regular weekly meeting. 
—_—_——_o—te 9 


RUSSELL NEW AMITY SALES MANAGER 


V. B. Russell, a veteran representative of the B. F. 
Goodrich Company, has been named sales manager of 
the Amity Leather Products Company at West Bend, 
Wis. 

Mr. Russell, a long-time member of the Northwest 
Travelers Club, was associated with Goodrich for 
nearly 14 years in the sundries division, which in- 





| 














V. B. RUSSELL 


cluded activities in the drug, surgical and stationery 
fields. Originally assigned to cover eight southeastern 
states out of Atlanta, Ga. in 1933, he was transferred 
to Chicago four years later to carry out a like assign- 
ment in eight midwestern states. 

Mr. Russell plans to move his family from Park 
Ridge, Ill., to West Bend as soon as suitable living 
quarters can be located. 

ae 


REMINGTON RAND, INC., PROMOTES O’DONNELL 


L. A. Newman, general sales manager of the com- 
mercial typewriter division of Remington Rand, Inc., 
announced the promotion, effective September 1, of 














J. L. O'DONNELL 


John L. O’Donnell as typewriter branch sales manager 
at Providence, R. I. 

Mr. O’Donnell joined Remington Rand in 1940 as a 
member of the Boston office sales staff. After serving 
successfully in various capacities, he was made assist- 
ant manager of that branch—a post he has held 
until his recent promotion. 
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Sell 


a complete line | 


Eaton’s Berkshire Type- 
writer Papers line includes 
a fine paper for every office 
need. Satisfied customers 


come back for more. 


ghTONG 


EATON PAPER CORP. » PITTSFIELD, MASS. 


Fine papers for business and social use 














CARBON PAPERS| 


relate! 


TYPEWRITER RIBBONS 





WRITE way 
to gain more 
customers 











People all around your store are buying WRITE 
products—and they ought to buy them from you. 


Display WRITE Carbon Papers . . . famous for 
making more and cleaner copies from each typing. 


Display WRITE Typewriter Ribbons . . . pre- 
ferred for sharp, legible originals. 


Let people know you carry WRITE products 
—and watch them buy—FROM YOU. 


Send TODAY for Samples and 


Discounts. 





Immediate Deliveries—No Delays 


420 Lexington Avenue 
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THE ORIGINAL 


NORTA 


PLASTIC 
TYPE CLEANER 





EQUAL TO PRE-WAR QUALITY 


MR. DEALER ... 

They come . . . they see . . . they buy. . . . This attractive 
display container on your counter catches their eye. . . . A con- 
stant reminder. .. . / A pick up... . 

Order a supply today. . . . Display it prominently and watch it 


sell itself. . . . Unlike other cleaners NORTA is clean, efficient 
and quick; just press, roll gently back and forth and the job is 
done. No dirty, inky hands, no soiled clothing. No brushing, 
serubbing or rubbing. 


Its remarkable qualities make it the ideal cleaner for typewriter 
type, stamps, etc. 


NORTA 
DISTRIBUTING 
Co. 


119 WEST 40th ST., 
NEW YORK 18, N. Y. 














No. 1509 (illustrated) 


@ Capacity, 5 lbs. by 
12 ounces. Computes 
postage for air mail, 
first class mail and 
merchandise up to 4 
Ibs. Easy to use, simply 
place mail matter on 
the platform and 
pointer automatically 
indicates the correct 
weight and amount of 
postage required. 
Accurate and durable. 
List $7.75 


SPECIFICATIONS 


Dial: 614” diameter, glass 
covered. Red and black 
figures on white, red for 
postage, black for 
weight. 

Platform: 512” square. 

—— 642” x 64" 

2”. 








x 9} 
Packing: One to a carton, 
Weight packed 6 Ibs, 


PARCEL POST SCALE 
No, 1515 


* Conky 50 Ibs. by 1 
ounce, mputes postage 
for merchandise up to 50 
Ibs. for all postal zones. 
Dial 8” diameter. Plat- 
form 7” square. Overall 
dimensions 8” x 744” x 
10”, Weight packed 9 Ibs. 
List $9.50 


See your supply house. 



















HANSON 
SCALE Co. 


525 North Ada Street, 





Chicago 22, Illinois 


206 














PROFITLESS PROSPERITY 
IS DANGER FACING U.S.A. 


THE POSSIBILITY of a profitless prosperity era 

confronts American industry as it starts back 
on a reconversion to peace time production, declares 
Henry H. Heimann, executive manager of the National 
Association of Credit Men, in his “Monthly Business 
Review” released September 17. High wages, increased 
burden of taxation, direct or indirect price controls 
all are factors, he says, which may constitute a 
tourniquet on the flow of profits. It will take great 
ingenuity and resourcefulness to conduct a profitable 
business under such conditions, he points out, as 
these extra items of cost cannot be offset by econo- 
mies in other fields. 

“There is nothing that can be done to escape the 
burden of the cost of servicing our national debt,” 
Mr. Heimann asserts. “There is much to be done and 
much that should be done in arranging the debt 
service costs on the best possible terms and in the 
most businesslike manner. In addition to the cost of 
servicing the debt and the maintenance of the post- 
war military establishment, the ordinary costs of 
government are going to remain abnormally high. 
Indeed, it will require constant pressure on our rep- 
resentatives for economy to keep the burdens of ordi- 
nary government costs at levels we can afford. The 
tax cost levied upon business is going to be extremely 
heavy for years to come. The next result is going 
to be a reduction in the net profits per dollar of 
sales, as well as a reduction on the interest or earn- 
ing return for invested capital employed in business. 
It will also require an abandonment of the demands 
by pressure groups, in the interest of a sound economy 
for the whole nation instead of special privileges for 
various segments or groups of our people. 


High Wage Demand Must Be Met 

“In the matter of wages there is a world-wide 
pressure for an exceedingly high level. This demand 
is universal and must be met if we are to avoid much 
social unrest and work our way out from under our 
high burden of debt. The most logical way to meet 
the high wage scale is to have as a corollary to it a 
higher production performance. That is the sound 
and economic way. However, at the present time 
labor representatives do not appear willing to admit 
that a higher production schedule is essential in sup- 
port of a high wage policy. Unless they do accept 
this fundamental fact, high wages and restricted 
production will be inflationary or, in case of rigid 
price control, confiscatory of business capital. Here 
is a vital matter, an issue that must be solved by 
business and labor if we are really going to enjoy 
high production, reasonably priced unit costs, wide 
distribution and consequent prosperity. 

“Price control pressure also is world wide. Unless 
a compromise that permits reasonable price ad- 
justments can be found, which policy should reflect 
in part at least the added costs, the incentive to 
invest in private enterprise will be gone, for capital 
can expect inadequate returns under these circum- 
stances. The normal forces of competition in many, 
if not most, industries, it would seem, would be ade- 
quate and effective price control. This competitive 
or natural economic governor or evaluator would 
suffice to keep prices in line for most commodities. 
Artificial price control by legislation is usually im- 
practical in a peacetime economy. 

“Please note these three important factors which 
will bear down on the earning capacity of business 
and the return on capital investment. It also should 
be noted that some of these conditions are almost 
wholly beyond amelioration by business, irrespective 
of its ingenuity and resourcefulness. There are other 
factors involving the same consequence, though per- 
haps of lesser importance.” 

On the proposed bill for full employment, Mr. Hei- 
1945 
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Records Visualized at 
Vertical Filing Costs 


a * 


VIS-U-ALL 


“Y and E” offers you the fastest and most 





economical fact producing record file ever 


perfected—the “Y and E”’ Vis-U-All. 


This new ““Y and E”’ method is an all-way 
visible plan for making records show the 
greatest number of facts, at a glance, with- 
out touching or removing a card or sheet 

a real business getter for you as most units 


are available for delivery now. 


If you talk modern visibility of office records 
you are sure to create interest. VISIBILITY 


—the watchword of this new era. 


Business records that visibly show trends 
and results from day to day—hour to hour 
are most vital to the new business tempo 


now rapidly getting under way. 


Write for complete information. Learn more 
“Y and 


about this new link in the exclusive 


E” Franchise Chain. 


YAWMAN ND FRBE MFG.(O. 


1015 JAY ST. ROCHESTER 3, N. Y. 
FOREMOST FOR MORE THAN SIXTY YEARS 
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Compact Light 
Portable Trays... 


25 inches long and 6 inches wide 
—Capacity 2464— Cards 6 inch- 
es wide—Visibility 1.2 inches— 
Collapsible sides to save space 
in Safe or Tub. 


Posting Stand and 
Portable Tray... 


Light rigid construction with 
caster bases—Portability easy 
and quiet—desk height, conven- 
ient for either hand or machine 
posting. 


Combination Desk 
with Tub extended. .. 


Tub capacity three trays— 
Tubs equipped with easy run- 
ning casters—easy portability 
to Posting Machine or for spec- 
ial consultation. Over-all di- 
mensions, 30x30x294. 


Double Desk 
Two Tub Unit... 


Where more than the capacity 
of one tub is required, this unit 
provides a tub on either side of 
the operator with every card in 
easy reach and completely vis- 
ible. Desk provides wide space 
for posting and gives record 
protection when tubs are re- 
placed beneath. 






4 


Compact Portable Tray 











= 
Double Desk Tub Unit 
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sell 
"Buy from your dealer 








Four wartime 
words — 
for peacetime 


profits 





Consistent Blaisdell advertising through 
the trying wartime days has been 
planned to make those words mean 
more business for our dealer friends 
when normal times are here again. 


We extend our sincere thanks to you 
Mr. Dealer for your patience and co- 
operation during the shortage days 
of war. 


Constant messages to your present and 
potential customers in wartime have 
urged them to buy Blaisdell CHINA 
MARKING, “CELLOPHANE”, MET- 
AL MARKING, LABORATORY and 
CHECKING PENCILS direct from 
NICK with string you stationers. Blaisdell will continue 
persetana ell in the days to come, saying the right 
words to help you sell the right pencil 

for every marking and checking 





To Sharpen— 


purpose. 


JSi/ats0e// PAPER PENCILS 


S3/a1s0C// PENCIL COMPANY, EST. 1893—PHILADELPHIA 44, PA. 





* Reg. U.S. Pat. Off. 
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mann declares that it is fraught with many dangers. 

“All of the high-sounding social aims and objec- 
tives or the best intended legislation to reach the 
millennium will collapse like a house of cards if the 
effect is to destroy man’s incentive to venture and 
to explore new fields for reasonable investment re- 
turns or personal rewards,’ Mr. Heimann declares. 
“The issue really boils down to a simple equation—if 
the capitalistic system we have utilized to build the 
greatest nation on earth is to survive, we cannot 
weaken its foundation by destroying that incentive 
to build. If, on the other hand, we want a socialistic 
system to replace the free enterprise system which 
has made America great, then the philosophies that 
are moving us into a profitless prosperity era con- 
stitute the shortest way to attain such a socialistic 
goal. In keeping with the above thought it would be 
well to reflect a bit on the full employment bill now 
before our representatives and bearing the endorse- 
ment of the administration. 


OPA REJECTS RETAILERS PROPOSAL 
TO PASS ALONG PRICE INCREASES 


N SEPTEMBER 18, Price Administrator Chester 

Bowles rejected the proposal of a national retail 
committee that OPA allow all manufacturing cost 
increases to be passed on automatically to the retailer 
and then on to the consumer. 

Under its “cost absorption” policy recently reaffirmed 
by President Truman, OPA requires that any neces- 
sary manufacturing cost increases be absorbed by 
wholesalers and retailers as long as the resulting 
prices remain “generally fair and equitable.” 

Calling cost absorption the “cornerstone” of price 
control, Mr. Bowles said the retailers’ committee was 
suggesting that the administration abandon its whole 
stabilization program. 

“T cannot believe that those recommendations rep- 
resent your final judgment,” the Price Administrator 
declared in a letter to Dr. Paul H. Nystrom, chairman 
of the Retail Committee on Cost Absorption. 

He told the committee that OPA intends to “pro- 
ceed with the policy as planned” and invited the 
retailers to “sit down with us to consider ways and 
means to put the policy into effect in as practical 
a way as possible.” 


Bowles Defends President’s Policies 


The group also said it was “not possible to recom- 
mend a practicable, reasonable and economic pricing 
program within the framework” of the President’s 
policies. “It is my deep conviction that these policies 
are sound, wise and necessary,” Mr. Bowles said. 
“In effect what you suggest is that we immediately 
remove price controls from what you call non-essen- 
tials, irrespective of how high prices would go if 
uncontrolled, and that for the rest we adopt... 
pure cost-plus pricing.” 

Our experience after the last war shows this to 
be the “sure road to catastrophe,” Mr. Bowles de- 
clared. He pointed out that “one man’s price is an- 
other man’s cost—a cost of production or a cost of 
living,” and that “an increase in costs anywhere in 
the economy automatically spirals up into an increase 
in costs and prices throughout the economy.” 

Repeating once again that price controls would be 
eliminated “area by area, commodity by commodity, 
as rapidly as supply comes into balance with de- 
mand,” Mr. Bowles added: “Let me again assure you 
that we shall remove price controls as rapidly as this 
can be done without endangering the stability of the 
economy. 

“To remove controls before supply comes into bal- 
ance with demand is to invite an inflation which 
would not only cost consumers billions of dollars, but 
would, at the same time, inevitably entail for re- 
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- Johnny “oFFICcIAL” 


Says: 


“SELL THE SEAL 


THAT SELLS ANOTHER 
YOUR PROFIT 


Double- Up BROTHER ! 








“OFFICIAL” 
Soll the rrr Seal 


Standard with lawyers, notaries and corporations the 
world over, this is the seal your customers want. 
Handling the M. & W. seal line not only means in- 
creased seal business for you, but also brings new 
customers to your store for other sales. Write us for 
dealers proposition. Address Dept. O. A. 


MEYER & WENTHE, Inc. 


‘The House of Friendship” 
30 South Jefferson Street, Chicago 6, Illinois 





Patent No. 2,185,985 


ONCE AGAIN 
WE CAN FILL YOUR ORDERS 


It's a great feeling to know that our part of the nation’s 
war time needs has reached an end... and that now 
we can again serve our regular trade requirements. 

Orders for the popular PRECISE TRIMMING BOARDS 
will be filled in the order we receive them... so get 
your order on its way today. 

Satisfy the waiting demand for this item and keep on- 
the lookout for other new developments we will be 
announcing soon. 


AMERICAN PHOTO LABORATORIES 


28 N. Loomis St., Chicago 7, Ill. 
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SOLID BRONZE 


HONOR ROLLS 
AND 


WAR MEMORIALS 


Once again you can sell honor rolls, signs, tablets and me- 
morial plaques of International Solid Bronze. Quick, profitable 
sales to your regular customers — businesses, churches, insti- 
tutions, fraternal organizations, étc. Dignified, imperishable, 
modest in cost. 


SLA DAR DAL We DAL Dad bith BRR BRE Bb Bey 


Coa Ate Peete Nee TN at PEE PE EE NTT |" 


For the ultimate in economy, we continue to make handsome 
International Simulated Bronze honor rolls — mounted on 
solid, hand-rubbed walnut. 


Many standard designs available in both solid and simulated 
bronze — or we submit sketches of custom designs without 
charge. Every cooperation given dealers. Write for complete 
details and free Catalogue A, 


INTERNATIONAL BRONZE TABLET COMPANY, INC. 


36 East 22nd Street, New York 10, N. Y. 

















ALL METAL ‘TECHNYSCOPE 





THE OUTFIT CONSISTS of the Scope Table and T Square; also a separate, 
Movable Lamp. The four legs with rubber feet are aff removable. The longer 
legs may be placed on the right side thereby tilting the scope at a different 
angle for work the long way of the stencil. The T Square is provided with a 
wooden locking device which holds it tightly in position wherever set. 


The Movable Lamp is placed under the Scope and can be adjusted to bring the 
greatest light right under the working area. The Plastic Diffusion Shield 
avoids glare and does not accumulate heat. It also protects the lamp from being 
accidentally broken. 

The Scales in each side of the table are divided into sixteenth inches and 


standard typewriter spaces for the entire length of the stencil. Scales, top and 
bottom, show regular typewriter pica and elite spaces. Technyscope is 16% 


inches wide by 21% inches long. 


(Slightly 
higher west 
of Rockies) 


TECHNYGRAPH CO. recuny, i. 


Price, complete with Lamp, Ball Point Stylus, 
Flexible Writing Plate and Four Manuals 
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tailers vast losses on inventories after the inflation 
bubble broke. 

“Your committee,” he told the group, “like the 
Government, has a responsibility to protect consumers 
and retailers alike from the consequence of uncon- 
trolled prices.” 


Other Contentions Answered 


Mr. Bowles then went on to answer the other issues 
raised by the committee, as follows: 

1. The claim that retailers have been squeezed un- 
der price control cannot be “seriously defended.” 
Average percentage mark-ups have not been reduced 
by any absorption required of retailers during the 
war. “On the contrary, as your report makes per- 
fectly clear, average mark-ups have been throughout 
the war and are today higher than they were in 
peacetime.” 

The increased volume of sales and the reduced cost 
of doing business “have naturally resulted in a vast 
increase in dollar earnings.” Moreover, the ratio of 
net profits to sales rose from 1% per cent in 1936- 
1939 to 12 per cent in 1944, so much so that “friends 
in the retail community tell me they can scarcely 
look at the figures without blushing.” 

2. Discounting forecasts that retailers’ high wartime 
earnings would be cut during the coming year, Mr. 
Bowles said: “No one can, of course, make firm pre- 
dictions about the future. It is my judgment, however, 
on the basis of careful studies made in this office, 
that the level of department store sales and retail 
sales generally will be higher this year and in 1946 
than they were in 1944, itself the best year on record.” 

Consequently, “retailers will be able to absorb with- 
out difficulty the moderate price increases at the 
manufacturing level which are necessary to speed 
reconversion and re-employment.” 

The price administrator categorically denied that 
retailers would be asked to absorb cost increase out 
of past profits and without regard to their position 
this year and next. “We have never operated on this 
principle in the past and we shall not operate on 
this principle in the future.” 


Profitless Business Not Inevitable 


3. Mr. Bowles rejected the contention that OPA’s 
retail absorption policy would put large segments of 
the trade on a profitless basis. On large items such 
as refrigerators and washing machines, he said, ab- 
sorption will not be carried beyond the point at which 
retailers can earn the margins they actually received 
in peacetime. On small items, absorption will not 
be required beyond the point at which retailers’ 
mark-ups cover the actual cost of handling the pro- 
duct. He emphasized that only a very small per- 
centage of total retail sales volume would be affected 
by manufacturing price increases on reconversion 
and other goods. 

“T am confident that the amount of absorption 
which will be called for will therefore fall very far 
short of the maximum which it would be reasonable 
to ask retailers to absorb.” 

If events prove him wrong, OPA will “move as 
swiftly as the industry can bring facts to our atten- 
tion” to modify its policies in the light of actual 
developments, Mr. Bowles indicated. He declared, 
however, that OPA could not base its present actions 
on fear of events that were unlikely to take place. 

Mr. Bowles reminded retailers that he was re- 
sponsible for carrying out the stabilization policies 
laid down by Congress and the President, “in a way 
that is fair to industry, without allowing unwarranted 
increases in prices to the consumer. 

“If you can accept the national policy of economic 
stabilization and therefore cost absorption, which is 
the cornerstone,’ Mr. Bowles said, “then I can see 
little reason why we cannot come to a meeting of 
minds on the practical details of actual operations. 
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of its kind 


is now the 


BARGAIN 


of the field 


REDIFIXT W-2 1945 TAX WITHHOLDING FORM 
announces a Special | h%N “J 










Discount 


Immediate delivery ....2ven if, imprinted 


Cancellation of War contracts . . . laying off of employees . . . you know 
the conditions that follow ... and the Government requires that W-2 withholding 


information be filed within 30 days from termination of employment. 





~ No need to detail again the many superior points of our REDIFIXT W-2 
form. Suffice it to say that it's the best one in the field. Now, as a special treat, 
in the nature of a V-J bonus as one customer put it. . . we are offering a 15%, 
bonus on all W-2 forms purchased (till further notice). 


Advantages considered, our REDIFIXT headliner is priced right, plus its 


many time-saving and labor-saving features. 


FREE HELP FOR DEALERS. To aid our patrons in capitalizing this good news, 
we have prepared folders which you may have free, un-imprinted, and sample 
form to mail to your own prospects. Write at once for details. 


Consolidated Business Systems, Inc. 


30 VESEY STREET DEPT. 27 NEW YORK CITY, 7 
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the BEST FORM 

































cleaus 
TYPE 
INSTANTLY 


ULAR OTP 


NO EVAPORATION IN STOCK 
NON-INFLAMMABLE 











WAREHOUSE 


WE SHIP” stack 


NEW YORK 

CHICAGO 

LOS ANGELES 
CHARLESTON, S. C. 











THE CLAROTYPE CO., INC. 


261-R BROADWAY NEW YORK 7, N. Y. 


MAPS 


DEALERS ! 


Be prepared to meet the ever increasing 
demand for maps. 


SCHOOL — BUSINESS — TRAVEL 


CLEARTYPE MAPS 


BLACK AND WHITE 


COLORPRINT SERIES 


COMBINATION 
RAILROAD — AUTO MAPS 


MAPS MAPS 


of 
EVERY WHERE 








for 
EVERY PURPOSE 


WRITE FOR CATALOGUE 
AND 
DISCOUNT SCHEDULE 





AMERICAN MAP CO., INC. 


16 EAST 42nd ST., N. Y. 17, N.Y. © MU 2-7581 
LALA A A TT TTT 
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Sy if 


WOODSTOCK 


TYPEWRITER 





WOODSTOCK TYPEWRITER COMPANY 


WOODSTOCK, ILLINOIS 























YOU CAN GET 


Quick DELIVERY 


ON RUSH 
ERASERS 


We can now ship your order for Rush Erasers 
and FysRoc.ass Refills within 24 hours—in most 
cases the same day. Now you can push this 
unique eraser that gives you 5 to 10 times the 
profit on each eraser sale—that assures a steady 
refill business—that customers call the finest 
eraser ever made for ink and typewriter. Order 
your needed stock from your wholesaler or 
direct today. 


RUSH BRASER...................... list 50c ea. 
FysReo.ass Refills........................ 2 for 25c 


——— THE ERASER COMPANY —— 


239 W. Water St., Syracuse 2, N. Y. 
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write today. 








What’s Your 
Price Tag on 







A min tels@ small 5 iter, indeed. But price the 
minutes it fakes your peopje © writ refOrds, using old-fashioned, 
inefficient/forms. Add e uff in evep - department where records 


are kept, and c nutes—but hours 
Moreover, this often meaps cu 


of costly,’ foductive time! la : = 
oe —delays that risk 
their goodwill. That's why-it’s importan#to mogernize your record 
writing methods with prefabricated forms suchfas Uarco Registers 
can bri fg ready for instant use, sey put an end to the 
par ‘oe osé.sheets . . loserting” of carbons... arranging 
and s ie dB ‘slow, iol taking meet jobs. 
ak UARCO. Register “ohce—hul you | 
a full day’s use—or more. They pravide a Pp 
















ave forms enough for 
writing base and 


And if desired, there aré UARCQ Kegisters th; 
a copy of every record writtga@T alk to your YF 
See how UARCO Registers cam save ygt 


“~ 


loss. Ask for further information. 


UNITED AUTOGRAPHIC REGISTER COMPANY 
Chicago, Cleveland, Oakland « Offices in All Principal Cities 









ah 
r ; 2 8\ : K( 
) aa = ( 
f AS } 
AUTOGRAPHIC REGISTERS Z = 
SINGLE SET CONTINUOUS.STRIP FORMS FOR 
FORMS HANDWRITTEN TYPEWRITTEN - BUSINESS MACHINE RECORDS ; 


BETTER BUSINESS FORMS J 
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For (ndstance: The UARCO Accu- 
Rite Register — valuable for all order form 
writing — automatically refolds a copy 
feature clean, legible capies made from an ever-fgésh carbon roll. and files it in a protection chamber under 
‘automatically file lock and key. It steps up the writing of 
‘RCO representative. orders . . . provides faster service to cus- 
time and money. Or tomers . . . safeguards records against 














Seating America’s 
Office Workers 
Correctly 








The Proof 


of the PRENy) 
BOARD Py % 


Pularity is in the 
ee SALES since 
-J Day. In fact, Orders 


from Government Agen 


cies have substan 


: tially 
ounted since the termina- 


tion of hostilities 


Jobber and deale, 


Quiries invited, 


is @ responsibility that 
Jasper Seating Co. 


ba: knows how to accept 





No. 980 
wT; y f. 4 
J 4 : Cc 
asper Seating Co. 
ks 50) JASPER, INDIANA 
‘red Deutsch, 3525 Southwestern N. L. & K. W. Zeagier, 1709 W. ’ 
Sivd., Dallas, Texas—Texas and Okla. Eighth St., Los Angeles, Cal. REPRESENTATIVES 
Milton Stone, 320 Broad ,R 625 R. E. Horter, Ind., tii., Mich., Oh * 
fear Waees City, Goueclan tate eg 2523 w. 109th Pi., Ghicene, nt” eae = whee ee ee ee = ee joe 
: had 














Harry Henkel, es Second St., San s. Cheyenne agg 1228 Locust Ave 
alif. 


francisco. C. Philadelohia. Pa. 











BANK PASSBOOKS 


and Pocket Check Covers 


New methods of manufacturing 
make Low Prices and Easy 
Sales. Super Finish and An- 
tique Moorish Passbooks. N.C.R. 
and Burroughs Window Ma- 
chine Passbooks and all other 
style Passbooks and Check 
Cases. BIG OPPORTUNITY 
for Bank Supply and Stationery 
Salesmen. 






ete Line of Canvas 


I 
Comp Mail Bags- 


and Leather 


pp 








We dense 


~ 


scriptive Circular 





Send for De 
Canvas Products Corporation 


ther Specialties 


ee 
co 
SIE 


Write for samples and prices. 
Full particulars on request. 


AMERICAN PASSBOOK CO. 


AKERS BLDG. CLEVELAND, OHIO 


Lea 
Canvas and iene: ONE 


. Oo. 
FOND DU LAC, WISCONSIN 














MAGIC FLOW 


An Excellent 


Duplicating Ink Out He 
Duplicating Stencils from wants 
Samples and prices upon request. VICTORY Beach’s 


steps 


CONTINENTAL = 
INK COMPANY 


3144 S. Austin Blvd., 
Cicero, Ill. Beach Publ. Co. 


“Common Sense” 


Expense * 
Books 


Detroit 2, Mich. 


Salesman 
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EXPORTER go 


@ Published in Great 
Britain every three 
months this popular 
Journal contains up- 
to-date news of the 
activities of British : f 
Manufacturers of Clip 
stationery and allied @ A Glass Smooth Plastic Fibre Board 
lines. A number of @ Vise-like Spring Holds Papers Securely 
lines advertised in @ Unreservedly Guaranteed 


Furnished in the Following Sizes 





this journal, how- Stock | PRICE 
No. Size Ea. Doz. Gross 
a 200 614”"x11” $0.50 $5.75 $67.50 
ever, are not neces 203 6” x 9” 50 "5.75 67.50 
° ° 204 9” x12%” 55 6.35 72. 
sarily available for 205 9 9”_—x 114” "60 7.20 78.00 
Packed 2 Dozen to a Carton 
export at the present Write for descriptive circular. 
tiene SERVICE PRODUCTS CO. 
5 2035 So. Calumet Ave. . Chicago 16, III. 


Scores of American | QRWN) Doe ee eel 


dealers are on our 
regular mailing lists " “ | 
and we shall be STEEL: &<TRONG 
pleased to send you 
a copy FREE each 
quarter if you will 
complete and return 
the form below. 





BRITISH STATIONERY 








SEND US THIS COUPON 














AUTOMATIC COIN WRAPPERS 


To F. W. BRIDGES LTD. 


Proprietors THE BRITISH STATIONERY EXPORTER, Stationers! It’s your Line. Exclusively! 
9 Fryston Avenue, Croydon. Surrey, ENGLAND ‘Steel-Strong” Products are sold through Stationers and 
(Late of Grand Buildings, Trafalgar Square, London, W. C. 2.) Office Supply Dealers only. We have no retail salesmen to 


pirate your customers and eash in on your missionary work. 
Write for liberal discounts and sales help on: 
Coin Wrappers Lead Seals 


Please send to the address below Free Copy each quarter of 
the BRITISH STATIONERY EXPORTER. 














Name ................ Cee eo pe Straps Seal Presses 
(Please attach your business card or letter-head) peti 9 s mes seg 

Draw String Bags Currency Racks 

ewes Metal Clasp Bags Wrapper Cabinets 

BB nanan eeneenevneenenneeenee, nos mesnesncsenterenenesevenssecenssnamnecnsnetecsecasencncanane: tmsnesuneneeeess Night Depository Bags Sorting Trays 

Linen Shipping Tags Coin Storage Trays 

TARR es oe nea Raia Downey Change Trays 

Date wi sible hina lsinceibalaioadl THE C. L. DOWNEY CO. HANNIBAL, MO. 
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ee aedence a MEILICKE Withholding Tax 
and Payroll Calculators 


to him in his long career as 
designer and manufacturer of 
fine leather furniture. 
serve war plants and all in- 
dustry with fast, accurate @ 
calculation of all details in 
the payroll figuring, the 
most important relationship ¥ att 
between management and $@i\\\\2< 
labor. Figured to the near- V< 
est half cent, clear and di- 
rect, simple and easy. 









He now retires from active 
manufacturing to devote his 
time to the 


special practice of 
designing fine furni- 
ture for the trade. 






Also make interest, discount, lum- 
ber, coal, freight and many other 
calculators. Write us about your cal- 
culation problems. 


Neilicke Systems, Inc. stat oms 














EHRLICH UPHOLSTERY WORKS 
306 Ecford St. . Brooklyn, N. Y. 














NON-RUBBER 


Typewriter 
Keys | 
* 


The SPRING’S 
the THING! 
® 


MASTER 
SPEED KEYS 


Guaranteed for three 
years. 


335 Columbus Place 
Brooklyn 33, New York 





MOORE 


When you sell one—sell both. Double your 





sales and profits. Preferred since 1900 for 
every pin-up or hang-up need. 





MOORE PUSH-PIN COMPANY « Svace /900 
113-25 Berkley Street, Philadelphia 44, Penna. 





Speed Key Mfg. Co. 


eee) PERMA-BILT 
S0-EASY 2 RetemienEE Sectional filing 


MOISTENER sary sianer 


every standard 
NO PRIORITY REQUIRED 















record size. 





For ee — You can buy moisteners with- PERMA-BILT 
pes, & out priority now. Send me EQUIPMENT 
labels. your orders. Free information. COMPANY 


HANNA BUILDING 
CLEVELAND 15, OHIO 


A. MOHLER, Manufacturer 


Onamia, Minn. 


PROFIT ITEMS! —— 


Reconversion to peace-time selling means your customers 
need Addressing and Mailing Room equipment to carry 
on expanded direct mail advertising. We have this 
equipment for you at prices that give you a good 
margin of profit. 
































MIMEOGRAPHS ADDRESSING MACHINES TYING MACHINES : 
LIQUID DUPLICATORS SEALING MACHINES —_LINE-A-TIMES Provides for all legally required 
Income Tax Records, Federal and 
MULTIGRAPHS FOLDING MACHINES STAMPING MACHINES $5 State, under one cover. Place 
MULTILITHS LETTER OPENERS KARDEX RETAIL PRICE samples of all Income Tax Records side by 
; ; Generous Discounts side, regardless of price, and 9 customers 
and all supplies, accessories, parts Generosh Merk-up, out of 10 will BUY the LIBERTY. 
» s 
MAILERS SERVICE & EQUIPMENT CO. Commonwealth Publishing Company 
40 W. 15th ST. (MAILERS BLDG.) NEW YORK 11 508 So} Dearborn St. Criccen 5, MM. 
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qu BANDS Re 
MG EY RUT Te to Rubber 


Bands 


Holds papers, deeds, mort- 
gages, insurance policies, can- 
celled vouchers, etc., neatly 
and in order. Obtainable in 
lengths from 6” to 54”, Used 
by manufacturers, retailers, 
commercial institutions, banks, 
etc. Write for samples. 


Rochester Wire-0-Binding, Ine. 
Rochester 4, N. Y., Dept. 2-0 














\ UW, r/ 
MARKILO 
IA AVILA YMA ES 


Loose-leaf envelopes, punched; card-cases, any 
size; menu covers; factory record protectors; tag 
holders; bill-fold envelopes; stamp containers, etc. 
Made of. acetate (flame resistant) transparent 
cellulose. We build to fit your particular need 
Write us for details. 


Markilo Company, Mfrs. 


3633 S. Racine Ave. Chicago 9, U.S. A. 














NEATYPE 


TYPE & PLATEN 
CLEANER 
Highest Quality 
Large Bottle 
Fast Easy Seller 


Wonderful Repeats 
Large Profit 

AND Mr Dealer 
NEATYPE is sealed i 
a way that there 


EVAPORATION IN STOCK 


For Full Particulars and Samples, Write 


STARKEY a EE cs Se GR Oo 


3800 AGNES AVE, : KANSAS CITY 3, MO 











HONOR ROLL PLAQUES 
Of GENUINE BRONZE! 


Available again—due to 
relaxed W.P.B. rulings! 


Your customers are in the market for 
Honor Rolls of real solid Bronze—a de- 
mand you can now meet! Let us show 
you the way to increased sales and profits 
through these fast-moving items. Let 
‘Bronze Tablet Headquarters’’ also supply 
you with memorials, testimonials, Bronze 
tablets, doorplates, signs—all in gleaming, 
solid Bronze. No investment on your part; 
full cooperation extended on all inquiries. 
WRITE TODAY FOR ILLUSTRATED CATALOG @© = 
— a SELLING INFORMATION TO 


UNITED STATES BRONZE SIGN CO. INC. 


“BRONZE TABLET HEADQUARTERS” 
570- BROADWAY, NEW YORK 12, N. Y. 





Never before such FAST: EASE Fillies! 


PENDAFLEX 


new style sans pa, that HANG! 


OXFORD FILING SUPPLY co. New York BROOKLYN: St Lovis 
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ROLLING STORE LADDERS 
“A” Type Ladders * Library Ladders 


For use with Filing Cabi- 
nets and Shelving, in Of- 
fices, Vaults and Store 
rooms. 


Made of Oak and Birch, 
in a variety of heights 
and styles, with wheels 
and Automatic Safety 
Brakes. 





Send for Folder 
and prices. 





Manutactured by 


. D. COTTERMAN “25%: Revenevoed Ave 


















—Bi= 


By. \ ace), Bye, [oars 
WORKS CO. *cnic™ 

















normalcy are new and 
modern ALMA designs destined 
to make the office more pleasant 
and more efficient than ever 
before. 

ALMA DESK COMPANY 


HIGH POINT, N. C. 
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\ BEAUTIFUL! 
EMBOSSED, 

DIE CUT 
METALLIC 

STARS 

Packaged in colorful, relocking envelopes to 
prevent stars from spilling out. 


Available in standard #2 and #4 sizes, in 
gold, silver, blue, green or red. State quan- 
tity of each color when ordering. 


RETAIL 10c. 
No 10—Christmas assortment of 3 sizes and 
5 colors, in one package to RETAIL FOR 10c 
Packed 3 doz. 





EVERYDAY 
PROFIT MAKERS 
FULL COLOR 
DIE CUT BIRD & 
FLOWER SEALS 





RETAIL FOR 10c. 


110, 111 & 112—Each contains different 


Nos. 
assortment of 8 gummed seals each of 6 
different die cut flowers. 48 seals to book. 10¢ 


Nos. 113 & 114—Each contains different as 
sortment of 8 gummed seals cach of 4 dif- 
ferent die cut birds, 32 seals to book. 10¢ 











Ask for Catalog Folder G-1. Contaims complete de- 
scription of items in the Eureka line, with packing 


and price information. 


STOCKED BY ALL LEADING JOBBERS. WHEN 
WRITING, PLEASE GIVE YOUR JOBBER’S NAME. 


EUREKA SPECIALTY PRINTING COMPANY, Sales Department, 
Stationery Division, 11 West 42nd Street, New York 18, N. Y. 





1 1 
! 
| SIX-YEAR RECORD BOOK } MANY OTHER MONEY-MAKING ITEMS 
Here is something that will be a_ big seller | EUREKA CANNING LABELS for another 
. the Compare-A-Day Record Book! Pro- | big home canning year! 
1 vides space for recording all types of records I RETAIL 10c TO 25c. 
| ina daily, monthly and yearly p saague ed I HOUSEHOLD LABEL BOOKS—containing 
| es six consecutive years. ys ! wonderful assortments of all types of labels 
—" contains handy reference \ a d 
| tables. Ideal for small busi- eee teeny (yess 
| ae real oe | ‘round sellers. 
| por amend iseete, daeenal ene: 1 We te 25¢ 
: : ; | A big selection of 
| RETAILS $2.50 EACH | Mailing and Special 
| j Handling labels — 
| | 5c to 25¢ 
! 1 
| 
| 
} 
| 
| 
| 
l 
| 
! 
| 






























The same fine machine techniques which 
qualified AUTOMATIC for ammunition 
manufacture . . . will soon be utilized in 
full swing again in the Peacetime Produc- 
tion of Sharpeners. 


There are now no restrictions regarding 
the manufacture of pencil sharpeners. As 
rapidly as availability of labor and mate- 
rials permits, production will increase. 
For the time being only Dexters and Giants 
are available. Your generous cooperation 
in awaiting “full line’ production is most 
appreciated. 


Automatic Pencil Sharpener Co. 
Division of Spengler-Loomis Mfg. Co. 


58 E. Washington St., Chicago 2 


PENCIL SHARPENER 
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NEW PRODUCTS on the way 


In line with our policy of expanding dealer service we have pro- 
duced a number of patented specialty items in steel which will 


challenge the attention of office supply distributors everywhere. 


Also we have a complete line of steel files and special built-to- 
order work. Information on both specialty and regular lines will 


be supplied promptly upon request. 


Business Efficiency Aids 


BOX 258 D SKOKIE, ILLINOIS 


























Sao 5 improed PAPER 
T¢ v) Getter! CL i » 4 3 hole 
oe PUNCH 


NEW ENGLAND PAPER PUNCH CO., 95 Washington Ave., Natick, Mass. 
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NS. .~% * a r 
SSS MANA St tS a" 8s papa aye d Om 
SONA, QOS “es ce ; 


Woldeon Rofenls Enanaw 


Two all-purpose items in the complete 
‘0; Weldon Roberts quality line for all 
erasing requirements. 











dd ae 


mae 


pened ps cms Nos. 333-334 INDIA 
No. 399 eget tects Two Sizes 
TRI-PLY Cute <<. The standard all-purpose 


The leading “it red rubber eraser 
typists’ eraser 


Correct Mistakes tx Any Language 


-— NAN 
a 


AAA AEA ASSN ea AA eg 
wa WS ASE SSS NX NON Ss 


be ta as eS . 
SOAR . 














SSS 
ANS 




























WELDON ROBERTS RUBBER COMPANY 


4 Newark 7, New Jersey 
iacaitis a saiabdaies @ a0 ee ee os 


It's probably no news to you that Triumph Self-Inking Band Daters 
sell at three times the price of simple rubber stamps. But maybe 
you haven't thought about it this way—each Triumph Self-Inking 
Band Dater you sell in place of a rubber stamp adds up to three 


times the sales total and three to five times the profit! In addition, 


you make a friend of your customer—Triumph Self-Inking Band 


TRIUMPH 


Daters give him instant action, less waste effort, greater efficiency. Self-Inking 


BAND DATERS 


A snap of the wrist does the 
! complete marking job. Unex- 
GET more! celled quality and sturdiness 
are built into this efficient 
time-saver. 


Sell Triumph Self-Inking Band Daters . . . you GIVE more and you 


The War is won .. . The 


Peace remains to be won. 


BUY VICTORY BONDS! 12) Of BB Sy 2 St BAY, 8 Be 
MANUFACTURERS - 
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A (~hristmas iff OF YEAR ROUND ENJOYMENT— 







DEALERS! ANTICIPATE YOUR ORDERS 


H i G G I n S 4 RT B 0 0 h S Yes, year-round enjoyment, and more than year round—for in these 
4 helpful, fascinating books you'll find 5400 hours* — that’s 675 8-hour days — of practical, 
creative entertainment and instruction. For a gift that gives lasting pleasure, to both art stu- 
dents, and professional artists, ask your Higgins Ink dealer for these famous Higgins Art Books. 
*Certified by New York Testing Laboratories. 
SCRIPT AND MANUSCRIPT LETTERING 50c—32 distinctive script alphabets, detailed 

and analyzed, plus an authoritative 10-page section on engrossing; an invaluable refer- SINCE 
ence in the field of lettering. 

ARTS AND CRAFTS PROJECTS $1.00—Map making, textile dyeing, all sorts of fas- 
cinating projects for individual work or classroom use. Hours of practical, constructive 
entertainment and education. 

CARTOONING $1.00—A keen insight into the field, coupling a graphic exposition 
of the theory of humor with many illustrative examples from the best work of America’s 
outstanding cartoonists. 








TECHNIQUES 50c—Fundamentals and advanced techniques for all types of ink draw- THE 
ing: brush, pen, wash, scratchboard, spatter and stipple, with applications of these tech- INTERNATIONAL STANDARD 
niques by outstanding artists and illustrators. OF EXCELLENCE 














“LARGE GUMMED LABELS 


NOW! DESPITE MATERIAL SHORTAGES, RESTRICTED MANUFACTURING SPACE AND 
. OTHER WARTIME HANDICAPS WE ARE CONSTANTLY STRIVING TO IMPROVE 


THEY’RE BETTER OUR DEALER'S LINE. THIS IS JUST ONE OF OUR IMPROVEMENTS; NEW LARGE 


GUMMED LABELS WITH MODERN CURVED BORDERS, SPACIOUS SMOOTH 











WRITING SURFACE, STRONGLY GUMMED FOR PERMANENT ADHESION, 









B101...3” x 1o" 
B102...3” x 1" 
B103...4 x 16" 
B104...4" x 1/2" 
B105...4" x 17%” 
B106...41/2" x 2 
B107...4%4" x 2” 
B108...4” x 2%" 
B109...5" x 3” 





te OUR NEW STYLE 
No. B106 












RED OR BLUE 
BORDERS. 
12 BOXES TO CTN 














“BUY REYBURN’S— AND YOU BUY THE BEST’’ 


THE REYBURN MANUFACTURING CO., INC. 


PHILADELPHIA 32, PA. 


WAREHOUSE: 1100 SO. WABASH AVE CHICAGO 5 
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Wanted 


Sales Representatives 


Now Calling On 


Commercial Stationers, Office Furniture and Equipment Dealers 


An excellent opportunity is offered established manu- 
facturers' representatives. We wish to enlarge our sales 
organization and maintain contact with our dealers. 
Liberal commission, no salary or drawing account. Initial 
installations through dealers often run into considerable 
volume. Sales range $5.00 to $5,000.00. We provide a 
merchandising plan that makes it easy for both our 
representative and dealer to get the business. 


You make only a few calls in each city as we work on 
a Selected Dealer Plan. 


1. You make initial sales contact with dealer and 
keep in touch with him. 


2. Dealers sell standard Handifax forms or send cus- 
tomer's present record forms to our Service De- 
partment and we draw up special forms without 
obligation. 


3. You and we help dealers close the large sales. 


HANDIFAX Visible Records -- St. Louis 


Handifax Visible Records have unusual and exclusive fea- 
tures. They sell for one-half the price of other visible 
record systems, save 40%, clerical cost, have one-half inch 
visible margin, vertical or horizontal visibility. Handifax 
is posted in normal writing position, read in normal read- 
ing position, portable, convenient. Effective color signal. 
ing—visible indexing—tabulation of vital information in 
visible margin. Ten years national daily use. 


Tell us what lines you are now handling, territory covered, 
and how often you contact dealers. Also something of 
your past experience. 


Ross-Gould Co. 


313 North 10th Street St. Louis, Mo. 











PEERLESS STEEL 





Dear Mr. Dealer: 


We take this method of thanking you for your many letters 
and inquiries. While it has been a most pleasant duty for us to 
participate in the production of materials for our country's war 
effort, it is even a greater pleasure to again be in a position to 
service your civilian requirements. 


Realizing the tremendous pent-up market for steel office 
equipment, we are stepping up our production as rapidly as 
possible, and hope to soon be in a position to make much better 
deliveries than has heretofore been possible. 


We again thank you for your interest and cooperation. 


UNRUH AND HASBROOK STS. 


October, 1945 


EQUIPMENT CO. 


PHILADELPHIA ’ 
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much as 40%. 


Other famous 
Hall-Welter 
products are 

Chexsigno 
(Check Signer) 
and Speedrite 
(Check Writer) 


Glass indestructible by 
Wood-fibre base — , - ink acids. Set bolds 
two ounces of ink — 


brown grained finish. {il trom ata tant, 


OFFICE APPLIANCES, October, 1945 


ae 


offers easy-to-sell features, 
to keep up your volume... 
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Without delay we switched from building flame throwers 
(a war job of which we are proud) to making Error-No 
all-steel, quality, line-by-line copyholders. 

Filling orders will depend on obtaining raw materials. 
Orders on hand will be shipped as fast as we can get them 


In any office that has to contend with a flood of govern- 
ment forms, financial and general reports and orders, 
Error-No is a transcribing necessity. Quiet, vibrationless, 
sturdy, flexible, it increases transcribing efficiency as 


DIVISION OF 


Hall-Welter Co. 


ROCHESTER 7, N.Y. 








Both base and desk set are made of 
non-critical materials—yet you can de- 
pend on giving your customers all the 
well-known Handi-pen satisfaction. 
Choice of ivory, black or crystal glass. 
Set alone, with base, or double set with 
base (illustrated) . . . Here is the ap- 
pearance, quality, and price range you 
need to make a fast-selling item... 
Stock up for volume sales. Write for 
descriptive circulars; also ask about the 
Steeless Kleradesk. 


Sengbusch Self-Closing Inkstand Co. 


310 Sengbusch Bidg. Milwaukee, Wis. 
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Just as Tiffany leads in jewelry —just as 
Ford stands at the head of industrialists 
—so does CANODE stand for what is 
best in duplicating inks. 





45 years ago Fred Canode, a chemist, be- 
gan making duplicating inks. Mr. Canode's 
scientific training, plus 45 years’ experi- 
ence, gives you the finest duplicating inks 
you can buy. Yet they cost no more than 
ordinary inks. 


Try Canode's Premium Ink—dquick dry- 
ing—minimum penetration. The finest 
duplicating ink made. 





For a good ink at low cost try our Bul- 
letin Ink. 
Samples and Prices on Request. 


Why buy an inferior ink when you can 
get Canode's at no greater cost? 


INK SPECIALTIES CO., INC. 


519 N. HALSTED ST., CHICAGO 22, 
Nas 














Looking for the BEST Duplicating Ink? 


One that will give you a dense black color, that 
will dry quickly with a minimum of penetra- 
tion and a maximum of copies with one inking. 


Don't look any further-Try 





—y and Valentine (lo. 





and be convinced! 





Sinclair and“Valentine Co. 
611 W. 129th Street PINKS) 


New York 27, N. Y. 


Albany Philadelphia Dayton New Orleans Detroit 
Baltimore Chicage Charlotte Cleveland Nashville 
New Haven Boston Birmingham Dallas Kansas City 
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BRIGHT 





Wartime regulations have imposed severe restrictions on our out- 
put, on our materials and availability of labor—all of which have 
proved a severe handicap to our ability to serve our many good 
customers in the prompt and efficient manner which has been our 
custom. We are sincerely grateful for = and under- 
standing which you have given us, and o want you to know 
we will continue to do the best we can for you at all times. 


Sorry. No BRIGHT catalogs available. Present conditions make it 
inadvisable to publish another until the war is over. 


BRIGHT CHAIR CO., INC. 


127-133 BLEECKER ST. NEW YORK, N. Y. 
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PREVENTS ERRORS... 
SPEEDS PRODUCTION 


The RITE-LINE Copyholder is a small self-contained unit 
that can be placed anywhere independent of the type- 
writer. It guides the eye of the typist along the line she 
is copying Prevents errors. Speeds production. Price 
U.S.A. $11.85. A few exclusive territories still available. 
Send for folder. 


RITE-LINE SALES CO., INC. 
101 Park Ave., New York 17, N. Y. 


RITE-LINE 


c. U. S. Pat. O 


COPYHOLDER 
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Each and Every Home and Office Has An Immediate Need For— 


hock a File 


Model 222-W 


The Perfect Personal File 
really belongs at every desk 








Model 222-W 











(Walnut Finished). Opens easily to a finger-touch. “It practically sells itself—when displayed with contents.” That’s 
what dealers tell us about this revolutionary new 2 compartment 
Personal File in handsome Walnut finish. And right now with 
Outstanding Advantages of nearly everyone crying for extra filing space—the famous SPACE- 
Rock-a-File SAVING principle of the Rock-a-File line, including the Perfect 
Personal File, _ general office models (letter 
. or legal 4, 3, and 2 compartments in Green or 
peemi mane Walnut finish, with or without lock)—makes it 
WON’T TIP OVER, even with both the outstanding choice to satisfy the demand. 
compartments completely filled and Most models are available for immediate de- 
\ \\ open at the same time. 34 inches livery, so boost your own profits while build- 
ye SS of world’s handiest, most compact ing customer good-will. Order today or write 
g Ss filing space. Contents of both com- for further details. 
partments are always instantly acces- } 
sible at the same time. Fits anywhere—in many places Rock-a-File Improved Card Files are fast movers when V 
it is the only file that can be used. Requires only 22x21 displayed with contents. | Made in 3 popular card sizes 
° ° in Genuine Walnut or Green finish, in Twin Model for 
inches when open and in use—also serves as a table. 2400 cards or Single for 1200 cards, as shown at right. a 


ROCKWELL-BARNES COMPANY 


Specialists to the Stationer Since 1903 
35 EAST WACKER DRIVE . CHICAGO 1, ILLINOIS 


mmmemeenamiag | Skop Petly Thefts 


WONDER [OCK does everything the or- 


dinary lock can do—plus many things 
no other lock has ever done before. 
Instantly applied and will securely 
lock every kind of a drawer, file or 
door, (See Illustration). Also made 
to protect the contents of show cases. 
No holes to drill—no nails or screws, 
no tools required. Two drawers may 
be secured with one WONDER /OCK 
List Price $2.50 by the use of brace plate furnished. 


Every store, office, factory and home a prospect. Used by U. S. 
government. Write at once for price and full particulars. 


Aymsisianyoriosten oixomcrueiare comes’ [ll MMM/A02 zy agp tte atta 

















= 





ee ee ee ee ee 


In and Out Registers 


Desk Name Plates 
Bulletin, Directory and 
Menu Boards 













Gust Press 
the Sutton! 


Cleaner fluid is in 
bottle handle and 
flows through 
brush, controlled 
by finger tip but- 
ton. Ideal for 
cleaning type- 
writers and all of- 
fice machines. 


Changeable letter signs 
for every purpose. Send 
for new edition of our 
20-page catalogue. 


37 East 12th St. 
New York 3, N. Y. 







Handy set comes in box with extra bottle 
of fluid. Write for catalog and prices. 


RIVET-O MANUFACTURING CO., 96 Jason St., Orange, Mass. 
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WHICH chromium chair should I buy ? 


ies confusing, isn’t it? They all look alike— 
when new. And there’s no “better chromium 
bureau,” no way of your testing its finish or 
other details. Frankly, we'd like to suggest that 
you buy chrome furniture today on/y on the basis 
of the manufacturer’s proved reputation. 

The reason—in dealing with established, well- 
reputed manufacturers, you'll avoid substitu- 
tions, shoddy merchandise, and “orphan” prod- 
ucts, which may leave you stranded with no 





Royal Steel Folding Chairs 





repairs, no maintenance, but with meaningless 
guarantees. 

Therefore, we repeat “Buy Royalchrome Furni- 
ture and that of other reputable manufacturers 
and have no regrets—now or 6 or 66 months 
from now.” 

Yes, Royalchrome is coming back—possibly not 
fast enough to satisfy everyone—but you'll 
really be glad you waited. The Royal Metal 
Mfg. Co., 175 N. Michigan Ave., Chicago 1, IIL. 


) LINE OF TOMORROW 


Metal Furniture Since ’97 





~PX\\pigh. i / 7 ‘ 
= 4 « Steel Furntture 


DISTINCTIVE FURNITURE 
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The extra-fine composition coated on 
Heyer Rolls and Films is noted for its 
brilliant copying qualities and the long 
runs it makes possible. That is why so 
many satisfied customers have been 
using them exclusively for years— 
"They're best in the long run”. 


Specify the Best—“Heyer Rolls and Films”’ 


Heyer Gelatin Rolls and Films have certain built-in qualities that make them better. They have a thicker, 
more uniform coating of superior composition, carefully compounded and carefully inspected to assure 
freedom from defects. Specially treated, exceedingly tough backing materials are used which quickly 
absorb used ink and insure against stretching or tearing. In ordering rolls or films be sure to specify dupli- 
cator to be used so that proper fittings will be attached. And for satisfied customers, specify Heyer’ 
—the best Gelatin Rolls and Films for any duplicator. 


CARBON 
PAPER 


A COMPLETE LINE OF SUPPLIES FOR ALL 
GELATIN AND SPIRIT DUPLICATORS 


Heyer Hektograph materials are famous for their brilliant copying 
qualities since 1903. These time-tested inks, ribbons, carbons, pencils, 
etc. assure maximum number of copies on any gelatin duplicator. 
Heyer Spirit Process Duplicator Supplies produce superior results, make 
any spirit process duplicator perform better. 
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Pretty soft when you're typing 
With smooth “Easy-Touch”... 
An Underwood feature 


That helps you so much. 


A thrill for your fingers; 
The keyboard is grand. 
Such effortless typing... 


No strain on your hand. 














You work under pressure 
With speed and with ease. 
Your letters look better: 


They’re letters that please. 


You feel “like a million’, 
And throughout each day, 
You're glad you've discovered 


The Underwood i ay! 


- 


Dear Boss: 

There’s a picture of you in every 
letter she writes. 

Is that picture clean-cut and appeal- 
ing? Are the type impressions sharp 
...or are they blurred, some light; 
others dark? 

Is the spacing between characters 
uniform . . . or is it uneven with 
crowding of characters? Are the capi- 
tal and small letters exactly on the 
writing line . . . or are some above 
and others below? 

If your letters do not please you... 
don’t blame your secretary. It’s prob- 
ably her machine. She can make them 
look good . with an Underwood! 








l nderwood Corporation, One Park Ave., New York 16, N. Y. 


TYPEWRITER LEADER OF THE WORLD! 





